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Firestone 


GROUND GRIP TIRES 
-Creclet Traction FOR ALL 


LOGGING OPERATIC 





You can haul capacity loads over poor roads or 
no roads at all with Ground Grip Tires! These tires make 
their own road! Mud, sand, loose earth won’t stop 


Ground Grip super-traction. 


Patented construction processes give these Firestone 
tires extra strength and flexibility to withstand severe 
punishment. Every cord is Gum-Dipped — soaked and 
coated in pure liquid rubber. The deeper, wider, self- 
cleaning tread is permanently locked to the body of the 
tire by two extra layers of Gum-Dipped Cords. 


Ground Grip tires keep logging equipment moving, 
give longer service, cut operating costs. See your nearest 
Firestone Auto Supply and Service Store or Firestone 
Dealer at once. 

Listen to the Voice of Firestone featuring Richard 


Crooks or Nelson Eddy—with Margaret Speaks, Monday 
evenings over Nationwide N. B. C.—WEAF Network 


© 1936, F. T. & R. Co 
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Concerted Action Needed to Hold 
Rate Reductions 


QUESTION of vital importance to 

the lumber industry of the West and 

of the South, as well as to whole- 
salers, retailers and wood consumers in 
eastern territory is that of whether or not 
the temporary reduced rail rates on lum- 
ber into Official Territory are to be made 
permanent. When the Western lines 
proposed a rate into that territory of 72 
cents, in which proposals Eastern lines 
finally concurred, the reduction was op- 
posed by Southern lumber manufacturers 
and others because, unless proper adjust- 
ment was made, it would disturb the 
long-existing freight differential from the 
South and result in injury to the industry 
in that section. Following approval of 
the 72-cent rate from the West, however, 
Southern lines made a compensatory re- 
duction from the South, also a temporary 
rate, effective only for the same period 
as the 72-cent rate from the West. 

These temporary rates expire on June 
30 unless further extended, and an effort 
is being made to induce the railroads to 
make them permanent. While the West 
Coast and the South have had many con- 
flicting problems and have not always 
been able to agree, it would seem that the 
establishment of permanently lower 
freight rates on lumber should be an end 
towards which they can work shoulder to 
shoulder. 

Even though conditions were unfavor- 
able and the time short, it has been clear- 
ly demonstrated that the reduced rate 
already has shifted a large tonnage of 
lumber from water to rail and the West- 
ern lines have been enabled to recover a 
substantial proportion of the lumber busi- 
ness that they had lost. While it is 
understood that Eastern lines are oppos- 
ing the request that the reduced rates be 
made permanent, there is a phase of the 
whole question that is of supreme im- 
portance to them. If, because of the 
weakness of Western lines the powers 
that be deem it necessary for the Govern- 
ment to take over the railroads, it is ex- 
tremely unlikely that only Western lines 
would be brought under Government 
control—the Eastern lines would be 
brought in also. From this standpoint 
alone it would seem desirable that these 
lines join the Western roads and the lum- 
ber industry in asking that the present 
rates be made permanent. 

It seems probable, though, that only an 
overwhelming demand from all branches 
of the industry will bring the Eastern 
roads into line. To this end, manufac- 
turers, wholesalers and retailers’, individ- 
ually and collectively, can be of great 
assistance by flooding the Eastern car- 
riers with protests against the withdrawal 
of the present rates. Each could wield an 
important influence and help to build 
up a veritable mountain of protest by 
writing letters to the railroad officials pro- 


testing against withdrawal of these rates, 
each stating just what it would mean to 
him, to his trade, and to the railroads 
serving him to have the rate continued. 

Most important of all is to present the 
advantages accruing to the public, the 
ultimate lumber consumers, in being able 
to make substantial savings in their lum- 
ber purchases. 

The country is on the eve of a real 
building revival. The greatest impetus 
that could be given the home building 
program would be an assurance that the 
prospective builders would receive the 
benefit of a substantial saving in the price 
of their lumber through a permanently re- 
duced freight rate. There is a great 
need throughout the country for homes. 
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Revival of the building industry will 
do more to relieve unemployment than 
anything else that could possibly be done. 
There is not a person in the entire coun- 
try who is not interested in and, directly 
or indirectly, affected by the condition of 
the building industry. Anything that can 
be done to reduce the cost of getting 
lumber to the consumer—and freight 
rates play a most important part in this 
cost-—should have the hearty support of 
every one in the industry—manufacturer, 
wholesaler, commission man and retailer. 

Wholesalers and retailers, particularly, 
in Official Territory, should take a special 
interest in at once letting the Eastern 
carriers know how this freight rate affects 
them and their customers. 

What is done should be done quickly, 
as the committee of the Eastern roads 
will meet on April 14 to reach a final 
decision as to the continuance of the 
reduced rates. 


Where Are the Young Carpenters 
Coming From? 


AID A mid-western retailer to an 
S editor of this journal: “I’m dis- 

turbed because there are no young 
carpenters in my town. I'm equally dis- 
turbed because no apprentices are being 
trained. 

“Of course, I know why this is true. 
The depression in house building in my 
State began about ten years ago; and 
since that time even big-shot contractors 
have been pretty glad to use the hammer 
and saw on repair jobs. Experienced 
carpenters have had little enough to do. 
Naturally they haven’t been training 
apprentices. 

“But it’s different now. There’s new 
building in the cards, and I expect this 
volume to increase for quite a few years. 
But we’ve got to have good mechanics to 
do this work. These older mechanics are 
all right; skilled in using tools, and all 
that. But in the first place there isn’t 
enough of them, and in the second place 
I don’t think they have quite kept up with 
the new ideas that are going to be a nec- 
essary part of the new type of houses. 

“Do you get what I mean? We hear 
a lot about prefabrication and new ma- 
terials of one kind or another, and it’s 
a sure thing that this new competition is 
going to make a great play of design and 
modern features. That appeal is going to 
strike a responsive cord. A family that 
has finally made the grade and is building 
a home wants it right. Whatever such 
a family may think bout ‘horse and 
buggy days’ in politics it doesn’t want a 
commonplace, old-fashioned, house. 

“T’m well satisfied that frame construc- 
tion and the proven types of architecture 
can make the grade and can offer dignity 
and beauty as well as efficiency, provided 
we can do our stuff. Most of my cus- 
tomers don’t hire architects. Perhaps they 


should, but they don’t. They pick out a 
design in a plan book or a magazine. 
Well, that’s probably all right, but it puts 
more responsibility on the carpenter. I’m 
afraid he doesn’t know as much as he 
should about building a modern house. 
He hasn’t had much experience lately. 
These designs look queer to him, and 
hard to build. Leave the details to him, 
and he’ll use the wrong finish. Ask him 
about insulation, and he guesses maybe 
it’s all right. I’m telling you if I were 
not in the lumber business and wanted 
to build a house, I wouldn’t get much 
lift or enthusiasm out of talking to these 
carpenters of mine. Chances are I’d begin 
looking for some other outfit that had 
some enthusiasm for the post-depression 
type of house. These carpenters of mine 
know they could do a good job putting up 
something like that bungalow they built 
for the Jones family back in 1920; and 
they just can’t seem to get it that the 
young customers of 1936 wouldn't be 
caught dead, building anything like the 
Jones house. 

“This worries me. There are not 
enough carpenters, men even reasonably 
skilled in the use of tools, to build the 
houses that are pretty much in sight for 
the next few years. And those available 
are not the best of allies in holding the 
market for frame construction. Nobody 
wants a house that'll look fifteen years 
old the day he moves into it. 

“Don’t get me wrong. I’m for these 
old fellows. They did well in their day, 
and they’re not through yet. They 
could master the post-depression frame 
house if they could see a few built. They 
need new blood in the craft for their own 
good, quite as much as the lumber trade 
needs it. The fact is, we all need a top- 
notch carpenter craft, because we must 
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have it to hold and extend the market 
for really modern and dignified frame 
construction. 

“So I wish there could be some really 
good carpenter schools started. At the 
present time I’m not for the old appren- 
tice system; because it’s pretty slow, and 
because apprentices taught by these old 
carpenters would come along with their 
ideas. Manual training departments in 
the public schools can teach something 
about the use of tools; but it’s not their 
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function to teach house building. They 
don’t have time enough, even if they tried. 

“This is mighty serious business, and 
I don’t know the answer. It’s going to 
be too bad if we lose this post-depression 
business, now that it’s getting ripe, just 
because we can’t get satisfactory frame 
houses built. I hear about schools for 
salesmen and maybe I need to go. But 
even more than that I’d like to get half 
a dozen young fellows from this town 
into a really good school for carpenters.” 


New Kind of “Clinics” for People 
Who Want Homes 


IGNIFICANT of deep interest in fhe 
S promotion of building this spring 
was a meeting held in Chicago last 
week to launch a series of local, as well 
as nation-wide “mortgage clinics,” held 
over a period of a week or more in vari- 
ous convenient downtown and residential 
centers. Similar clinics are being con- 
ducted, under the auspices of the Federal 
Housing Administration, in all the larger 
cities of the country, for the purpose of 
acquainting householders and prospective 
home owners with the loan facilities of- 
fered, through the provisions of the Na- 
tional Housing Act, for both the modern- 
izing of existing homes and the building 
of new ones. 

The particular meeting referred to, at- 
tended by an AMERICAN LUMBERMAN 
editor, as a member of the citizens’ spon- 
soring committee, was not in itself ex- 
actly a clinic, but rather partook of the 
nature of a pre-football match “pep” 
meeting—for the purpose of getting the 
players in the building game warmed up 
and enthused regarding the rich field that 
lies open before them. The aforesaid play- 
ers include manufacturers of, and dealers 
in, building materials of all kinds, con- 
tractors, architects, realtors, bankers and 
all others whose interests, directly or re- 
motely, touch the great building industry. 
The fact that the meeting, originally 
scheduled to be held in one of the smaller 
banquet rooms of a big downtown hotel, 
had to be changed to the grand ballroom 
in order to accommodate the huge influx 
of 800 or more interested persons, shows 
how widespread is the desire to learn 
about ways and means to further stimu- 
late the building movement already so no- 
ticeably under way. As this notable event 
is fully covered in a news way on other 
pages of this issue it is here mentioned 
only as one of many signs of the times 
pointing to a big building year. 

The FHA is very much on the job 
these days, and is extending its activities 
in new directions—notably the “clinics” 
already referred to, which are expected to 
familiarize every potential home builder 
or home improver in the country with the 
aid offered them by the provisions of the 
National Housing Act. As most readers 
know, Title I of that Act, providing for 
modernizing loans, is on the eve of being 


extended for at least another year, thanks 
to the strong efforts of the lumber and 
building materials industries, whose rep- 
resentatives and organizations have done 
splendid work in bringing this about; 
while Title II, providing for Federal-in- 
sured, single-mortgage loans for new con- 
struction, is just beginning to hit its 
stride. The FHA also is doing good work 
in cooperating with local groups through- 
out the country in promoting national 
home shows, thereby creating home-own- 
ing sentiment. 

Some of the fruit of all of this activity 
is shown in the headlines of newspapers 
throughout the country, several of which 
are on this editor’s desk as he writes. For 
instance, the Dover (Ohio) Reporter in 
a streamer head across an entire page 
says, “Spring to Start Record Building 
Boom Here.” That newspaper starts its 
story by saying: “Spring and summer 
will plunge Dover and its northern neigh- 
bors into the greatest building boom in 
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the history of the entire county, a brief 
survey of construction projects in the sec- 
tion revealed today.” Jumping to Yank- 
ton, S. D., the Dakotan of that city heads 
a story with “Building Boom Is In Pros- 
pect,” quoting a leading lumberman of the 
State as its authority. Back to Ohio, the 
Cincinnati Post comes to bat with the 
statement that “Nation-wide forces are at 
work that may cause the present revival 
of building to result in a boom that will be 
greater than any in the past.”” These scat- 
tered expressions could be supplemented 
by many more. But it is not necessary to 
rely: upon newspaper reports, for in 
traveling about the country one can hardly 
fail to be impressed by the amount of new 
construction, as well as repair work, 
already under way in many communities. 
In Chicago more new construction is in 
progress than at this time of any year 
since the crash. 

The budding building revival—we 
don’t much like the implications of the 
word “‘boom’’—can be helped or hindered 
by the attitudes of the members of the 
building and materials industry. That was 
pointed out by a plain-spoken representa- 
tive of a leading branch of the materials 
industry at the Chicago meeting referred 
to, who, while taking his own share of the 
blame, criticized his fellow members in 
these industries for not availing them- 
selves, as fully as they should, of the op- 
portunities opened by the National Hous- 
ing Act and the promotional activities of 
the Federal Housing Administration. He 
urged that one and all put their shoulders 
to the wheel in a united effort to cash in 
on the tremendous advertising and selling 
campaign that Uncle Sam has been, and 
still is, conducting in the interest of home 
building. 


A Form Letter to Veterans About Bonus 


As a good deal of interest is being 
shown by retailers in the proposition of 
contacting the veterans, through direct- 
mail as well as local newspaper advertis- 
ing, relative to using their bonus funds 
for improving their homes, or for making 
a down-payment cn a new home, the fol- 
lowing copy of a form letter sent out by 
the I. L. Richer Co., New Berlin, N. Y., 
is here printed, with the thought that it 
may be helpful to others. The letter was 
signed by G. H. Blakeslee, manager of 
the company’s yard at above point, who 
informs us that it was sent to each mem- 
ber of the local post of the American Le- 
gion. The I. L. Richer Co. has been in 
business since 1870, and operates stores 
at ten points, handling lumber, building 
supplies, coal, farm machinery, grain and 
seed, at both wholesale and retail. The 
form letter to the veterans reads as fol- 
lows: 

Dear Sir: 

We congratulate you on the assured receipt 
of your soldiers’ bonus money. It was well 
earned, and you deserve it. 

It is of the utmost importance to you and 


those dependent on you that this money be spent 
so that it will be of lasting benefit to you and 
yours. Many ways of using it will occur to 
you without suggestions from others. You will 
receive much urging and strong pressure to 
spend it in various ways. We do not wish or 
intend to use pressure in any way, but merely 
to suggest that you consider the desirability of 
building a home, fixing up your present home or 
buildings, putting a new roof on the barn, build- 
ing a chicken house or any of the many other 
things of this nature that will add to your 
comfort or increase your income. Such use of 
your money will be a sensible investment, and 
will add to your enjoyment of living. 

Our next suggestion is that you let us help 
you invest it. We will assist you in planning 
the improvements; show you plan books of 
homes and farm buildings; help you secure a 
loan if necessary; quote you prices, and be of 
any other service in our power. 

If you wish to start improvements before the 
bonus is paid, we will give you credit until the 
money is received. 

Think this over carefully, as the sensible in- 
vestment of your funds is important. Then 
phone New Berlin 94. 

Yours truly, 
RICHER LUMBER CO., 
G. H. BLaKes.ee, Mgr. 
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Bringing Federal Insured Mortgage Plan to 
the People Through Clinics 


Inaugurating a series of “insured-mortgage 
clinics” to be held in Chicago, and many other 
cities throughout the country, a luncheon was 
held in the Grand Ball Room of the Palmer 
House, Chicago, Wednesday noon, March 18, 
attended by some 800 business men and other 
representative citizens; including material deal- 
ers, realtors, contractors, architects, bankers 
and others more or less directly connected with 
the building industry. The meeting, which was 
inspirational and educational in character, was 
sponsored by a “citizens’ committee” and the 
Federal Housing Administration; which latter 
organization is now engaged in a nation-wide 
campaign, through regional and community 
clinics, to thoroughly inform the public with 
regard to the benefits of the single-mortgage, 
insured loans provided for under Title II of the 
National Housing Act. Underlying this, of 
course, is the purpose of increasing building 
and employment by showing potential home 
owners how easily and safely they may now 
assume and carry the financial responsibilities 
inherent in building or buying homes, 

Disclaiming any implication in the word 
“clinic” that there is anything “sick” about the 
FHA plan, but on the contrary asserting that 
it is a great contribution to the health of the 
building and allied industries, the latter thesis 
was presented from various viewpoints by a 
number of competent speakers. A _ patriotic 
touch was imparted by the presence of a uni- 
formed color-guard from the Hyde Park Post 
of the American Legion, which executed the 
military ceremony of presenting and retiring the 
colors. John Pane-Gasser, of the Chicago Civic 
Opera Association, sang the “Star Spangled 
Banner”; also an appropriate song on the theme 
of home. 


Building Industry Rapidly Recovering 


Stuyvesant Peabody, of Chicago, officiated as 
chairman and introduced the speakers, the first 
of whom was John R. O’Connor, FHA district 
director for northern Illinois. Mr. O’Connor 
said that the building industry is rapidly recov- 
ering, and that the shortage of individual homes 
presages steadily increasing activity. He pointed 
out that the building industry normally employs 
more men than any other, with the single ex- 
ception of agriculture—about 5,000,000 persons 
being dependent upon construction for their 
livelihood. New materials, and new ways of 
handling those that have been long in use, have 
made it possible to have better planned and bet- 
ter built homes than ever before. And latterly, 
with the advent of the National Housing Act, 
improved financing is available, in keeping with 
those higher physical standards. Better homes 
are now assured, because to be entitled to a 
Federal-insured loan the building plans and 
specifications must measure up to FHA require- 
ments. 


Soundness of Insured-Mortgage System 


Gael Sullivan, FHA associate director for 
northern Illinois, incisively scored the evils of 
the old first and second mortgage system; and 
drew a dark picture of the disaster which it 
had brought to thousands of home owners, who 
in the crash of 1929 and the stress of the en- 
suing years had found their equities swept away. 
Illustrating the soundness of the insured-mort- 
gage loans made under the NHA, the speaker 
said that a total of $305,000,000 of such loans 
had shown a loss of only 1/13 of 1 percent. He 
told of the advantage of the single-mortgage 
principle, which permits borrowers to pay off 
their total loan and interest like rent, thereby 
enabling them, by proper budgeting of their 
income, to meet their mortgage payments while 


at the same time providing for their other es- 
sential expenses. Under this system, said he, 
the man who wants a $7,500 home needs to 
have only $1,500 equity, with reasonable assur- 
ance of being able to keep up the monthly pay- 
ments. Insulation, air-conditioning and other 
modern developments have made it possible to 
have more livable homes; but what has been 
done to make home ownership more easily at- 
tainable for the average person?, he asked. 
The FHA single mortgage is the answer. No 
longer is executing a mortgage note equivalent 
to signing a financial death warrant, as it too 
frequently has been in the past, he declared. 

Mr. Sullivan spoke of the vast possibilities 
for increased home-building business in the Chi- 
cago area, declaring that there is present actual 
need for 41,000 new homes, and potential need 
for at least 100,000. The city of Chicago, he 
said, has been rebuilt twice in the hundred years 
of its existence, and is now undergoing, or about 
to undergo, its third era of rebuilding. There 
is ample business for all—material dealer, con- 
tractor, architect, realtor. What will be your 
share? he asked. He answered that question 
by saying that it depends mainly upon how the 
individuals present, and others affiliated with the 
building industry, participated in the campaign 
now started to impress the benefits of the sin- 
gle-mortgage system, provided for under the 
NHA, upon every potential home owner in Chi- 
cago and its environs. 


Things Were Not What They Seemed 


The next speaker was J. Howard Ardrey, 
assistant to the Federal Housing Administrator, 
Washington, D. C., who aroused laughter by 
saying “None of us is as rich as in 1929—and 
we never were,” interpreting the paradox by 
saying, “just so, the old style of mortgage loan 
very often was not nearly as good as the lender 
thought it was.” Tracing the word “mortgage” 
to its derivatives, “mort” and “gage”—the first 
meaning “dead” and the second meaning 
“pledge”’—he said that an old-style mortgage 
often was not only a “dead pledge” but a rotten 
one. Quoting the three basic principles of 
architecture—stability, utility and beauty, he 
applied them to modern homes, built under the 
new insured-mortgage system. 


Industry Must Present United Front 


After brief remarks by C. L. Rice, president 
of the Chicago Association of Commerce, on 
behalf of that organization, expressing interest 
in and support of the FHA home clinic cam- 
paign, the final speaker was introduced, in the 
person of E. M. Boyle, district manager of the 
Johns-Manville Sales Corporation, Chicago, 
who raked the building materials people—in- 
cluding himself—“fore and aft,” for their 
lethargy in failing to take full advantage of the 
opportunities for creating business that have 
been made possible by the National Housing 
Act, and the promotional activities of the Fed- 
eral Housing Administration. 

“I am proud to be here, and to speak in such 
an assembly,” he said, “but I can not say with 
equal truth that I am proud of the participation 
of our building materials industry. It is our 
fault—yours and mine—that we have not more 
effectively tied into a program such as has been 
outlined here today. The FHA has done a real 
promotion job for you and me, but we haven’t 
sufficiently realized our responsibility and our 
opportunity to cash in on what it has done and 
is doing. One reason is that we have not pulled 
together. We must all put our shoulders to the 
wheel—now, not a year hence, when the tre- 
mendous efforts that have been put forth will 


” 


have largely spent their force.” Mr. Boyle said 
that one of the greatest things accomplished has 
been establishment of the principle of deferred- 
payment selling, applied to home ownership. 
What would the motor industry be today, he 
asked, if it had not wholeheartedly and with 
united front adopted that principle almost from 
the very beginning? “We must take off our 
coats and go to work,” he concluded, “to edu- 
cate bankers, home owners and others regard- 
ing all the benefits offered by the provisions of 
the National Housing Act.” By way of con- 
trast, he briefly outlined the penalties to the 
industry of not doing this. 

This meeting was followed by seven other 
clinics scheduled to be held at convenient down- 
town and residential locations from March 19 to 
28, at which the provisions and requirements for 
securing loans under the National Housing Act 
were to be fully explained to prospective home 
owners and other persons interested therein. 





Hundreds Seek Information at 
Mortgage Clinics 

The seven insured-mortgage clinics held in 
Chicago, and the one in Oak Park, from March 
19-28 were a success in creating public interest 
from the opening day, as is proved by figures 
released by officials at the FHA office for the 
first three days. Twelve hundred and forty- 
nine persons were interviewed at the eight cen- 
ters, and their applications for loans to build, 
buy or refinance a home called for slightly over 
$3,000,000. The clinics got away to a good 
start, when 415 applicants were interviewed the 
first day, and made tentative application for 
$1,227,000 in funds. In the opinion of authori- 
ties at the FHA office, 134 North LaSalle 
Street, practically all of the $10,000,000 esti- 
mated to be immediately available for new 
Chicago homes under the FHA plan will be 
applied for by the end of the period of clinics. 
The total number of people interviewed will 
likely exceed 4,000. 

The public was informed about the clinics 
through large display advertisements, sponsored 
by banks and other financial organizations in 
Chicago and its suburbs, which appeared in the 
metropolitan newspapers. These banks—all ap- 
proved mortgages under the FHA—welcomed 
inquiries by parties interested. Confidence of the 
public was further secured by discussing pri- 
vately and confidentally the applicants’ home 
building and financing problems. Federal Hous- 
ing officials of Washington and Chicago ex- 
plained how home owners, both present and 
prospective, may benefit from the FHA finan- 
cing system. 

It was said by those in charge of the clinics 
that a large percentage of people who visit the 
information centers have to be dissuaded from 
seeking loans, because of faulty property stand- 
ards, or because of the individual’s inability to 
make payments. In regard to property stand- 
ards, it may be explained that the greatest 
obstacle to loans is lots which are only twenty- 
five feet wide. A property requirement which 
causes many refusals of loans is that, in Chi- 
cago, there must be at least six feet of 
space between dwellings. Applicants who 
for these or other reasons can not meet the 
FHA requirements of course have to be disap- 
pointed in their interviews with officials at the 
clinics. On the other hand, many who have 
hesitated to launch long-cherished building plans 
find that under the FHA plan they not only can 
obtain the necessary loan, but can without 
undue strain “swing the deal”—in other words, 
keep up the required monthly payments. 
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Clinics at these places: 


SOUTH—Hirsch High School — 78th 
Street and Ingleside Avenue 


SOUTHWEST—Calumet High School— 
81st Street and May Street 


WEST—Austin High School—West End 
Avenue and Pjne Avenue 


NORTHWEST—Schurz High School— 
Milwaukee Avenue and Addison 


Daily from 2 pf. m. to 9:30 p. m. 
*Daily from 9 a. m. to 9 p. m. 


F. H. A. representatives will be there 
te discuss with you privately and con- 
fidentially your home building and 
financing problems. At the above loca- 


LOOP 


AMALGAMATED TRUST & 
SAVINGS BANK 
111 Seuth Dearborn Street 


DOVENMUEHLE, INC. 
7 South Dearborn Street 


MERCHANDISE BANK & 
TRUST CO. 
222 West North Bank Drive. 


PERCY WILSON MORTGAGE 
& FINANCE CORP. 
100 Nerth La Salle Street 


REPUBLIC REALTY 
MORTGAGE CO. 
110 South Dearbers Street 


NORTHWEST 
MAIN STATE BANK 
1965 North Milwaukee Ave. 


PIONEER TRUST & 
SAVINGS BANK 
4000 West Nortk Ave- 








815 West 63rd Street 


MUTUAL NATIONAL LANK 
OF CHICAGO 
7844 South Halsted Street 


SOUTH CHICAGO SAVINGS 
BANK 
2959 East 92nd Street 


FHA. 


SINGLE 
| MORTGAGE 
SYSTEM 
~ * 


a 


“HOW TO BUILD 
BUY OR REFINANCE 
YOUR HOME”’ 


$10,000,000 available now for new Chicago Homes under 
F. H. A. Pian! To give you information on the Federal Hous- 
ing Administration’s home financing plan, officials from 
Washington and Chicago will conduct Insured Mortgage 


NORTH—Roosevelt High School—East- 
wood and Kimball A 


venue 


*OAK PARK—105 North Marion Street, 
Oak Park, Illinois 


*PALMER HOUSE—State Street 
Entrance 


*F,H.A. OFFICE—134 North LaSalle 
Street 


!March 19 to 28 
PUBLIC INVITED 


tions, F. H. A. officials will explain how 
home -owners, both present. and prospec< 
tite. may. banefit.. Yeu are invited to 
attend. Admissten free. 


This advertisement is sponsored by the following 
approved Mortgagees, who welcome your inquiries 


WEST 


LAWNDALE NATL BANK 
3337 West 26th Street 


MADISON-CRAWEORD NA- 
TIONAL BANK OF CHICAGO 
4010 West Madison Street 


HOME FEDERAL SAVINGS & 
LOAN ASS'N OF CHICAGO 
1618 W. 18th Street 
SOUTH 
BEVERLY STATS SAVINGS 

BA 


West 103rd. — 4 Loomis St. 
CHICAGO CITY BANK & 
TRUST 


SOUTHEAST NATIGNAL 
BANK OF CHICAGO 
1180 East 63rd Street 


STATE BANK OF CLEARING 
$601 West 63rd Street 


OAK PARK 


PRAIRIE STATE BANK 
f West Madises Street 


BLUE ISLAND 


FIRST NATIONAL BANK OF 
BLUE ISLAND 
13057 South Western Ave. 


co. HIGHLAND PARK 
HIGHLAND PARK STATE 
BANK 
399 Central Ave. 


CICERO 


CICERO STATE BANK 
2446 South Cicero Ave. 











This advertisement (considerably larger than shown) appearing in leading Chicago 
resent and potential home owners on the 


daily newspapers, focused attention of 


insured-mortgage clinics held this week in various parts of the city 
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Extension of Title | Urged 


WasuHincTon, D. C., March 23.—Backed by 
hundreds of petitions signed by home owners, 
lumber dealers, plumbers, carpenters, contrac- 
tors, merchants, hardware dealers, bricklayers, 
machinists—in fact, representatives of almost 
every trade and occupation—the National Re- 
tail Lumber Dealers’ Association, in behalf of 
its 23,000 affiliated membership, is urging the 
banking and currency committee of the United 
States Senate to extend Title I of the National 
Housing Act, as it now reads, for one year. 

“We feel it is safe to say that no other in- 
dustry has profited to a greater extent by Title I 
than the retail lumber industry,” said Frank J. 
Carnahan, secretary of the association, appear- 
ing before the committee recently. “Our dealer 
members report millions of dollars’ worth of 
business done under this Title of the Act, which 
would never have been done without this leg- 
islation.” 

The bill now before the Senate, S-4212, pro- 
poses to amend Section II of Title I by reduc- 
ing the total liability from $200,000,000 to $100,- 
000,000 and by reducing the insurance from 20 
to 10 percent of the total amount of loans on 
advances of credit, and would set an expiration 
date of Dec. 31, 1936, at which time Congress 
will not be in session. The association urges 
that only one change be made in the present 
Title I, to extend its duration until April 1, 
1937, when Congress, at the beginning of the 
next session, would be able to review the bene- 
fits and determine on further action. The Title 
carries a proviso that it may be terminated at 
any time upon proclamation by the President. 

Reports received by the association from deal- 
ers in many localities state positively that many 
of the banks and financial institutions are just 
beginning to recognize the value of Title I loans 
and are now prepared to go forward with this 
modernization program. In many smaller com- 
munities the program is just starting. The Act, 
as it now stands, has resulted in greater mate- 
rial benefits to the construction industry than 
any other legislation passed for emergency re- 
lief and therefore any reduction of liability or 
insurance, or changes in its wording, may prove 
dangerous at a time when a big building pro- 
gram is ready to break. 

“Tt is my understanding that approximately 
$1,000,000 worth of business is being insured 
daily under Title I,” says Mr. Carnahan. “We 
have hundreds of letters from lumber dealers 
in every part of the Union, which indicate that 
many dealers have done from $5,000 to $150,000 
worth of business. Most of them indicate the 
belief that the building industry would suffer 
a severe set-back if the program is not main- 
tained and encouraged as it has been over the 
past two years. 





Conuteaaiian ieee Ahead— 
Residential Building Is 
Almost Doubled 


The construction industry continues to record 
large gains over the comparative levels of 1935. 
For February a contract total of $142,050,200, 
covering all branches of construction, was re- 
ported by the F. W. Dodge Corporation for the 
37 States east of the Rocky Mountains. This 
was practically 90 percent larger than the total 
of only $75,047,100 reported for February, 1935. 
Partly because of the unusually low tempera- 
tures and heavy snows the February contract 
volume was about 30 percent lower than the 
total of $204,792,800 registered for January of 
this year. 

Residential building undertaken in the 37 
States during February amounted to $31,175,500 
as compared with only $16,616,800 for February 
1935 and $37,439,500 for January of this year. 

Gains in residential building over last year 
were scored in each of the 13 major districts 
in the area east of the Rockies, excepting only 
Upstate New York and the St. Louis terri- 
tory (southern Illinois, western Tennessee, east- 
ern Missouri, Arkansas). 

Total construction for the first two months 
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of 1936 amounted to $346,843,000, as against 
only $174,821,000 for the corresponding two 
months of 1935; a gain over last year of 98 
percent. For residential building alone the con- 
tract volume for the first two months of 1936 
totaled $68,615,000, or a gain of 76 percent over 
the total of $39,027,000 for the corresponding 
two months of 1935. 





Much Home Building Activity 
Is Reported 


SAN Francisco, CAuiF., March 23.—More 
than ten million dollars’ worth of new homes 
are under construction or planned in San Fran- 
cisco this year, according to a recent survey of 
building contractors. In 1935, more than $3,- 
600,000 was spent for new homes in San Fran- 
cisco, or three times the sum spent in 1934. 

March promised to be the banner home-build- 
ing month of the past 52 months. Forecasts 
indicate that new home construction on the 
Peninsula, south of San Francisco, will amount 
to $7,500,000, and in Oakland and Berkeley will 
amount to at least $5,000,000. 


Oakland reports a shortage of more than 
12,000 single-family homes in the Eastbay urban 
area. Sacramento is reported on the verge of 
what may be the greatest building boom in its 
history. 

Among the improvements under way in this 
city is a $216,000 building for Montgomery 
Ward & Co. 

New construction loans made by California 
building and loan associations have shown great 
expansion. State-wide branch banks report a 
marked quickening in demand for loans, espe- 
cially FHA mortgages to build business prop- 
erties, apartments, and new homes. Impetus 
to the building boom in the State is expected 
through the payment of the veterans’ bonus. 





Housing "Clinic" Results in 45 
Inquiries in Three Days 


SPRINGFIELD, Mo., March 23.—The Federal 
Housing Administration last week concluded a 
program here, designed to stimulate activity 
under Titles I and II. Working in conjunc- 
tion with the Chamber of Commerce and local 
building interests, the Housing officials plan 
to carry their program to as many towns as 
possible in this territory. 

Commenting on the Springfield work, 
Maurice Carroll, State FHA director, said: 
“In the first three days we received 45 requests 
for financing under Title II. Investigation dis- 
closed that these 45 prospects represented po- 
tential new home business of $193,000. In addi- 
tion, there were 30 applications for loans for 
modernization and repair work, amounting to 
$20,100.” 





Shows Lower Building Costs 


SPOKANE, WaAsH., March 21.—The Spokane 
Realty Board recently issued a statement, from 
a local authority, showing the lower costs of 
residential construction in Spokane at present 
as compared with the peak of 1927. 

The general average is 1234 percent lower. 
Structural lumber is 10 percent less; finished 
lumber 20 percent; concrete material and labor 
5 percent; carpenter labor 25 percent; exca- 
vating 10 percent; shingling labor 12 percent: 
plumbing fixtures and labor 5 percent; paint and 
paper, and labor, 6 percent; hardwood floors 
and labor 17 percent; rough and finish hardware 
17 percent; brickwork or masonry 10 percent. 

The above percentages are taken from the 
actual cost of a five-room standard-type frame 
bungalow built in 1927, costing $3,644 complete. 
In February, 1936, it would have cost $3,225. 

The cost of a five-room $3,225 house is ana- 
lyzed as follows: 


Framing lumber $174, 5.4 percent of entire 
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cost; finish lumber (exterior) $78, 2.43 per- 
cent; finish lumber (interior) $42, 1.31 per- 
cent; cedar siding $110, 3.42 percent; oak 
flooring $33, 1.02 percent; cedar shingles $55, 
1.72 percent; wood lath $25, .79 percent; 
doors, windows, frames and trim $128, 6.77 
percent; kitchen cabinet doors and drawers, 
$50, 1.57 percent; medicine and ironing board 
cabinets $12, .39 percent; hardware, paper 
etc. $85, 2.65 percent; composition tile (bath 
and kitchen) $134, .16 percent. 

Brick $113, 3.52 percent; lime, plaster, flue 
lining, cleanout doors, metal lath and corner 
beads $82, 2.54 percent; basement excavation 
and cement work $411, 12.74 percent; heating 
plant (installed) $185, 5.73 percent; plumbing 
(installed) $245, 7.59 percent; water and 
sewer connections $44, 1.37 percent; electric 
wiring, material and labor $83, 2.57 percent; 
electric fixtures $24, .75 percent; exterior and 
interior decorating $285, 8.52 percent; lath- 
ing and plaster labor $106, 3.30 percent; car- 
penter labor $425, 12.86 percent; mason labor 
$64, 2 percent; floor sanding $15, .46 percent; 
drawings, supervision, grading, landscaping 
$118, 3.65 percent. 


Model Home Exhibits Big 


Feature of Show 


Co_umsBus, Oun10, March 23.—Interest in the 
current Columbus National Home Show which 
opened Saturday in Exposition Hall at the 
Ohio State Fair grounds is focused on the 
model home exhibits constructed for the occa- 
sion by a group of local lumber dealers, and 
furnished completely by Columbus furniture 
stores. This is evidenced by the fact that over 
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Will Build 50 to 100 Homes 


Arttantic City, N. J., March 23.—The first 
substantial, big-scale home construction opera- 
tion undertaken here in several years is being 
developed by a group of prominent builders and 
material men of this famous resort city. Plans 
are rapidly being completed for the erection of 
a large number of homes, ranging in price from 
$3,500 to $4,000, to be financed under the Fed- 
eral Housing Administration’s mutual mortgage 
insurance plan. All the houses are being de- 
signed in conformity to the Housing Adminis- 
tration’s minimum standards. It is expected that 
this project will result in the erection of from 
fifty to one hundred homes. 


Nearly Million Urban Homes 
Have Been Reconditioned 


Some 940,000 one-and-two family urban 
homes have been done over with the use of 
credit in the past year and a half during 
which special emphasis and special loan ar- 
rangements have been used to supplement estab- 
lished sources of funds for remaking homes. 
About one out of every 14 non-farm residences 
in the country has thus been reconditioned. 
This estimate comes from headquarters in Chi- 
cago of the United States Building and Loan 
League, which lists three main sources of the 
$365,000,000 of credit making possible this 
“better home movement” among the property 
owners, 

The three sources of credit listed as provid- 








Model house at Columbus (Ohio) Home Show, built by co-operation of nine lumber firms 


13,000 persons visited and inspected the homes 
during the first two days of the exhibition, 
and according to show officials, showed unmis- 
takable signs of interest in home building, by 
signing applications for FHA loans of over a 
half-million dollars for new construction. 

Three model one-floor houses designed by 
Columbus architects and constructed by Colum- 
bus builders are on exhibition across one end 
of the great hall. Two of them demonstrate 
the modern attractiveness of outside architec- 
tural design while the third (photograph) is 
finished inside as well, and completely furnished. 
This feature attraction of the show is also of 
one-floor arrangement, with living room, din- 
ing room, bed room, bath and kitchen, and 
represents the co-operative exhibit of nine lead- 
ing Columbus lumber dealers in addition to lo- 
cal paint, linoleum and fixture dealers. 

Local lumber firms contributing to the ex- 
hibition of the model homes, constructed under 
the supervision of W. L. Whitacre, of the 
Doddington Co., include, in addition to that 
concern, the Creith-Potter Lumber Co., the 
Grandview Lumber Co., the J. E. McNally Co., 
the E. A. Prentice Co., the Huttig Sash & 
Door Co., the Powell Lumber & Construction 
Co., the Sowers-Benbow Lumber Co., and the 
Throop-Martin Co. 


ing for these repair and reconstruction en- 
deavors are the savings, building and loan 
associations and co-operative banks; the banks 
and finance companies using the FHA moderni- 
zation credit plan; and the _ reconditioning 
division of the Home Owners’ Loan Corpora- 


tion. 
—_—_—_—_—_—_—_—_—_—_—_—— 


Veterans "Build With Bonus’ 


Kansas City, Mo., March 23.—Reports from 
construction leaders in outlying districts indi- 
cate growing volume of inquiry from veterans 
who intend to use their bonuses either to re- 
pair and modernize their homes or to build new 
ones. It was pointed out that many veterans 
will be able to use their bonuses as a down- 
payment, and if steadily employed, can secure 
FHA loans. One leader in eastern Kansas 
stated that the combination of a cash-down pay- 
ment and a long-term financing plan was “a 
natural.” 





IN PLANNING a house have windows, doors, 
and radiators so placed that the normal amount 
and type of furniture can be arranged tastefully 
and easily in the rooms. Watch the location of 
the light plugs so that most modern electric 
equipment can be easily used. 
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Traffic Recovery by Railroads Argues for Contin- 
| uance of 72-Cent Rate 


Western Roads Gratified With 
72-Cent Rate's Results 


Tacoma, WaSH., March 21.—Western trunk 
railroads expect a 20 to 25 percent increase 
in rail lumber shipments to eastern markets 
from West Coast mills during ensuing months, 
according to Charles L. Donnelly, president of 
the Northern Pacific Railway, who was a visi- 
tor here this week. He said this would be 
above the normal seasonal movement. The rail 
chief radiated optimism and declared that de- 
mand for West Coast lumber has shown an 
upward trend commensurate with other com- 
modities. He said western rail carriers are 
now pushing efforts with western mill operators 
for continuance of the 72 cent shipping rate into 
Eastern Trunkline territory. “The rate has 
been most gratifying to western trunk lines, 
and we would like to see it maintained,” he 
said. “At present, it is only on a trial basis, 
and is due to expire on June 30—consequently 
we are making every effort to put the rate on a 
permanent basis.” 

From here, the railroad executive and his 
party of seven other Northern Pacific officials 
went to Longview, where they conferred with 
officials of the Weyerhaeuser and Long-Bell 
companies, and to Grays Harbor, where they 
met with leading lumber operators. 


Railroads Recover Traffic by 
72-Cent Rate 


SEATTLE, WaSH., March 21.—Eastern rail- 
ways have recovered a large volume of West 
Coast lumber movement from water transporta- 
tion since the carriers published, on Aug. 24, 
1935, a reduced rate of 72 cents a hundred 
pounds on lumber shipped from the Pacific 
Coast to Official Classification Territory, ac- 
cording to a study issued by the West Coast 
Lumbermen’s Association. Official Territory is 
the area east of the IIlinois-Indiana State line 
and north of the Ohio and Potomac rivers. The 
72-cent rate was established by the carriers as 
an experiment, to determine how effective a rate 
reduction would be in diverting back to the rail- 
roads lumber movement lost to ocean trans- 
portation upon completion of the Panama 
Canal. 

Figures compiled by the association from rec- 
ords of 100 mills, representing 60 percent of 
the industry’s productive capacity, indicate an 
increase to Official Territory for the period of 
September, 1935, to January, 1936, inclusive, 
compared with same months of 1934-35, of 2,123 
cars, or 171 percent. Due to heavier loading 
per car, tonnage increased 200 percent. By 
comparison, rail movement to all territory other 
than Official increased 58 percent. Atlantic 
Coast cargo movement increased only 56 per- 
cent during the comparable period. 

Records of 113 mills representing 62 percent 
of the production show that the average load- 
ing per car moving into Official Territory in- 
creased from 49,481 pounds to 59,083 pounds. 
In the last four months of 1934, movement of 
928 cars of lumber from 113 West Coast mills 
to Official Territory earned for the railroads 
$390,307.62; in the comparable period of 1935, 
movement of 2,381 cars, at $425.18 per car, re- 
turned to the carriers $1,012,353.58. 


Changing Methods to Suit Rails 


This large recovery of traffic has been ex- 
perienced in spite of the fact that various tem- 
porary unfavorable conditions have prevented 
full use of the 72-cent rate in the few months 
it has been effective, the association said. The 
rate caught the West Coast industry with in- 
adequate stocks of seasoned lumber for rail 


shipment, due to labor difficulties and depres- 
sion curtailments of production. The tempo- 
rary nature of the rate also prevented many 
companies from expanding merchandising facili- 
ties to meet needs of eastern rail deliveries, 
and the industry, geared to move its products 
in a green state for cargo movement, lacked dry 
kiln facilities necessary for an over-night in- 
crease in production of dry lumber for rail 
movement. 

To a substantial extent, the association 
pointed out, the changes and developments in 
operating and selling methods necessary to 
make the 72-cent rate more effective are now 
under way. Testimonials from many. operators, 
pertaining to enlargement of facilities for sea- 
soning lumber and extension of sales represen- 
tation, give sound reason for believing, the as- 
sociation said, that reasonable time will bring 
these important factors fully into favorable ac- 
tion, depending upon the continuance of the 
rate. 


The industry -believes that the recovery of 
traffic made to date justifies the extension of 
the 72-cent rate beyond June 30. This ques- 
iton will be determined early in April in Wash- 
ington by executive traffic officers of eastern 
lines. 


1C C Rules on Official Rates 


Wasuincrton, D. C., March 23.—The Inter- 
state Commerce Commission in its investigation, 
in I & S docket No. 4035, into lumber rates be- 
tween points in Official Territory, has the fol- 
lowing to say in the syllabus of its opinion: 
“Proposal of carriers to cancel commodity rates 
on lumber, and in lieu thereof apply sixth class 
rates on lumber within Official Territory, found 
not justified. Reasonable rates prescribed, Pro- 
posed lumber list found reasonable, but the omis- 
sion of walnut and cherry lumber therefrom 
found unreasonable and unduly prejudicial. In- 
clusion of such articles found reasonable.” 
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The Jackson Lumber 

Co., of Jackson, Miss., 

operates a big down- 
town yard 








The department hears appreciative 
financing—private as contrasted with governmental loans 


words of the private 


—furnished by various roofing companies. Every dealer no 
doubt knows about this machinery. It operates roughly 
according to the standards and methods of the FHA, 
requiring usually that some 25 percent of the loan shall be 
spent for the materials made and distributed by the concern 
procuring the loan. The business of getting it has been 
simplified, and the money comes through quickly if the loan 
is approved. 

H. S. Prosser, of the Citizens Lumber Co., McComb, 
Miss., told us he liked this type of financing, that he had 
used it extensively and found it an excellent aid to business. 
He admitted it would be more fun to furnish more new 
buildings, for new construction calls for more materials; 
but he is not minded to despise the day of small things. 
Until new building starts in volume, something he hopes will 
be happening this year, he’d much rather sell a flock of 
repair jobs than to wait around in the hope that bigger 
sales would come along. Anyway, repairs that make for 
better appearance help to get the public building minded. 
A storm last year did damage to houses; and as a result 
local dealers have sold about forty cars of roofing. That helps 
explain the popularity of roofing manufacturers’ loans. 


A Lumber Town of Wealth 


McComb is an old lumber manufacturing town, and the 
industry created much diffused wealth that has been im- 
portant to the city, which has some attractive residence 
sections. Sawmiulling isn’t what it was, and McComb now 
divides up, in a business way, among industry, motor car 
sales and services, and farming. Mr. Prosser remarked that 
it's hard to know what to do with the little mills that 
always show up in an old timber country. Most of these 
“coffee mill” outfits are operated on a part-time basis and 
aim at little more than day’s wages, with little thought 
for efficient utilization of stumpage and no thought at all 
for the general welfare of the retailing industry. “They 
sell lumber practically for nothing, after common-labor 
wages are paid,” Mr. Prosser said, “and that policy does 
no good to them or to the communities where they operate. 
3ut I can’t think of any way to stop them or to bring 
them into line with sound merchandising. We have to do 
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what we can; try to feature a better quality of stock than 
they are equipped to put out.” 

George C. Hamilton, of the McComb Lumber & Coal Co., 
is not quite so patient with repair jobs. They’re all right, 
he says, as far as they go; but they don’t go far enough 
to support a fully-equipped yard on a continuing basis. 

The city of Jackson, capital of the State, was making a 
big, and according to all accounts a successful effort to 
apply Title Il of the NHA. If we are not mistaken, this 
journal has carried some special news of the city’s promo- 
tion of new construction under Federal loans. Things were 
moving so rapidly that many things may have occurred 
between the time of our visit and the publishing of these 
lines; but it was an interesting story to us, dealing with 
vigorous merchandising methods under local and national 
conditions as they were. 


Federal Loans and Salesmanship 


Under guidance of C. D. Hayes, of the Eagle Lumber 
& Supply Co., this department visited several jobs that 
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Office of the McComb Lumber & Coal Co., at McComb, Miss. 


were being financed by Federal money. The two first titles 
of the NHA are being worked simultaneously; and the 
publicity created by actual functioning of each was helping 
the other along. Thomas I. Via, of the Planters Lumber 
Co., told us about others. The fact which impressed us 
chiefly in the unusual amount of building under Title II 
was that all these houses came into practical being as the 
result of energetic and intelligent salesmanship and mer- 
chandising effort on the part of Jackson dealers. We have 
no way of knowing; but we imagine that in some towns 
where dealers have complained that bankers were mulish 
and customers afraid and stubborn, there had not been a 
thoroughgoing attempt on the part of dealers to set such 
financing in motion. They expected it to be more or less 
automatic. The Federal Government wanted houses started. 
It had fixed up the machinery. All right, let’s watch the wheels 
turn. They didn’t, so the machine presumably was no good. 

Every person who has studied the set-up knows that a 





This sign on the shed of the Planters Lumber Co., Jackson, Miss., 
says “Everything From Foundation to Chimney Top." This large 
concern makes a feature of its paint department 
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Where FHA Is Burgeoning 


Importance of Roofing Company Loans-- 

Objections to Dealer Sleuthing -- Promo- 

tion Work in Popularizing Federal Loans 
-- Some Famous Dealers 


young couple, in the mood to build, aren’t going to under- 
stand the book of instructions well enough to meet the 
requirements without help. They think, and with some 
reason, that their big job is to earn the money to meet 
the payments; so some person with a collateral interest in 
getting the house built must take them through the prelim- 
inary pattern of getting the loan. The Jackson dealers 
thought this was their part of the job. All of them to 
whom we talked gave much credit to W. P. Bridges, for- 
mer State administrator of FHA, not only for knowing his 
job but also for using a large amount of intelligence in 
fitting the machinery to local needs. 


Understanding New Loan Machinery 


H. O. Parker, of the Eagle Lumber & Supply Co., said 
the preliminary work was heavy. Dealers had to contact 
loaning agencies. Getting the lenders to understand the 
machinery was but part of the business, for quite uncon- 
sciously these men of money continued to apply old loaning 
standards to this new type of project. Maybe we lumber- 





Roofing and Masonry Displays of White's Lumber Yard 


men had something to do with creating those old standards 
and inhibitions. In the old days, the average house was 
started with inadequate plans and material lists, and these 
things were expanded as the job went along. The result 
was that the average house cost more than the preliminary 
estimate. So the lender learned that it was the part of 
caution to keep his first-mortgage loan as low as he could. 
This made him pretty safe, for the extra cost would have 
to go into a second mortgage held by someone else. This 
second mortgage usually carried a higher rate of interest 





This warehouse is part of the big plant 
operated by White's Lumber Yard, at 
Jackson, Miss. The warehouse can be 
glimpsed behind the office shown in pic- 
ture above. To the right of the office 
building in top picture can be seen part 
of the roofing display of which "close-up" 
appears in the center of this page 
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Office of White's Lumber Yard, Jackson, Miss. 





and various charges and commissions commensurate with 
the greater risk. Under the new plan, there is to be no 
second mortgage. Plans, specifications and contract prices 
are to be complete, so that the owner and the Government 
can know exactly what the house will be and what it will 
cost. That’s a necessary part of the new technique. But 
the lenders at first were determined to keep their loans 
low. Ask for $6,000, and be offered $4,200 and so on. This 
wouldn’t work. If it’s all to be in one loan, the loan must 
be large enough to do the job; else the job isn’t done. 

Most, if not all the Jackson dealers have their own drafts- 
men and prepare the plans called for by the FHA. Mr. 
Parker, of the Eagle company, said it was his practice, 
after he had gotten the ideas and desires of the prospect 
and had appraised the latter’s credit, to make preliminary 
sketches. From these sketches he got the necessary con- 
tractor bids. If plan and price suited, he then had the 
contract drawn and signed and the completed plans made. 
Then plans and contract were presented to the FHA. He 
stated that, in addition to the jobs already under way, 
there were a great many prospects in the course of reaching 
the closing point. As he stated it, the campaign was 
“coming to a boil.” 


A Widely-Known Retailer 


The Eagle Lumber & Supply Co. operates five or six 
yards in the South. It is, unofficially of course, a sort of 
auxiliary corporation of the Green Bay Lumber Co., of 
Iowa, since the Finkbines and their associates are large 
stockholders. Edwin J. Frum, the general manager of the 
Eagle, is a former Iowa man and holds a large place in the 
lumber retailing of the State. Mr. Frum made a suggestion 
quite a while ago, in a letter written to Wiley A. Blair of 
the HOLC, Jackson, that probably had a large part in 
bringing Title I into being. You may remember having 
read about it in the AMERICAN LUMBERMAN at the time. 

The Planters Lumber Co., where we talked with Thomas 
I. Via, the salesman in charge of Title II jobs, is a large 
concern that was busy with new construction as well as the 
general run of repairs. This company makes a feature of 
its paint department. With the careful salesmanship 
needed to get either title of the NHA to functioning, it is 











24 AMERICAN LUMBERMAN 


no great additional effort to sell the needed paint. And 
paint always is needed, whether the job is repair or new 
work. Mr. Via gave us much of the information mentioned 
earlier in this article about the need for careful and in- 
tensive educational work both with money lenders and 
with prospects. 


"Never Lost Faith in the Country" 


Our good friend Edw. O’Brien, Sr., of the Jackson Lum- 
ber Co., operates a big downtown yard; located but a block 
or so from the Edwards Hotel. He has been conducting 
this yard with noted success for many years. He tells us 
that Jackson never has had a building boom in the housing 
field. A few men got rather large ideas before the 1929 
slide, and presented the community with a number of sky- 
scrapers. In fact the Jackson skyline is most impressive. 
Some of these buildings had their troubles; but Jackson 
played its home-building cards with notable conservatism. 
As a result the community has escaped much of the harrow- 
ing experience of houses in distress that has come to other 
cities, and at present it is definitely in need of more dwell- 
ings. This is borne out by the fact that not only are there 
houses being built with Federal money, but there are many 
more being built with private loans or with the owner’s 
own cash. It was pleasant to hear this serene veteran, after 
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mentioning over some of the difficulties of the times, add 
that he has never lost confidence in the United States and 
its people; that, while some problems seem to be hard, 
there is always someone who knows or can learn how to 
solve them. 

L. C. Gilbert, of White’s Lumber Yard, another well 
known southern dealer operating a big plant, told us much 
the same story about Federal loans that we had heard in 
other offices. If we remember correctly, he stated that at 
the moment none of the new houses he was furnishing was 
being financed under the NHA. That just happened to be 
true; for Mr. Gilbert is quite ready and willing to aid in 
such ventures and probably has handled a number since 
our call. He repeated the statement that the NHA puts 
upon the dealer the burden of carrying the customer 
through the mazes of qualifying and applying for a loan. 
He stated that up to that time he had made no charge to a 
customer for the plans prepared in his office. This is 
something of a burden, under Title II, for it costs $50 or 
$60 to prepare the plans to suit the Government. 

The East Side Lumber Co. is outside the city limits, 
across the Pearl River. J. T. Allen was away. G. C. Wil- 
liams, to whom we talked, said there was a large amount 
of remodeling business, and that he expected the FHA to 
make a big addition to local business during the season. 





Waste and Dirt Benished 
From This Yard 


3IRMINGHAM, ALA., March 23.—The yard of the Grayson 
Lumber Co., owned by C. H. Grayson, out on Thirty-ninth 
Street, is believed to be the most modern one in the South. 
Anyway, it is advertised that way in the signs, in the directories, 
and in the newspapers, and so far as this reporter can discover, 
the claim is a just one. The yard with its fine, blue-painted 
buildings, makes a splendid appearance. 

Mr. Grayson is utilizing the timber that grows here at 
home, within Jefferson County, instead of having lumber 





This hoist, designed and made by the Grayson company, bodily 
lifts loads of lumber and sets them down on a runway fitted with 
rollers 


brought in from outside. That means contracts with a dozen 
sawmills or more to cut the logs and saw out the lumber for 
delivery to the yards of Grayson here in Birmingham. About 
a million feet a month are produced this way. Grayson squares 
the ends, passes it through a dipping vat to prevent blueing; 
and, finally, runs it through the mill for finishing. About sev- 
enty-five percent of the product is shipped into the North, while 
the rest is sold at retail locally. 

At the point where truckloads of lumber from the outside 
mills are brought in for unloading, a device of Grayson’s own 
making lifts loads bodily and sets them down on a runway on 
rollers. Then, as workmen need the lumber for trimming and 
dipping, it is readily at hand. As one load is used up, another 
can be drawn in. And the workmen need not leave their tasks 





Notice the different kinds of roofing shown on roof of the Grayson 
lumber shed 


for a moment to help any hauler arriving; for the hauler, 
unaided, applies the chain-hoist to the load, pulls a lever, and 
automatic machinery does the rest. With the old way of un- 
loading, a truck might have to wait an hour, says Mr. Grayson. 
But now it can be away again within a few minutes after arrival. 

After the lumber is squared on the ends, it passes along, 
and board by board it is passed down into the chemical solution 
by a big wooden roller, and as promptly released on the other 
side for the continuance of the run along the carrier system. 
Lumber, having passed through this treatment—every retailer 
may not realize—retains its natural color. Otherwise blueing 
would result before it could reach its destination. 

There is no waste around the Grayson yard. The shavings 
and scraps that might otherwise be lost become the source of 
the power used all over the place; and for the light and other 
things electrical. For the refuse feeds the fires that make the 
steam that keeps the monster generator going to supply electric- 
ity all over the yards. Not even is the exhaust steam wasted, 
for it passes along to do service in the dry kiln. It keeps the 
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The new Grayson mill where sorting, planing etc., is done. The 
dry kilns are beyond 
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drives this heat through all the piles. 


Mr. Grayson was brought up in the lumber business. 
years he was entirely in the manufacturing end. Then about 
eleven years ago he decided to enter the retailing field, and set 
up his yard. Since then he conceived the idea of getting local 
sawmills to deliver locally sawed lumber on contract, and he 
Indirectly, it might be 
said, the Grayson Lumber Co. employs 150 men out in the mills 


says that the plan has been a success. 
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pipes within plenty hot, and a Moore cross-circulation system 


the Grayson yards. 
For 


Smoking is out. 
numerous. 
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and the timber. In direct émployment are about seventy-five in 


On every hand one sees evidences of the precautions taken 
for safety. Signs warn against stopping in gateways or alleys. 
Fire alarm boxes and fire extinguishers are 
Everything is kept orderly and clean. The offices 
of the Grayson company are wonderfully light and pleasant. 
Here, also, no waste matter is allowed to accumulate. Useless 
papers go immediately into the discard. 


It's Fun--and Brings In Business! 


Seemingly the appetite of the public for puz- 
zles and contests is never satisfied. The Whit- 
ing-Mead Co., a large lumber concern of San 
Diego, Calif., recently capitalized on that fact 
in an interesting way by means of an original 
home-planning puzzle contest. More than 3,000 
of the puzzles were put out. A good percent- 
age of them were completed and turned in. A 
total of 20 were practical for actual use. 

Originated by Hugh Greer, a Whiting-Mead 
employee, the puzzle is known as the “Plan-O- 
Gram.” While designed mainly to stimulate 
interest in new home building the puzzle also 
produced contacts which have resulted in con- 


To get direct contact with contestants they 
were required to call at the company stores for 
the puzzles, and to turn them in there. 

A $10 season ticket to the San Diego Expo- 
sition was offered as first prize. An architect, 
a merchant and a contractor were the judges. 

The puzzles consisted of folders (one of 
which is here reproduced, reduced about one- 
half from size of the original ) on which were 
printed various geometrical designs represent- 
ing rooms of a home, fixtures and furniture. 
Also included was a sample plan of a complete 
house. Each geometrical figure was numbered 
or lettered so that it could be identified by a 


plan designed to his individual needs; paste 
up the plan; cut out the desired furniture, ar- 
range it and paste it in place; mark the loca- 
tion of windows and doors; mark in electric 
lights and outlets with appropriate symbols. 

Entries were judged on convenience of lay- 
out, appearance, practicability and other points. 

Following the contest, personalized letters 
were sent to the entrants, thanking them for 
their interest. The letter expressed the hope 
that each entrant would eventually be able to 
build the home he had planned, and emphasized 
the fact that when that time came, the com- 
pany would be glad to be of service. 
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siderable direct business coming to the firm. 

Because of its unusual nature three local 
newspapers considered the contest of news 
value and announced it with ——_ stories. 
The same papers ran post-contest articles on the 
first-prize winner, illustrating her plan and re- 
producing her photograph. 
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key. For instance, No. 1 rectangle represented 
a 14 by 18 foot living room, and letter A indi- 
cated a twin bed. There were 28 rooms, and 
letters from A through M. 

Here’s what the entrant had to do: Cut out 
the rooms he desired to have in his home; place 
them on a sheet of paper and fit them into a 
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DIRECTIONS 


. Cut out the rooms you desire to have in your 
home. 

. Place the rooms on a sheet of paper and fit 

them into a plan suited to your needs. 

Paste your new made plan on a piece of paper. 

. Cut out the furniture you have or intend to buy. 

. Arrange the furniture as you will want it and 

paste in place. 

. Mark the location of the windows and doors. 

. Indicate electric lights by appropriate symbol. 

. Indicate electric plugs by appropriate symbol. 
KEY TO HOUSE 


One mhw WN 


sinks and cupboards. 
25. Washing machine. 





1, Living room 14x18 ft. 26. Corner cabinet. 

2. Bedroom 12x14 ft. 27, Bath tub 5 ft. long. 

8. Closet 3x4 ft. 28. Kitchen cupboards. 

4. Closet 8x4 ft. 29. Toilet. 

5. Closet 4x4 ft 30. Lavatory 20x24 inches, 
6. Kitchen 8x12 ft. 31. Water heater. 

7. Dining room 10x12 ft, 32. Stall shower $x8 ft. 

. ae a &. KEY TO FURNITURE 
10. Bedroom 12x12 ft A. Twin bed. 

1l. Dinette 8x9 ft. B. Double bed. 

12. Bath 8x9 C. Dressers. 

13. Hall 8%x18 ft. D. Dressing table. 

14, Stairs 3x15 ft B. Chairs—Living room. din- 


ing room, and miscella- 


16. Closet 2x3 ft. neous. 

17. Closet 2x6% ft F. Davenport. 

18. Porch 6x8 G. Piano. 

19. % Bath 5x6 ft. H. Dining room table. 
20. jaunty tray 20x44 inches. I. Table and chairs. 
21. eplace. ) . Library table. 

2. Stov (kitchen range). 

33. H i Table or floor lamps, 


erator. 
24, Sinks — two 16x20 inch 
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Runs Bonus Ad Campaign 


OsukosH, Wis., March 23.—In re- 
sponse to an inquiry by the AMERICAN 
LUMBERMAN as to what his company was 
doing to promote interest among the vet- 
erans in the proposition of using their 
bonus money to modernize and improve 
their homes, or to make down-payments 
on new homes, L. H. Ross, general man- 
ager of the Fuller Goodman Co., with 
headquarters here, showed samples of 
four striking newspaper advertisements, 
carrying this appeal, which have appeared 
in newspapers published at various points 
where the company has yards. These ad- 
vertisements all were based upon, or in- 
spired by, advertising copy and sugges- 
tions that have appeared in recent issues 
of the AMERICAN LUMBERMAN. Thus 


this big lineyard concern joins with the 
many others that are proclaiming to the 
veterans of their communities the wisdom 
of “Building With the Bonus.” 


Firm Celebrates Its Eleventh 
Anniversary 
The George C. Wright Lumber Co., 


at Altus, Okla., recently marked its 
eleventh anniversary by holding open 
house, attended by over 300 persons. 
Souvenirs were given to all visitors reg- 
istering, and enough wallpaper to cover 
one room was bestowed as grand prize. 
The event was further marked by an an- 
niversary sale, which continued through- 
out the week, with prizes awarded each 
day and a special prize on Saturday night. 





of the wire fence is played u 
to “drive-ins” and to people 
dual presentation. 





SHOW and TELL is the way to SELL—wire fence, or most anything. 
The illustration shows an effective fence display of Reliable Lumber Co., 
Rosemead, Calif., which SHOWS the goods, and TELLS the price. Placed 
conspicuously by the entrance gate, the display is seen by all who enter 
the yard, and has helped to increase fence sales. The wood frame holds 
six sizes, each in a separate compartment; these being separated by a 





strip at the bottom and another nailed to the slanting braces that run 
down each side of the display frame. 

has been important in making sales both 
riving by, whose attention is caught by the 
The frame is used for display purposes only; the 
selling stock being carried inside the yard, under cover. 


= 


The manner in which the price 


In addition to 








this display, yardmen are reminded to suggest fence to farmers driving 
in for other purposes. The section where the yard is located is an 
important chicken-raising area, and a good business in chicken fence 
has been built up. The yard also finds it profitable to display and sug- 
gest various types of poultry feeders. 








Bonus for Buying Home 


“You fought to save the homes of 
America,” begins a letter sent by the 
Lexington (Mass.) Lumber Co., over the 
signature of W. L. Smith, president, to 
veterans of that community; proceeding 
to point out that, “There can be no bet- 
ter investment of bonus funds than in im- 
proving or building a home.” 

This well known lumber concern offers 
a financing plan making it possible to own 
and pay for a home with the same month- 
ly amount as would be paid out for rent; 
payments also can be arranged for mod- 
ernizing, building a garage, etc. A news- 
paper advertisement explains how, under 
the FHA plan, veterans or others can 
own a five-room house, insulated and air- 
conditioned, with garage and oil heat, for 
as little as $40 a month. 


— OOO 
Retailers ‘Rub Elbows" at 
Banquet-meeting 
Loneview, WaAsuH., March 21.— 


Twenty-six retail lumber dealers from 
Vancouver, Camas, Longview and Kelso 
gathered at the Hotel Monticello here 
Tuesday evening for a get-together ban- 
quet and informal discussion of trade 
questions. The delegation included 14 
dealers from Clark county, headed by 
George Muirhead. H. J. Hoff, of Long- 
view, presided at the dinner. Honor 
guests included J. D. Tennant, vice pres- 
ident and general manager of the Long- 
Bell Lumber Co.’s Pacific Coast opera- 
tions, and W. C. Bell, managing director 
of the Western Retail Lumbermen’s As- 
sociation. The gathering was the first of 
its kind to be held here this year, and is 
the forerunner of a number of similar 
affairs planned for the future. 


Firm Is Old in Service But 
Young in Enterprise 


Dating its organization back to 1837, 
the Edwin Taylor Lumber Co., of Hart- 
ford, Conn., has the proud record of prac- 
tically 100 years of continuous service in 
the lumber industry. That record gives 
it the right to speak for lumber, which it 
does in no uncertain terms in an attractive 
advertisement which the concern ran re- 
cently in the Hartford Courant, and which 
is reproduced on next page—considerably 
reduced in size, the original advertise- 
ment measuring two columns wide by 
seven inches deep. 

Back of this advertisement is an inter- 
esting little story. It appears that J. H. 
Morgan, secretary of the Edwin Taylor 
Lumber Co., in attendance at the recent 
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annual convention of the Northeastern 
Retail Lumbermen’s Association listened 
to an address wherein the speaker lam- 
basted the lumbermen for “living on their 
past record,” and for being “asleep at the 
switch” as regards active efforts to pro- 
mote the use of their commodities. Mr. 
Morgan turned this subject over in his 
mind, and the more he reflected the more 
determined he became to do something 
about it; which, by the way, is not at all a 
bad effect for a convention speech to have. 
Even an irritant that gets under the skin 
a little is better than a salve that merely 
soothes. So when he got home he con- 
ferred with his associates and it was de- 
cided to launch a series of newspaper 
advertisements to make the Hartford pub- 
lic “lumber-minded.” The result is evi- 
dent in the accompanying reproduction of 
the first advertisement of the series. 

It will be noted that this concern is lo- 
cated on Charter Oak Avenue—which, by 
the way, is an excellent address for a 
pioneer American lumber firm; not only 
because it smacks of wood, but because of 
its historical connotation. Every school- 
boy remembers the story of the famous 
Charter Oak, in Hartford, where in a 





THE EDWIN TAYLOR LUMBER COMPANY IS IN 
ITS 99TH CONSECUTIVE YEAR OF LUMBER 
SERVICE IN GREATER HARTFORD 


CITIES ARE BUILT 
OF LUMBER! 


—and why not? 
® 











What can offer greater 
economy or better work- 
ability than lumber? What 
can surpass the smooth 
glowing finishes on fine 
wood? 


® 
Lumber built the homes of 
the first settlers and will 
build the homes of our 
great grandchildren. 

6 


Science may imitate many 
things but it can never re- 
place man's best building 
friend—LUMBER. 





® 
Bring your lumber prob- 
lems to us! 


Established 1837 


THE EDWIN TAYLOR 
LUMBER COMPANY 


Charter Oak Ave., Sheldon and Taylor. Sts. Hartford 
2-6184 











time of crisis the imperiled charter of the 
Colony was hidden for safety. The tree, 
if memory serves, was blown down many 
years ago. 

And, by way of further footnote— 
this fine concern has been a subscriber to 
the AMERICAN LUMBERMAN for the last 
thirty-six years—an old and tried friend 
indeed ! 

SS 
_ IF you HAVE an open double door lead- 
ing to the dining room, try bookcases on 
either side, running from floor to ceiling. 
They add interest to an otherwise nega- 
tive space and give depth to the doorway, 
adding the illusion of deep walls. 


AMERICAN LUMBERMAN 


Find Plumbing and Heating 
Goods Satisfactory Sidelines 


A story which appeared on page 33 
of the Jan. 18 issue of the AMERICAN 
LUMBERMAN told something of the up to 
date yard of Booth & Thomas, lumber 
dealers at Springfield, Ill., recently visited 
by a representative of this journal, but 
because of lack of space it omitted to 
describe in detail the firm’s plumbing 
and heating department. While this con- 
cern does not retail plumbing, heating 
and air conditioning equipment, it is a dis- 
tributor of such goods, and maintains a 





An attractive showing 
of bath-room fittings 
in display room of 
Booth & Thomas, 
Springfield, Ill. 





comprehensive display where contractors 
in these lines may bring prospective cus- 
tomers, to select the kind and style of 
equipment they desire to have installed. 

The accompanying illustration shows a 
very beautiful bath-room installation, lo- 
cated along a side-wall, and just inside the 
display window. Samples of other allied 
lines are similarly grouped elsewhere, the 
entire array permitting contractors and 
customers to make their selections with 
greatest ease and convenience. 

Mr. Booth said that the arrangement 
of acting as distributors of these items 
fitted in very well with the business of 
selling lumber and building materials, 
especially as the contractors in each group 
are able to pass along tips to the others 
regarding any contemplated work. 





Retailer "Hooks Up" FHA 
Loans to Business Bulge 


Nortu Littite Rock, Ark., March 23. 
—Through a recent connection with a 
strong financial institution, the Planters 
Lumber Co. of this city is able to finance 
any lean approved by the Federal Hous- 
ing Administration, according to R. J. 
(“Rufe”) Williams, president of the com- 
pany. The arrangement made for handling 
these loans “is the best yet devised,” Mr. 
Williams said, “as it eliminates needless 
delay and red tape.” 

As a result of making it easier for men 
of small income to build a home and pay 
for it on convenient monthly terms, the 
business of the lumber company has gone 
far ahead of previous spring periods, Mr. 
Williams said. With the return of ex- 
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tensive building operations, he thinks 
effects will be felt quickly in other lines of 
business. 





Why Dealer's Advertising 
Brings Returns 


A gratifying number of coupons filled 
out by prospective home builders or re- 
modelers are being received by the North 
Denver Lumber Co., Denver, Colo., as 
the result of a timely ad appearing in a 
mid-March daily paper. From these re- 
turns a very nice prospect list is being 
built up that will lead to future business, 


4 


in the opinion of Charles Ringsted, head 
of the company. Mr. Ringsted is a firm 
believer in the use of advertising space, 
especially in the early spring when build- 
ing and repairs are most likely to be con- 
sidered. People are interested in good 
homes, he says. Those that have them 
only need be reminded that they are 
probably in need of repair work, remodel- 
ing and the like, but it takes advertising 
to serve as the reminder. 

Mr. Ringsted says that the building 
material merchant should give thought to 
his advertising. It should be well planned 
and carried out on a schedule—not a hit- 
or-miss proposition. People are in better 
condition today to listen to the lumber 
dealer than they have been for a number 
of years, and the building material man 
that takes heed of that fact will reap in- 
creased business during the coming spring 
and summer months. 

Some pointers given out by Mr. Ring- 
sted in regard to advertising are: (1) 
Make your copy cheerful, bright, newsy. 
(2) It is a good plan to use the same 
amount of space each time, in the same 
position in the paper if possible. (3) Be 
brief; deal in facts. (4) Stick to your 
style and adopt one that stands out. 
(5) Don’t overstate values. (6) Learn 
how to describe what can be done with 
lumber and other building materials. 
(7) Do a better advertising job than 
your competitor. (9) Budget your ad- 
vertising. 

“There is no doubt,” said Mr. Ring- 
sted, “but that people will have more 
money to spend during the coming 
months of this year than they have had 
for some little time back. It is also true 
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that many different lines of business, 
aware of that fact, will put in their bid 
for the money. Therefore, if the lumber 
dealer wants his share he will have to 
put forth merchandising effort.” 

The advertisement referred to in which 
the coupon was used—is typical of this 
kind of effective publicity. The picture 
of an attractive home, and plans of its 
two floors, carry the headline in large 
type: “You can own this home at $40.50 
a month!” “Less than cost to rent” is 
the heading of a paragraph which reads: 

To an American family, nothing means quite 
so much as to be able to say, “This is our home 
—we own it!” Never before has it been as easy 
to build and own a home as now. If you have 
ground or collateral to establish a 25 percent 
equity you can be living in a home like this in 
ninety days—at a monthly cost of $40.50—with 
a clear title in fifteen years. 
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Though this particular ad stresses the 
new home, the present low costs of 
modernizing are also pointed out: 

Loans for modernizing homes were never 
offered at as low rates as now. You can pay 
for modernizing in easy monthly installments. 
We invite you to visit our display rooms and 
talk over any improvements you are consider- 
ing. You will find this a reliable place to buy 
building materials. 


Over the coupon in the corner are the 
words: 

Let us give you more information about build- 
ing costs. We will never call on you without 
your permission, and an appointment. 

That last phrase, in italics, may have 
had much to do with the unusual number 
of returns, but the entire ad is well de- 
signed to receive the attention of those 
who are really in earnest about having 
some building work done. 


Attractive Price Sign Board Is Feature 
of Retailer's Office 


“That price sign board you are ad- 
miring,” said Waite W. Embree of the 
E. E. Embree Lumber Co., DeKalb, 
Ill., to a representative of the AMERI- 
CAN LUMBERMAN, “is one of the results 
of that scale platform being out in 





play space. Before we did that we 
decided to improve the interior, and 
that is where the price board comes 
in.” 

The new interior is finished in Ma- 
sonite Presdwood wainscoting and 





Interior of attractive and well equipped office of E. E. Embree Lumber Co., DeKalb, Il. 
Note the price board on wall—fully described in accompanying story 


front of the office. That probably 
doesn’t make sense, but here is the 
connection : 

“My father has for years let the 
farmers come in and weigh their loads 
on the way to market. Recently, many 
big overland trucks have been coming 
along to get weighed, and it got to be 
such a bother that we raised the fee 
we were charging them. They kept 
coming, however, and we finally de- 
cided to move the scale platform 
around to the yard. When we got to 
planning that we saw possibilities for 
improving our office by putting in a 
modern front with better window dis- 


Celotex walls and ceiling. A new 
lighting system and new furniture 
lend a bright note to the office, and a 
unit heater supplies the necessary heat 
distribution. Incidentally, that new 
interior obtained for the company the 
material order for similar treatment in 
a church. 

Perhaps the outstanding feature of 
this well-dressed office is an attractive 
price board, placed so that it cannot 
escape attention. The base of the 
board is a piece of %4-inch plywood, 
five feet wide and four feet high. To 
this are glued and nailed 36 strips of 
1%-inch Zimmerman molding. The 
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assembly is held to the wall by six 
screws driven through to the studding. 
The board is finished with ordinary 
green shingle stain, giving it a color 
that harmonizes very well with the 
natural Celotex. 

Strips of orange-hued cardboard 
1%-inch high and about 11% inches 
wide are used as dividers, on which 
material classifications are printed in 
letters one-inch high. The items and 
their prices are printed on white cards 
of the same size. All lettering is in 
black; done by hand with individual 
rubber letter stamps. The board will 
accommodate five vertical rows of 
price cards, or a total of 180 items, any 
one of which can be changed with very 
little effort, and without disturbing 
any of the others. 

Mr. Embree said, “We have always 
used the price board idea, but before 
we contrived this one we had a black- 
board which didn’t look very good, be- 
cause it was too big and not too neat. 
No, we haven’t tried to sell them, but 
we got an order for one just the same. 
Like to see it?” 

With that a call was made at the 
headquarters of the DeKalb County 
Agricultural Association where the 
price board, purchased by C. L. Gunn, 
manager, is being installed. It is made 
of 24 rows of 1%-inch Zimmerman 
molding, with a 2-inch strip at the top, 
is 56 inches wide and 48 inches high, 
and finished with varnish over the 
natural wood. It is being used to 
quote farm produce prices, and hangs 
in plain view in the main lobby. 





Company Opens New Yard 


Jonessoro, Arxk., March 23.—The 
Barton-Mansfield Lumber Co., which has 
its headquarters here and operates some 
twenty-five other stores in the State, has 
recently opened a yard at Earl, Ark., un- 
der name Earl Lumber Co. I. D. James, 
formerly of Harrisburg, has been named 
manager of the yard. 





Stages Paint Demonstration 


Ext Dorapo, Ark., March 23.—The El 
Dorado Lumber Co. held open house 
March 17 and 18, when special repre- 
sentatives of the Sherwin-Williams Co. 
gave an interesting paint demonstration. 
The Parent-Teacher association of the 
local schools co-operated in the demon- 
stration, each member registering for the 
event receiving five cents for the treasury 
of her organization. 





Dip you EVER stop to think, asks the 
Idea Circulator of the Mountain States 
Lumber Dealers’ Association, that in the 
matter of securing prospects we have a 
distinct advantage over merchants in many 
other lines? A clothier or shoeman can- 
not tell by meeting people whether or not 
they need his merchandise, but an un- 
painted house, a poor roof or a dilapidated 
porch speak for themselves. 
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Crown Point, INp., March 23.—C. D. 
Root, owner of a retail lumber yard in 
this busy little northern Indiana town, 
proudly escorted a representative of the 
AMERICAN LUMBERMAN to the _ high 
school grounds a couple of weeks ago to 
see the beautiful new band building for 
which his firm has supplied all of the 
maferials. The structure, which is shown 
in accompanying pictures, was receiving 
the final interior touches at the time, and 
was to be put in use soon. It is built 


entirely of wood, and cost approximately 
$7,500. 

This band house is regarded as a model 
for other Indiana high schools to pat- 
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Model Band Room At- 


tracts Praise 


This glistening struc- 
ture built entirely of 
wood will be one of 
the main centers 
of entertainment in 
Crown Point, Ind. 





tern after. There have been ten delega- 
tions of band authorities here to inspect 
the building, and study its construction. 
The publication of a national band organ- 
ization has prepared an article about the 
local band’s new home, and has praised 
its construction. Knotty white pine was 
used inside as wainscoting, and its at- 
tractiveness is seen 
in one of the photo- 
graphs with this 
story. Perfect acous- 
tics was obtained 
with a type of wall- 
board that was ap- 
plied in odd-size 
blocks to the ceiling 
and sidewalls. Maple 
flooring was 





Knotty white pine was 
used effectively as 
wainscoting in the 
above airy room 
where concerts by the 
band will be given 





laid in the main room, with its large bay 
windows, and gives beauty and utility to 


the space. This room will be used for 
concerts, high school dances and other 
social affairs. There are several smaller 
rooms in the structure which will serve 
as practice quarters, for hanging uni- 
forms, and for keeping instruments. 

Mr. Root and his son, who is a junior 
partner in the company, were also sup- 
plying five carloads of tile that were be- 
ing used to construct a school house at 
Palmer, Ind., at the time of the writer’s 
call. The order amounted to $24,000. 
Materials were likewise leaving the Root 
yard for an addition which was being 
made to the Methodist church. 

One of the finest moulding rooms ever 
seen is one of the concern’s principal 
units at the yard. It measures 30 by 36 
feet on the ground, and has a clearance 
of 22 feet inside. All of the moulding 
stands on end, and is well arranged. The 
room is light, dust and damp proof, as 
is the space where hardwood flooring is 
kept. The firm recently took on a com- 
plete line of the paint goods of a nationally 
known manufacturer. 


Spring is Fixing-up Time For the Home 


When with the coming of warm 
weather, the fire in the furnace or stove 
has been allowed to go out for a few 
months, the time is ripe for lumber dealers 
who handle wallpaper, paint, varnish and 
allied merchandise to get busy. It is 
“clean up, brighten up, paint up” time 
for property owners, and the retailer who 
makes early contacts will be the one most 
likely to make later sales of the articles 
needed for spring rejuvenation. 

The spring of 1936 should be a partic- 
ularly good season for merchandising 
wallpaper, for manufacturers have pro- 
duced most attractive patterns, and new 
ideas in color combinations. There are 
suitable coverings for the walls in every 
type of home, with a wide price-range 
offered the buying public. It has gotten 
so that wallpaper styles change every year, 
the same as with automobiles, refriger- 
ators, radios, and other lines. This fact 
gives dealers selling wallpapers a new 
wedge for sales, since house owners used 
to redecorate only when the paper cracked 
loose or became so discolored that it was 


necessary to replace it. But there is a 
new accent on living now, and it includes 
making the interior of one’s home as 
pleasant a place as possible in which to 
live. Since the walls and ceiling are five- 
sixths of a room, they dominate the whole 
appearance. This simple fact is an inside 
track to sales for lumber dealers who 
merchandise wallpaper. 

The person who redecorates his walls, 
whether he does it with paper or paint, is 
also in the market for varnish or enamel 
to refinish the woodwork. An aggressive 
building material dealer can casually point 
out the advisability of finishing the job of 
redecorating by wielding the paint brush, 
and in most cases should have little 
trouble in making another sale. He can 
likewise suggest that the lawn furniture 
would look fresh for the new season if 
retouched. Wooden porches and steps 
may not have been painted for a couple 
of seasons, and therefore are in need of 
covering for the preservation of the lum- 
ber. The frames around windows and 
their sash can well stand a coat of paint 


after the agencies of winter weather have 
warred on the wood. 

A retail lumber dealer must not forget, 
for the sake of possible sales, that a lot of 
people in his community may be in the 
market for new floors in some of the 
rooms in their homes. With the return 
of better times, the sale of hardwood 
flooring is increasing. Many people, who 
during the past few years have desired to 
lay new floors are financially able to make 
the improvement this spring. Dealers who 
own floor-sanding machines should be 
sure that they are in good working condi- 
tion for the busy season of spring house 
cleaning. 

The possibility of selling a sizable bill 
of lumber for flooring attics is not over- 
looked by the alert retailer. After such a 
job is done, the subject of finishing the 
waste space under the roof into a spare 
bedroom, children’s playroom, or recrea- 
tion quarters can well be broached. Any 
of the numerous wallboards on the mar- 
ket may be used over the rafters, and the 
peak of the roof can be smoothed out by 
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dropping the ceiling and bridging the 
space with similar wallboard. Many home 
owners do not realize the possibilities of 
an attic as livable quarters until they are 
pointed out. A lumberman can do this 
well, and at the same time pave the way 
to a potential order for goods. 

Along with other fixing-up, window 
screens and screen doors may well be sug- 
gested to home-owners as possibly need- 
ing repairs. It is best to condition them 
before the fly season begins. Sets of 
combination storm-and-screen windows 
and similar doors offer a good market and 
solve the protection problem for all time. 

Many housewives will appreciate a 
lumber dealer’s sales effort to convince 
husbands of the need for additional cup- 
board space in the kitchen. Since a 
woman spends the major part of her day 
in the kitchen, it is only fair that her 
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working arrangement should be as handy 
as it is possible to make it. Cramped 
space for dishes, pans, staple foodstuffs, 
and the other numerous items needed to 
run a household is irritating, and the de- 
ficiency can easily be remedied with built- 
in units. Such improvements in her 
workshop will brighten many hours every 
day for women who do all their own 
work. 





Dealer Runs Effective Bonus 
"Ad" 


An attractive illustrated advertisement 
inserted in its local newspaper by the 
Gordon Lumber & Supply Co., Kenosha, 
Wis., is addressed to the veterans, and 
urges them to invest their bonus money 
in a start towards home ownership, or in 
modernizing their present residences. The 
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advertisement, like many others that deal- 
ers all over the country have been run- 
ning during the last few weeks, is based 
upon our “Build With the Bonus” appeal, 
which originally appeared on front cover 
of the AMERICAN LUMBERMAN of Feb. 1. 
The Gordon advertisement incorporates 
the main points of that message, and adds 
a brief explanation of how the Federal 
government will help in financing build- 
ing loans, through the Federal-insured 
mortgage plan. 

“Make the Home of Your Dreams a 
Reality,” is the opening plea, and the 
advertisement proceeds to tell how this 
can be done. Altogether, this is a very 
effective piece of copy; and as liberal 
space is used—14 inches deep and three 
columns wide—it makes an impressive 
showing. 





Jottings from Jacksonville 


JACKSONVILLE, Fia., March 23.—G. R. Olli- 
phant, of the Enterprise Lumber Co., which has 
offices in Jacksonville and other cities, has 
just returned from a trip to Cuba, where he 
found business improving although not yet up 
to expectations. Lumber prices in Cuba are 
lower than in the United States, as a result of 
cut-prices, reported Mr. Olliphant, who stated 
there has been considerable dumping going on 
there. There is some building going on and 
considerable repair work. 

W. W. Simmons, who formerly was with the 
Florida-Louisiana Red Cypress Co., Jackson- 
ville, is now sales manager of the Cummer 
Cypress Co. in the same city. His many friends 
wish him good luck in his new position. 

Alvin Huss of the Huss Lumber Co., of 
Chicago, was a recent visitor in Jacksonville, 
Fla. 

B. E. Kile, of Providence, R. I., stopped at 
Jacksonville recently while en route back to 
the North after an enjoyable trip through the 
Southeast. 


. 
Hardwood Flooring Market Is 
. > 
Climbing Upward 

Col. C. B. Cunningham, Chicago lumber bro- 
ker, reports that the oak flooring market has 
advanced 20 to 30 percent within the past 
thirty days and that maple flooring, within the 
past ten days, was up 5 to 10 percent. 

“The hardwood flooring market is in the 
strongest position it has enjoyed for seven 
years,” said Col. Cunningham. “The staple 
item of oak flooring used in the middle West 
is 143x2% clear plain red oak. The 1929 peak 
price on this item was $75 per thousand feet, 
wholesale carlots, delivered Chicago. Dur- 
ing the fall of 1932 it reached a twenty-year 
low of $38. Since early February, the price 
has advanced from $48, and today quotations 
range from $60 to $68 per thousand, F. O. B. 
ears Chicago. 

“Maple flooring items advanced $2 to $5 
last week. On 33/32x2% first grade maple, 
which has experienced keen demand in gov- 
ernment building the past year, the advance 
was $5 per thousand. Several maple flooring 
manufacturers are turning down orders on 
this item and many of them are withdraw- 
ing quotations for future shipment. The 
maple flooring market is exceedingly firm 
and no concessions below straight list prices 
are being reported. 

“The basic reasons for the advances,” said 
Col. Cunningham, “are all economic. There 
is an acute shortage of the flooring grades 
in rough oak and maple lumber and com- 
bined with the shortage are heavy advances 
in lumber prices. The manufacturers are 
facing the fact that dry stocks of rough lum- 
ber are the smallest in seven years with 
little available at any price. In the North, 
some flooring plants have only 25 percent of 
the lumber they need to fill ordere already 





booked. Manufacturers expect still further 
increased manufacturing and overhead costs 
through new taxation. 

“Summarizing,” concluded the lumberman, 
“the mills have heavy order files and face an 
acute shortage of raw material. Indications 
are that 1936 will be the best sales year since 
1929. The mad scramble among the flooring 





A GOOD SAWYER WILL 
ALWAYS OBSERVE 
THESE RULES 


1. For your own protection use the 
guard supplied. 


2. Use rip saw for ripping only, never 
for cross-cutting. 

3. Surplus stock on the saw table 
should be disposed of immediately. 


4. Make use of push stick when rip- 
ping narrow pieces, 

5. Stay at the machine until it comes 
to a full stop. 


6. Be sure saw is stopped before oil- 
ing, cleaning or adjusting. 

7. When sawing—SAW. When talk- 
ing—TALK. They don’t mix. 

8.. Use a stick or adjustable spreader 


to keep small pieces away from the saw 
—NEVER use your hands. 


_9. When ripping always stand out of 
line with the stock being cut to avoid 
injury from a “kick-back.” 

10. When adjusting machine for rip- 
ping, one-eighth inch projection of teeth 
above stock is sufficient. 


—Courtesy Lumbermen’s Mutual Casualty 
Co., Chicago, 





mills to obtain lumber will undoubtedly raise 
lumber prices. Conditions are such today 
that within the very near future, we expect 
a much firmer tone in the oak flooring 
market and price advances in both oak and 
maple flooring.” 





Lumberman Gives Church Talk 


Mempuis, TENN., March 23.—More than 100 
officers and employees of the E. L. Bruce Co. 
and Bruce Terminix Co. were guests of the 
men’s division of the Character Builder Bible 
Class on Sunday morning, March 15, at which 
time a special talk was made by C. Arthur 
Bruce, vice president of the lumber company. 
This is one of the largest men’s Bible classes 
in the country, and in addition to the Bruce 
employees there were a large number of mem- 
bers present to hear the platform leader, Walter 
Scott, and the special address by Mr. Bruce. 


Health Insurance Proposal 


Interests Lumbermen 


Vancouver, B. C., March 21.—Health in- 
surance has been a much-discussed legislative 
proposal in British Columbia during the past 
few weeks, and large numbers of city indus- 
trialists have formed delegations waiting on 
the Provincial Government with a view to se- 
curing postponement of enactment until the 
fall. The lumber industry was recently repre- 
sented by a delegation which included A. R. 
McFarlane, Eburne Sawmills (Ltd.) ; F. Rob- 
son, Timberland Lumber Co.; J. P. McConville, 
Associated Timber Exporters; Peter McCarter, 
McCarter Shingle Co.; T. A. Lamb, Lamb Lum- 
ber Co.; George Kidd, Huntting-Merritt Lum- 
ber Co. (Ltd.) ; Earl McNair, McNair Shingle 
= sem. and W. Lambert, Mohawk Lum- 
er Co. 


Idaho Mill Resumes 


SPOKANE, WASH., March 23.—The mill of the 
Potlatch Forests (Inc.), at Potlatch, Idaho, re- 
sumed operations March 9 after having been 
shut down for two months. During the shut- 
down period, extensive repairs were made. It 
is reported that present plans of operation are 
based on a 1936 production quota of sixty mil- 
lion feet of lumber, mostly white pine, operat- 
ing one 8-hour shift a day. There are sufficient 
logs in the mill ponds to feed the saws for sev- 
eral months, or until weather permits the re- 
sumption of logging operations. Snow in the 
Idaho forests remains several feet deep. 








Californians Increase Cut 


Breper, Cautr., March 21.—The Associated 
Lumber & Box Co. of Bieber, cut over 11 
million board feet of lumber in 1935, and _ is 
preparing to increase the output of its Nu- 
bieber plant to 15 million feet for 1936. It 
will install machinery to plane about 6 mil- 
lion feet of that output. Plans call for starting 
sawing by April 15. Logs will be obtained 
from Red River Lumber Co. timber adjacent 
to Big Valley. Other local mills cut a total of 
10 million feet in 1935, bringing the total cut 
for last year to 22 million feet. 


Buys Alabama Mill 


Goopwater, ALaA., March 23.—The R. D. 
Walker Co. of Mobile, with plant in Good- 
water, has sold its Goodwater mills to the 
Pine Plume Lumber Co., of Montgomery. The 
purchaser will take charge soon. The Walker 
Lumber Co. did not sell its stocks. The mill 
has been running overtime. The new owner 
will operate sawmills, and buy the output of 
several smaller mills. 
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ew Jersey Qualifies Its Membership 


4 


ward Midget 


Newark, N. J., March 23—The fifty-second 
annual meeting of the New Jersey Lumbermen’s 
Association ,held on March 19 in the Newark 
Athletic Club, this city, brought out a larger 
attendance of retailers than any previous gath- 
ering in the history of the association; thereby 
contirming the confidence of ofhcials and mem- 
bers that the association is functioning and ex- 
panding on a firmer basis than has existed 
since the inception, and breakup, of the Code. 

A. bP. Holcombe, of Somervilie, N. J., presi- 
dent of the association, presided and brietly ad- 
dressed the assembly, reporting progress of the 
organization and an encouraging outlook. 

decretary G. E. DeNike presented his annual 
report, which showed that, whereas at last an- 
nal meeting the association had 107 members 
in good standing, the total has been increased 
to 152. The financial situation, although not 
yet entirely cleared, has improved. 

Under the new policy developed some months 
ago, membership in the futurg will be by invita- 
tion only, “We are striving for an association 
of outstanding membership, looking for quality 
rather than quantity; and also are confining our 
efforts to the fourteen northern counties ot the 
State,” Mr. DeNike announced. : 

Many matters of importance having to do 
with the welfare of retailers were discussed at 
the morning session; while the afternoon meet- 
ing, open to all members of the industry, was 
featured by several important addresses by rep- 
resentatives of the salesmen and the whole- 
salers’ organizations. James A. Carr, president 
of the ALAMS—the salesmen’s organization in 
this territory—spoke on the co-operation that 
is being manifested by both retailers and the 
salesmen. 

Otis N. Shepard of New York, president of 
the National-American Wholesale Lumber As- 
sociation, presented a very interesting paper on 
the present situation of the wholesaler. 

Much interesting information pertaining to 
FHA matters was ably presented by Neil J. 
Convery, an official of that organization, who 
dwelt in particular on the minimum construc- 
tion standards required in this area for build- 
ings financed with FHA insured mortgages. 

Light was shed on the Social Security Act by 
W. S. Landes, president of the Celluloid Cor- 
poration. He gave his audience an entirely new 
viewpoint on this legislation, and aroused much 
interest by outlining the program of taxation 
that will probably ensue if the Act as it now 
stands goes into full effect; in other words, if 
it is not amended or declared to be unconsti- 
tutional. 

Spencer D. Baldwin, of Jersey City, spoke 
on behalf of the National Retail Lumber Deal- 
ers’ Association, and was followed by Harry W. 
Smock, of Asbury Park, who led an interest- 
ing discussion on grade-marking. This resulted 
in the convention voting unanimous approval of 
the grade-marking program which has been 
mapped out in the New Jersey association’s 


area. 
Big-City Distribution Is Topic 


The topic of distribution in metropolitan 
areas was thoroughly gone into in an able ad- 
dress by Andrew H. Dykes, of New York. 
The address was followed by a general discus- 
sion, with wholesalers and manufacturers, as 
well as retailers, participating. 

Mr. Dykes’ address was an analytical and 
closely reasoned presentation of the whole sub- 
ject of distribution and competition in the east- 
ern metropolitan areas. Necessarily too long 
to be printed in full in this report, a few “high- 


Important Questions --on Trend of Retail Distribution To- 


Yard, Working on High Costs, and Control- 
led as Outlet by a Few Large Producers --Asked at Annual 


lights” to indicate the trend of the argument 
are quoted as follows: 


During the past few years we have witnessed 
the rapid development, in metropolitan areas, 
of so-called jobbers, local stocking wholesal- 
ers, split-car wholesalers, dock wholesalers 
and distributing yards, all of whom reason 
that they are entitled to buy at lower prices 
than the lumber dealer; and who, under the 
guise that they sell only to retail lumber 
dealers, are receiving from manufacturers 
price advantages, discounts and differentials 
that are in most cases denied to the lumber 
dealer. 


Cause of New Selling Trend 


Let us establish the primary cause that de- 
veloped this new merchandising trend. In pre- 
depression days, although there were a few 
distributing yards in existence, the sale of 
lumber followed a fairly orderly process, from 





— 





G. E. DeNIKE, 
Newark, N. J.; 
Secretary 


A. H. DYKES, 
New York; 
Asks Questions 


the manufacturer through the office wholesaler 
to the lumber dealer. In those days there was 
great activity in the building field, and the 
lumber dealer carried heavy stocks to provide 
for the existent demand. 

When the crash came, demand contracted 
very rapidly to the point where the lumber 
dealer had stocks on hand far in excess of the 
actual needs of his community. As a conse- 
quence, he followed the natural law of eco- 
nomics, and adjusted his inventory as well as 
possible to the requirements of his community, 
with the result that for a period of time there 
was very little replacement buying. 

The manufacturers, however, and the whole- 
salers were not content to wait until local 
stocks became normal, and entered into a keen 
competitive struggle for markets. The manu- 
facturers were confronted with heavy obliga- 
tions in the form of bonded indebtedness, bank 
obligations and government taxes and, under 
the pressure of these circumstances, making 
necessary the liquidation of capital to take care 
of debts, they threw stocks on the market re- 
gardless of the havoc that was created. As 
the lumber dealer had no need for these stocks 
and could not absorkh them they were dumped 
in metropolitan areas by the wholesaler and 
the manufacturer. 


Mushroom Increase of Yards 


To what extent did this affect the pre-depres- 
sion lumber dealer? In New York City before 
and around 1929 there were 275 lumber yards. 
Today there are over 500 lumber yards, 
although this area has gone through one of 
the worst competitive struggles in its history. 


If this trend continues—and it will if dis- 
criminatory discounts continue—the midget 
yard, so established, will further whittle away 
at the old-line lumber dealer’s business and 
bring about a contraction in the size of lumber 
yards until they retrograde to the point equiva- 


lent to the tobacco store, with one on every 
block. 


After having fully developed his theme, Mr. 
Dykes asked four vital questions, as follows: 

1. Are the lumber dealers going to sit idly 
by and watch the process of retrogression in 
the lumber industry, and see themselves rele- 
gated to insignificance? 

2. Are the manufacturers going to sit idly 
by and watch their markets become monopo- 
listic through control, as a result of buying ad- 
vantages being placed in the hands of rela- 
tively a few? 

3. Are the smaller manufacturers, particu- 
larly, going to submit to extinction because 
they can not participate in a market because 
of the contraction of the lumber dealer and 
the concentration of all stocks in the hands of 
a few outlets with preferential sources? 

4. Is the industry, as a whole, going to permit 
this added burden of distribution cost being 
loaded upon its shoulders, with its resultant 
inefficiency and low standards, seriously affect- 
ing its ability to meet competitive products? 

“You have to battle for your rights,” said 
Mr. Dykes in closing; “the rights of freedom 
of enterprise. You deny to no one the rights 
that you yourself ask. Those are the rights 
to buy quantity for quantity on an even basis 
with your competition and on an even basis 
with this competitive system that has been built 
up with discriminatory discounts and buying 


advantages that is rapidly throttling the life 
out of you.” 


Election of Trustees 
The following were elected as trustees for 
three-year period: 
William J. Case, Flemington; Charles C. Iliff, 
Newton; A. P. Holcombe, Somerville; Charles 


E. Loizeaux, Plainfield; N. C. Sehmidt, Spring- 


field; B, T. Smith, Elizabeth; James J. Wilson, 
Trenton. 


In addition to the above, Martin M. VanNess, 
Little Falls, was elected trustee for one year 
to succeed Spencer D. Baldwin (resigned) ; and 
Paul W. Cadwalader, Pennington, N. J., was 
elected for one year to fill out the unexpired 
term of Harry W. Smock. 

An advisory board also was provided for, 
membership consisting of past presidents, as 
follows: 

Spencer D. Baldwin, Jersey City; Morton T. 
Brewster, Ridgefield Park; George H. Conover, 


Keyport; Harry W. Smock, Ashbury Park, and 
H. Edward Wolff, Elizabeth. 


Officers All Re-elected 


At a meeting of the board of trustees, all 
officers of the association were re-elected, as 
follows: 

President—A. P. Holcombe, Somerville. 

Vice president—G. B. Roesler. 

Treasurer—S, F. Bailey, Newark. 

Secretary—G. E. DeNike, Newark. 


The Annual Banquet 


In the evening the annual banquet was held. 
This was a stag affair, and the attendance filled 
Duffield Hall at the Newark Athletic Club. 
The only speaker was James H. Kimball, re- 
tail lumberman of Hingham, Mass., who spoke 
interestingly on “The Etiquette of the Lumber 
Yard,” which address has been heard with 
favor at a number of other dealers’ conventions 
this past season. 
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March 


Huron, S. D., 
annual convention of the South Dakota Retail 


23.—The nineteenth 
Lumbermen’s Association was held in the 
Marvin Hughitt Hotel, here, on March 11-12. 
Registration figures showed 314 dealers and 
114 salesmen in attendance. In his address 
President K. J. Benz stressed the need for 
greater co-operation during the period of im- 
proved business that seems assured during 1936. 
He called attention to the fact that the distri- 
bution of the bonus to the war veterans could 
be readily tied in with the advantages of the 
FHA, and a good share of this money used 
for home building. He also expressed approval 
of the district and county organization set up 
in South Dakota last year as a means for pro- 
viding the needed closer co-operation among 
dealers. 

Floyd Lavelle, of Fargo, secretary of the 
North Dakota Retail Lumbermen’s Association, 
extended greetings from his organization and 
stated that a survey taken last fall among the 
veterans indicated that they intended spending 
on home building $2,000,000 of the $11,000,000 
bonus money coming into South Dakota next 
July. He urged lumbermen to make every ef- 
fort to secure this business. 

W. C. Welsh, of Pierre, State director of 
taxation, explained the new tax laws, including 
the sales tax, net income tax and chain-store 
tax. His talk was followed by a general dis- 
cussion of tax problems. 


What Price Success?—Is Topic 


Ormie C. Lance, of Minneapolis, secretary 
of the Northwestern Lumbermen’s Association, 
spoke on “The Price of Success.” He said that 
conditions facing the industry today are very 
different from those of the “Gay Nineties.” 
Automobiles and trucks have made it possible 
for the consumer to draw on a greater radius for 
his sources of supply, while the radio has ex- 
panded the sellers’ market from the local com- 
munity to one-half the United States. An 
increasingly large percentage of farms are now 
owned by large corporations which operate them 
under “remote control.” Pre-fabricated build- 
ings are entering the field. All these factors 
render the methods of doing business which 
proved successful in the past now wholly inade- 
quate. Increased taxes are resulting, and will 
continue to result, in higher costs; while com- 
petition from the “cash and carry” and “bath- 
tub” yards makes the securing of adequate profits 
a greater problem. Mr. Lance stated that while 
more advanced methods of merchandising are 
necessary in order to meet changed conditions 
the industry is fortunate in its organization 
into associations that are helping constantly to 
evolve methods of meeting modern problems. 
and said that through unity in the support of 
those associations lies the road to future suc- 
‘cess in the lumber business. 

Wednesday evening a banquet was served, 
with the lumbermen as guests of the Tri-State 
Association of Building Material and Coal 
Salesmen. Over 300 dealers and salesmen were 
present at the banquet and at the dance which 
followed. 
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Thursday morning was given over to the ex- 
hibitors. Approximately thirty exhibits were on 
display, covering many of the materials mer- 
chandised through the lumber dealers. 

The afternoon program was opened by C. C. 
Wagner, Sioux Falls, of the Federal Housing 
Administration, who outlined the activities of 
that office, and expressed the belief that in- 
creased use of this means of financing would 
be a big factor in bringing the country out of 
the existing economic status. 


Consumers’ Co-operatives Are Denounced 


J. V. Dobson, of the J. F. Anderson Lumber 
@o., Minneapolis, next addressed the conven- 
tion on the consumer co-operative movement. 
Mr. Dobson expressed the opinion that this 
movement is a menace, not only to the lumber 
industry, but to all business, because directed 
against the basic economic principle of profit 
on investment. 

Charles Keys, secretary of the National Paint 
Salesmen’s Association, of Cincinnati, Ohio, 
next spoke on “A Real Opportunity”—the mer- 
chandising of paint through the retail lumber 
yard. He particularly stressed quality paint, 
and quality merchandise of all kinds, stating 
that the consuming public realizes today as 
never before the advantage of buying goods 
of high grade. 

R. B. Bellis, of the 
Weyerhaeuser Sales Co., 
St. Paul, talked on “In- 
dustry Co - operation.’’ 
He stated that the best 
solution is in closer co- 
operation between the 
legitimate manufacturer 
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and the legitimate re- 
tailer, and expressed the 
belief that only through 
such close co-operation 
could those problems be 
solved and the industry 
maintained on a satis- 
factory plane. 

Ormie C. Lance then conducted an open dis- 
cussion on “What the Lumber and Building Ma- 
terial Industry Needs Most, and How to Get 
It.” This forum was participated in by A. E. 
Munck, of Pierre, J. W. Horner, of Sioux 
Falls, Max F. Nobis, of Mitchell, L. D. Roberts, 
of Rapid City, A. B. Doolittle, of Garretson, 
I. B. Johnson, of Brookings, L. H. Blagen, of 
Madison, and B. F. Patton, of Huron; and 
brought out many interesting and practical 


ideas. 
Summary of Resolutions 
Resolutions were adopted extending the 
thanks of the association to the Tri-State 


salesmen for the entertainment features pro- 
vided; protesting against the Government’s ex- 
periment in low-cost housing; recommending 
legislation and regulations that will place com- 
mercial’ trucking on the same basis as other 
forms of transportation; commending the Fed- 
eral Housing Act and asking that Title 1 be 


LUMBERMAN 


SOUTH DAKOTANS LIKE 
COUNTY ORGANIZATION 


Want Title One Extended But Government Low- 
Cost Home Building Abandoned; Truck Regulation; 
Adequate Support for Forest Products Research 
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extended; recommending provision of Federal 
funds for adequate research in utilization of for- 
est products, commensurate with that of other 
publicly supported forest activities; approving 
the district and county organizations, and rec- 
ommending that similar organizations be set 
up for the coal industry. 


The New Slate of Officers 


The following officers were elected: 

President—K. J. Benz, Loonan Lumber Co., 
Sioux Falls. 

Vice President—A. E. 
Schaaf Lumber Co., Pierre. 

Secretary-Treasurer—H. C. Kehm, Meinzer 
& Kehm Co., Harrisburg. 

Directors—Carl Root, Madison Farmers 
Elevator Co., Madison; Ted Weiss, Weiss 
Hardware & Lumber Co., Pukwana. 


Munck, Merrill- 


Immediately following adjournment the direc- 
tors met and named Sioux Falls as place for 
the 1937 convention, and set the dates for March 
10-11, 1937. : 

Thursday evening, as final feature of the pro- 
gram, the lumbermen were entertained by the 
Tri-State Association of Building Material & 
Coal Salesmen at a “Night in Monte Carlo,” 
where, with “stage” money the lumbermen and 
salesmen patronized the various games in an 
effort to amass paper profits. 





Relation of Pine Log Diameter 
to Lumber Grades 


New Orteans, LA., March 23.—In a recent 
issue of Southern Forestry Notes, the Southern 
Forestry Experiment Station here reports the 
results of a comparison as to grades produced 
from large-diameter and small-diameter logs, as 
follows: 

One southern lumber company recently 
completed a check of the grades of lumber 
sawn and the lumber production per day 
when sawing pine logs of less than 12 inches 
diameter inside bark, and when sawing logs 
larger than this diameter. The study covered 
a day’s run each for the two log sizes. The 
essential results are shown in the following 
table: 

Production in Board Feet——— 


B&B Grade Lower Grades Total 
Logs less than 12” d.i.b. 

4,500 6% 70,500 94% 75,000 
Logs more than 12” d.i.b. 

16,200 27% 43,800 73% 60,000 


The reduction in output when cutting large 
logs was due to the fact that the band saws 
cut more of the high grades from the large 
logs before turning them over to the gang 
saw, whereas with small logs there was little 
or no high-grade lumber to be cut. These 
figures are exactly in line with what was 
found in a selective-logging study on an ad- 
joining area, and are further proof that it is 
unprofitable to. cut small-sized logs for lum- 
ber, particularly where there is a market for 
pulpwood. In the case of this particular 
company, the small-sized logs converted into 
pulpwood would have netted the company 4 
profit of at least $1 per thousand feet. 
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Florida Dealers Endorse Grade Marking 


FHA Commended and Extension of Title | Urged But Low-Cost Federal Housing 
Opposed --- Believe Increase in Southeast Freight Rates Would Swell Number of 
“Shirt-tail” Yards --- Encouragement of Consumer Co-operatives Is Disapproved 


OrLanpo, FLa., March 23.—President Robert 
S. Bechtelheimer called the sixteenth annual 
convention of the Florida Lumber & Millwork 
Association to order at 10 a. m., March 10. 
Prayer was offered by Dean M. E. Johnson, of 
St. Luke’s Episcopal Church. Welcome was 
extended by Mayor V. W. Estes, with response 
by Past President W. E. Tylander, who re- 
called the formation of the association in 
Orlando sixteen years ago by Joe McCormick, 
J. P. Williams, himself and eight others. The 
charter provides that while the semi-annual 
meetings may go to other places, the annual 
convention is always at Orlando. 


National Body Is Commended 


Past President and National Director Spen- 
cer Lainhart commended the National associa- 
tion for excellent service to all dealers and 
the public, and urged cordial and full backing 
of the officers and present programs. 

Frank Richardson and Hervey W. Laird 
were announced by the chair as a_ publicity 
committee. 

Highlights of the recent Southern States’ 
convention, held at Birmingham, were presented 
by Secretary Claude E. Flambeau. 

Treasurer Ben Wand reported income for the 
year $2,387.84, disbursements $3,711.59, balance 
in bank, including savings account, $3,294.84. 
Operating in connection with the Florida Build- 
ing Material Institute, a budget of only $1,600 
was set up for 1936-37, much of the routine 
expenses being absorbed by the Institute 
organization. 

Directors in a meeting held the night before 
the session agreed, and so reported, to investi- 
gate a plan for a mutual insurance association 
among dealers to provide fire and casualty 
coverage. The reported experience was that 
the Wisconsin Mutual had saved members 


much money through such a plan of self- 
coverage. 

H. H. Brenner, Davenport, reviewed the 
heavy bonded debt situation of counties and 


municipalities. He could see excessive taxes, 
foreclosures, and other troubles if payment by 
agreements within ability to carry out is not 
provided for on an acceptable basis. 


State Housing Administrator 


Dr. Fons Hathaway, Federal Housing Ad- 
ministrator for Florida, reviewed the results 
of the movement in the State, and marveled at 
the improvements in every section. Twelve 
thousand Title I loans have been approved. 
Many Title II loans for new houses have 
been approved. Sawmills are busy. The in- 
spiration of these improvements has caused 
vast numbers of- others to repair or build on 
private funds. 

Marcy Mason, of Jacksonville, said dealers 
should, where possible, promote the complete 
project up to cost of, say $5,000 to $6,000. His 
firm follows this practice where there is no 
architect, and advances money where loan is 
approved. “We do not give much time to 
highly competitive jobs, or get much business 


from contractors who stress price,” he said in 
substance. 
Al Combs, of St. Augustine, speaking on 


“Creating Sales,” urged profits, service to cus- 
tomers, and full protection to buyers in quality 
and advice. E. J. Maugans, on same subject, 
emphasized the value of making every prospect 
and customer feel that he or she is sincerely 
appreciated. 

In an address on “Why It Pays to Co-oper- 
ate With Your Competitor,” J. P. Williams, 
secretary of the Georgia Building Material In- 


stitute, was practical, and received close atten- 
tion. “Competitors are your partners’ in 
business. Who is better able to help in the 
struggle to survive than your partner in busi- 
ness’? he urged. Real competitors are other 
lines getting the trade that dealers should have. 
Hundreds of radio programs seek to divert the 
spender’s dollar; but no real effort by the 
building industry. Even the Government is 
working to get dollars away from dealers. 
Competitors seek to take the profit out of our 
business, a glaring example being the consumer 
co-operatives. Atlantic City real estate dealers 
tried to eliminate the lumber dealer, asserting 
that he rendered no essential service. Con- 
tending that if dealers are as good merchants as 
other business leaders they have failed to show 


it, Mr. Williams urged study, courage and 
resourcefulness. 
Banker and FHA Loans 
H. P. Langford, vice president and trust 


officer of the First National Bank of Orlando, 
said mortgage forms used by FHA were a 
great improvement over old forms. His bank’s 














R. S. BECHTEL- 
HEIMER, 


Dade City; 
Re-elected President 


SPENCER LAINHART, 
West Palm Beach; 


Retiring 
National Director 


big interest is in Title II. Loans made had 
been entirely satisfactory. No failure on pay- 
ments. Total loans now in excess of $150,000. 
Bank expects to extend them where possible. 

The Johns-Manville picture of roofing sales- 
manship was shown just before luncheon, and 
the Red Cedar Shingle Bureau production 
picture, “Home of the Wooden Soldiers,” in the 
afternoon. F. L. Hackett, of the Bureau, was 
in charge of the latter. 


Results of Election 
The following official staff was re-elected: 


President—Robert S. Bechtelheimer, Dade 
City. 


Vice president—Alston Shaaf, Miami. 
Treasurer—Ben Wand, Jacksonville. 
National director—Ray Spaulding, DeLand. 


Associate directors—Dave Long, Gaines- 
ville; Harold Foley, Foley. 

District directors—George Philp, Panama 
City; Dwight Marshall, Apalachicola; 
Eugene H. Pichard, Tallahassee; Lester 
Foley, Jacksonville; Cecil Willis, Daytona 
Beach; Paul Osteen, Fort Pierce; Spencer 


Lainhart, West Palm Beach; Tom Maxey, 
Miami;.V. G. Widerguist, Fort Myers; W. G. 


Shepard, Sarasota; H. H, Brenner, Daven- 
port; Asher Culp, Tampa; Walter Gregory, 
St. Petersburg; E. J. Maugans, Leesburg; 
Ray Spaulding, DeLand. 

In a separate meeting the directors elected 
Claude E. Flambeau secretary. 


Resolutions Are Adopted 


Resolutions were adopted opposing allowance 
to retailers of wholesalers’ discounts; approving 
principle and practice of grade-marking of lum- 
ber, including commendation of the Southern 
Pine Association’s attitude on the question; 
urging that the United States Government re- 
tire from, and refrain from entering or occupy- 
ing, the housing field; endorsing the position of 
the National Retail Lumber Dealers’ Associa- 
tion on the foregoing subject; approving the 
100 percent dealer-distribution program of the 
Red Cedar Shingle Bureau; opposing proposed 
plans to increase freight rates by railroads of 
the southeast, either directly or through re- 
visions to that end. 

With regard to the last resolution, contention 
of the committee was that such action would 
force traffic to trucks on highways now badly 
overcrowded with this type of heavy haulage. 

Speaking on the resolution, Ben Wand, a 
member of the committee, argued that the 
trucks would not only be a serious menace to 
life and limb on the roads, but would result 
in establishment of numerous “shirt-tail” yards 
not able to buy in carlots. 

Another resolution commended the program 
and work of the Federal Housing Adminis- 
tration, and urged extension of Title I for at 
least two more years. Senators and Congress- 
men are to be wired by the association to 
support such extension. 

Still another resolution disapproved _con- 
sumer co-operatives, and criticized certain 
church organizations for favoring such groups. 

The resolutions’ committee was made up of 
Former President W. E. Tylander, Fort Pierce, 
chairman; Ben Wand, Jacksonville; E. J. 
Maugans, Leesburg. 


Convention Notes 


“We be buddies,” remarked Orlando Mayor 
Estes to President Bechtelheimer, who is Dade 
City mayor, “shake.” President Bob is also a 
prominent Kiwanian. 


Only two living past presidents. were absent, 
Guy Stoms, of Miami, and Earl Harper, of 
Plant City. Of the ten who have served in 
the sixteen years all are living except R.- P. 
Paddison, of West Palm Beach. 


D. U. McGinnis, of ‘Lakeland, was puzzled 
when he sold an Auburndale citizen several bills 
of lumber for cash. .Finally he phoned his 
neighbor.dealer, ten miles. away, “What’s the 
matter that you don’t sell this fellow”? “Never 
heard of him,” was the reply. 


For the -first time in several years Past 
President Joe McCormick did not have the past 
presidents to breakfast. All agreed that this 
was some more hard luck. 


Baker Arnold, of the Arnold Lumber Co., at 
Groveland, keeps on attending the conventions 
though he is out of the sawmill business and 
drilling for oil near his Groveland home. The 
drillers are down over 3,000 feet and still going. 

“Look what this second term idea is getting 
you,” observed President Bechtelheimer, when 
the vote was taken for officers. “Easy to ex- 
plain,” ventured a member. “We can only 
afford a present to the retiring executive every 
two vears, instead of every year as: in boom 
days.” “That’s our way of. keeping a good 
one,” said a voice in the crowd. . 
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Small Mills Willing to “Play Ball” 
With Big Fellows 


PHILADELPHIA, Miss., March 23.—Unique 
among lumber organizations is the Mississippi 
Lumbermen’s Club, which holds monthly meet- 
ings attended by manufacturers from all parts 
of central Mississippi, and which is doing 
effective work in establishing more friendly re- 
lationships between the manufacturers and a 
better knowledge of market conditions, and yet 
which assesses its members no dues. The only 
expense is that each member who attends the 
monthly dinners pays for his dinner. 

The March meeting of the club was held at 
Philadelphia and, while not as largely attended 
as have been some of the meetings, it was re- 
plete with real interest. B. F. Chilcutt, of the 
D. L. Fair Lumber Co., Louisville, presided, 
with Tom De Weese, of A. De Weese Lumber 
Co., Philadelphia, functioning as secretary. As 
is the case at all these meetings, after the dinner 
the program opened with a round of one-minute 
stories, each one present being called on to 
contribute to this feature of the program. 
These stories are of a nature to put every one 
around the table in a good humor and ready 
to listen to the more serious part of the 
program. 

Guests at this meeting were A. L. Ford, man- 
aging editor of the AMERICAN LUMBERMAN, 
Chicago, and A. G. T. Moore, traffic manager, 
Southern Pine Association, New Orleans, both 
of whom were called on for short talks. Mr. 
Ford gave a picture of conditions as he had 
observed them on a trip through eight States, 
in all of which he found both manufacturers 
and dealers more optimistic than they have been 
for a number of years and with building pro- 
gressing at a remarkable rate. The outlook for 
building and for the lumber business, he 
thought, is better than it has been at any time 
since the boom days of ten years ago. 

Mr. Moore discussed a rather serious traffic 
problem that is facing the southern manufac- 
turers, and urged the members of the club to 
contact the proper authorities with a view to 
protecting the industry from undue advances in 
freight rates. 

Joe Trapp, sales manager, Reynolds Lumber 
Co., Deemer, Miss., led a discussion on “Sales 
Outlook and Prices.” It was his opinion, con- 
curred in by others who participated in the 
discussion, that there is going to be an increas- 
ingly heavy demand with advancing prices. 


Hard Knocks Is Only Lumber University 


Price Paschal, Paschal Lumber Co., Walnut 
Grove, Miss., was asked to talk on “What I 
Learned (and Didn’t Learn) About Lumbering 
at College.” Briefly, Mr. Paschal called atten- 
tion to the fact that while in numerous indus- 
tries there are schools or courses provided for 
the education of men in that particular indus- 
try, there is nothing of the kind being made 
available in the lumber industry. He referred 
to the course in kiln drying that recently was 
advertised in the AMERICAN LUMBERMAN by 
the New York State College of Forestry and 
to other forestry schools, but said so far as 
he had been able to learn, there is no school 
in which a person can learn the lumber business 
except the “university of hard knocks.” 

. M. Griffin, J. M. Griffin Lumber Co., 
Fannin, Miss., discussed “The Big Mill vs. the 
Small Mill.” Having had experience in operat- 
ing both types of mills, Mr. Griffin was particu- 
larly well equipped to discuss this subject. He 
brought out the fact that, heretofore, it has 
been largely the policy of the big mills to sub- 
merge the small mills. The fact is that many 
of the small mills make as good or even 
better lumber than the larger ones, and he 
thought that the small mill was coming to be 
recognized as an important factor, and more 
and more would become the center around 
which the lumber manufacturing industry 
would revolve. 


Small Mills Want to Co-operate 


R. H. Molpus, Henderson-Molpus Co., Phila- 
delphia, was asked to talk on “The Annual 
Meeting of Southern Pine Association,’ and 
open a discussion on what sort of message or 
greeting should go from this group as a unit 
to SPA at its annual convention. Mr. Molpus 
outlined some of the problems of the smaller 
producers and felt that many of them would 
like to be associated with the Southern Pine 
organization; but he thought that this could be 
done only through a reduction of dues. At the 
end of this discussion, it was voted that a 
committee be appointed to draw up a resolution 
to be presented to the Southern Pine Associa- 
tion by Director Paschal at the annual meet- 
ing, urging the association to make it possible 
for the smaller mills to come into the associa- 
tion through the payment of dues of 5 cents a 
thousand. 

Clyde Blankenship, of Blankenship Lumber 
Co., Bay Springs, was asked by the chairman 
to discuss the erudite subject of “How to Keep 
Young Though Fifty.” That Mr. Blankenship’s 
answer to this problem was completely satis- 


Northern Pine 
Bright 


MINNEAPOLIS MinN., March 25.—Members 
of the Northern Pine Association, in the first 
annual meeting since their reorganization fol- 





a 


J. P. HENNESSY, 


Ss. L. COY, 
Cloquet, Minn.; 
Retiring President 


Minneapolis, Minn.; 
Vice President 


lowing the abolition of NRA, elected the 
following officers here today : 

President—J. N. Winton, The Pas Lumber 
Co., to succeed S. L. Coy of the Cloquet 
Weyerhaeuser organization. 

Vice-president—J. P. Hennessy, 
Clarke Co. (Ltd.). 

Secretary—W. A. Ellinger (re-elected). 

Directors—S. L. Coy; J. N. Winton; I. R. 
Bailey, I. R. Bailey Lumber Co., Virginia, 
Minn.; J. P. Hennessy; G. F. McDonald, Inter- 
national Lumber Co., Minneapolis and Inter- 
national Falls, Minn. 


Shevlin 


“In some ways, it was a relief to get out 
from under the code,” President Coy said in 
the president’s annual report, “Now we are 
able to return to our old inspection service, 
which always has been very satisfactory. Also, 
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factory was evidenced by the applause with 
which his remarks were received. 


Following these talks there was a general 
discussion of stocks, which developed the fact 
that there is a remarkable absence of surplus 
items in stock at any of the mills in this 
territory. 

Otis Eaves of J. R. Buckwalter Lumber Co., 
Union, invited the organization to hold its 
April meeting in Union, and after some dis- 
cussion this invitation was unanimously ac- 
cepted. This meeting will be held at Union 
on the second Tuesday in April. 


Among those present at this meeting were 
the following : 


J. E. Welch and J. R. Dunn, Nettleton & 
Welch, Hickory; J. M. Griffin and Lewis Wil- 
son, J. M. Griffin Lumber Co., Fanning; J. E. 
Wade and D. H. Stevens, Wade & Stevens, 
Union; Ben. F. Chilcutt and Jack Chilcutt, D. 
L. Fair Lumber Co., Louisville; R. H. Molpus 
and H. B. Turner, Henderson-Molpus Co., 
Philadelphia; V. R. Lackey and C. J. Lackey, 
S. E. Lackey Lumber Co., Forest; Price 
Paschal, Paschal Lumber Co., Walnut Grove; 
A. De Weese, Tom De Weese and Pete De 
Weese, A. De Weese Lumber Co., Philadel- 
phia; G. P. Gammill and Joe Trapp, Reynolds 
Lumber Co., Deemer; A. D. Burdette and Paul 
O’Leary, Burdette Manufacturing Co., Ed- 
wards; Otis Eaves, J. R. Buckwalter Lumber 
Co., Union; C. R. Blankenship, Blankenship 
Lumber Co., Bay Springs; A. G. T. Moore, 
traffic manager, Southern Pine Association, 
New Orleans, and A. L. Ford, managing edi- 
tor AMERICAN LUMBERMAN, Chicago. 


Producers See 
Future 


we have been able to admit to membership 
firms from across the border which formerly 
were members of our organization.” 

_Mr. Coy voiced optimism for the future in 
his statement that “lack of buying has created 
a great need for lumber, particularly for new 
homes. When we survey the future we have 
cause for rejoicing.” 

“Our membership is not large,” he pointed 
out, “but is as large as can be expected at the 
present time, and our organization is proving 
of great mutual benefit.” 

I. N. Tate, of the Weyerhaeuser Sales Co., 
St. Paul, spoke in behalf of the American 
Forest Products Industries, explaining that the 
purpose is research and promotion. He de- 
tailed three major objectives; the first, is to 
develop fire-retardant floor and wall construc- 
tion that will meet the demands of any city 
ordinance. The second is to “give the con- 
sumer more for his dollar.’ The third objec- 
tive, Mr. Tate said, “is educational work to 
help dealers and contractors, and eventually the 
consumer.” Experiments and research, the 
speaker asserted, “eventually will lead to the 
lumber pre-fabricated house, but that is a mat- 
ter of evolution, and an ideal which we have 
not yet attained.” 

He explained that “during the past lean years 
we have done little but watch the building 
codes, but now we are in a position to turn our 
attention to other things.” He said that while 
the former cost of supporting the movement 
was 10 cents a thousand feet production, paid 
by individual operators, this charge has been 
reduced to one cent per thousand to be paid 
by firms, with a view to broadening activities. 
The convention was unanimous in voicing sup- 
port of the movement and the matter was 
turned over to the board of directors, who will 
ascertain the sentiment of those members not 
present at today’s meeting. 

The convention revised its old NRA con- 
stitution to meet present needs, particularly 
as concerned with admission of Canadian firms. 





THERE ARE more than 162,000,000 acres in our 
national forests, and the estimated total forest 
acreage in this country is over 500,000,000 acres. 
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WHEN IT’S 
GOOD PINE 


--ON TIME 


BIRMINGHAM, Ata., March 23.—Early in 
January, the ever-alert secretary-manager, Joe 
Rowell, of the Alabama Retail Lumber Dealers’ 
Institute, conceived the idea of inviting about 
fifty manufacturers of builders’ supplies to join 
in with the retail lumbermen to set up an exhib- 
ition of their wares for the inspection of the 
buying public—using the three days, March 5 
through 7, as the days for the public to look 
over the standard stocks of the several manu- 
facturers. 


The Only Thing Left Out Was Lumber 


The idea proved very popular. Composition 
roofing, paint, sash and door companies took 
space. In looking over the memos turned in, 
Mr. Rowell found, however, that the lumber 
people were not represented—that wood had no 
place on the program. 

One day Joe read one of Paul Bunyan’s 
truthful experiences in days agone, and won- 
dered if Paul would not enjoy a season in the 
Sunny South, so he called on Paul’s local 
representative. The result was that the “Paul 
Bunyan” pine people agreed and a rush letter 
started west to get the needed products of the 
big plant at Westwood, Calif., for exhibit at 
Birmingham. Unexpected difficulties arose. 
One box car that had been loaded with the 
required items, along with some shop lumber, 
had to be set out for repairs. Then the second 
one loaded got into a mix-up in the loading 
shed and started further South. The day for 
the opening was within about ninety-six hours 
when a frantic call from Albert L. Lindsley 
went to “Paul” to do the unusual. 


Unusual Wanted—Call on Paul 


Ever resourceful Paul—who gathered a sec- 
tion of ripe trees each day for so many weeks 
the year the Blue Snow fell in Minnesota, and 
whose prowess as a logger is too well known 
to need any special mention—walked into the 
General Sales Manager, Leo Opsahl’s office 
and reported himself ready to help with the 
Big Alabama exhibit. Paul mentioned that his 
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last trip to Alabama was the year he visited 
New Orleans with a raft of 20,000 logs as 
an exhibit at Mardi Gras in 1885, and had to 
move back through the Mourtftains of Alabama 
to find a solid piece of ground to camp on, and 
that he would like to come out here and help 
move the Sand and Red Mountains out of the 
way of the “Canal” the politicians were 
planning. While pondering on the matter, 
another urgent telegram arrived from Birming- 
ham, and in his usual impulsive manner Paul 
decided to have that exhibit in Birmingham on 
time. Going out into the shipping shed, he 
gathered a full quota of samples and packed 
them into two big bundles. 


On the Spot—On the Dot 


Twelve hours before the opening of the con- 
vention, Paul started a-foot to Birmingham. 
By jumping over Mount Lassen and skipping 
down through southern California and out to 
El Paso, Tex., he made it into New Orleans 
by midnight for his four o’clock coffee. After 
drinking twenty-one gallons of French Market 
Java, he stepped over the Mississippi and out 
for Birmingham. Arriving in town at 6:00 
a. m., he unwrapped his packages and lay down 
to take a short nap. Snorts of such force as 
to rip the tile off the roof of the Tutwiler 
were the only indications that Paul was in 
town. Thirty minutes later he had breakfast 
on six dozen eggs, sixty strips of bacon, twenty 
rolls of rye bread and two bushels of grits, 
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a Service That Has 
Won a Reputation 
for the Unusual 


finishing off his breakfast with sixteen gallons 
of coffee. After breakfast, the job of setting 
things in order took another fifteen minutes, 
and Paul announced he would get on his way 
back to Westwood, promising to go by Chicago 
to look in on H. V. Scott, manager of the 
Chicago office. 


Retailers Get Eyeful of Good Pine 


Before stepping over to Nashville on his way 
to Chicago, Paul invited Lonnie Noojin, presi- 
dent of the Alabama Institute, and Joe Rowell, 
its manager, to refer to him the case of any 
retailer, wholesaler or manufacturer who failed 
to join the Institute. Most folks co-operate 
after Paul talks to them. Thus the convention 
enjoyed the exhibit of the Red River Lumber 
Co., through the good work of Paul Bunyan, 
and one of the reasons offered was that this 
exhibit was the only one offered by a manu- 
facturer of lumber and lumber products. This 
was the only manufacturer that dispatched an 
exhibit more than 3,500 miles to make it possi- 
ble for retailers and their friends, manufac- 
turers and their salesmen, jobbers and their 
co-workers, to see what a convention looked 
like with an exhibit of “just lumber.” Paul 
Bunyan thus wins another laurel and proves the 
truth of the old proverb—Where there’s a will, 
there’s a way. 


Cut No Faster Than It Grows 


Retail dealers were loud in their praise and 
approval of lumber exhibits in their conven- 
tions and plan to invite other species. Sugar 
and soft Ponderosa (California white) pine led 
the way. More than 250 “Pig” boards were 
distributed, and hundreds of leaflets describing 
the “wood goods” produced at Westwood, 
where two generations of lumbermen have cut 
two hundred and fifty million feet of lumber 
each year, and where a perpetual supply of the 
finest western pine is assured by the selective 
logging methods used, no tree being cut for 
commercial use until thirty-six inches from the 
ground, it measures 18 inches or more in 
diameter. 





Greater Lumber Consumption 
Predicted 


WasuHincTon, D. C., March 23.—According 
to an analysis of the lumber industry situation 
for the first and second quarters of 1936, made 
by the National Lumber Manufacturers’ Associ- 
ation, the outlook is that the total consumption 
of lumber in the United States for the first half 
of 1936 will be over 20 percent above the con- 
sumption for the first half of last year. 

A considerable decline in softwood lumber 
stocks during the first quarter of the year, and 
prospect of relatively little net increase during 
the second quarter, have resulted in placing the 
lumber industry as a whole in a favorable sta- 
tistical position which, the association advises, 
should be carefully maintained. 

In the part of the apalysis devoted to the 
study of consumption, it is noted that total con- 
struction contracts in January were twice as 
large as those of January a year ago, with Feb- 
ruary standing in about the same position. Build- 
ing construction for the first quarter will prob- 
ably be twice as much as it was in the first 
quarter of 1935. Exports are increasing. Im- 
ports of lumber in January were “surprisingly 
low.” But imports from Canada under the new 
tariff agreement are expected to be heavier in 
the near future. Russian imports in the last 
six months of 1935 were the heaviest of any six- 


months period since 1930. There were no im- 
ports of lumber from Russia in the first half of 
1935, nor were there any in January, 1936. Rail- 
road buying promises to improve. Furniture de- 
mand is steady, and buying by the automobile 
industry is active. 

On the basis of shipments during the first 
nine weeks of 1936, shipments of softwood lum- 
ber for the first quarter will be about 21 percent 
larger than they were a year ago, and those for 
the second quarter will be larger, in about the 
same proportion, than in the second quarter of 
1935. 

The softwood lumber production for 1935 is 
now estimated at 14,570,000,000 feet, and the 
total lumber output at 17,550,000,000, the latter 
figure being 15 percent above 1934. 

Regarding prices, it is noted that the January 
Lumber Index figure of the Bureau of Labor 
Statistics was 82.2 (1926 equal 100) as com- 
pared with 81.5 in December. The outlook, as 
reported by representative associations of lum- 
ber manufacturers, is for maintained or upward 
price trends during the next three months. 





To INSURE maximum salability a newly-built 
house should be such as to appeal to the tastes 
and conveniences of the largest possible number 
of people, because the largest number of people 
with purchasing power make up the largest 
market. 


Forestry Bill in Final Stage 


Wasuincton, D. C., March 24.—The Sen- 
ate today passed the Agricultural Appropria- 
tion Bill, as reported by the Senate appro- 
priations committee and carrying substantial 
additions to the appropriation for the United 
States Forest Products Laboratory, which gets 
$1,000,000, this being the full amount author- 
ized by the McSweeney-McNary Act. 

The Senate committee has been moved to 
make larger appropriations for the Laboratory 
on the theory that research work has the largest 
bearing of all forestry appropriation items upon 
the recovery of forest products industries, and 
on their ability to increase their production 
and employments. 

Other increases of great importance to the 
lumber industry are: 

Co-operative forest fire protection under the 
Clarke-McNary Act, increased to $1,731,382. 

Forest survey increased to $250,000. 

Range investigations and reseeding increased 
to $55,000. 

In addition, the Senate approved an expen- 
diture of $10,000,000 for national forest acqui- 
sition, half to be immediatetly available. The 
million dollar item for shelter-belt planting, 
disallowed by the House, was also reinstated. 

This bill still has to run the conference gaunt- 
let and interested support is still needed. 
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Among the Lumbermen’s Clubs 


Discuss Pre-fabrication, Plywood 


Tacoma, Wasu., March 21.—Fifty engineers 
and lumbermen of Tacoma and _ southwest 
Washington, members of the Puget Sound 
section of the Society of American Foresters 
and the Washington Timber Products Coun- 
cil, met at the Tacoma Hotel here last night. 
The meeting was devoted to discussion of fabri- 
cation of lumber products and of the plywood 
industry. G. N. Arneson, research engineer 
for the Wheeler-Osgood Sales Corp., Tacoma, 
spoke on “Developments in Modern Plywood 
Manufacture”; A. H. Onstad, engineer for the 
Weyerhaeuser Timber Co., Tacoma, spoke on 
“Prefabricated Concrete Forms for Coulee Dam 
and New Everett Sea Wall.” 

C. S. McCormick, city of Tacoma building 
inspector, was elected president of the timber 
products council; J. K. Pearce, member of the 
faculty of the college of forestry at the Univer- 
sity of Washington, was chosen vice president, 
and G. N. Arneson, research engineer for the 
Wheeler-Osgood Sales Corp., was named secre- 
tary. 


Memphis Club Adds Members 


MEMPHIS, TENN., March 23.—At the last 
regular meeting of the Lumbermen’s Club of 
Memphis, five new members were elected. D. L. 
Gatewood, American Overseas Forwarding Co., 
Walter J. Wood, E. L. Bruce Co., A. H. 
Becker, Motor Wheel Corp., and Hubert Em- 
mons, Mississippi- Valley Hardwood Co., were 
elected to active membership, and W. L. 
Hunter of C. P. Bodine Lumber Co., Inverness, 
Miss., was elected to associate membership. 
Harry Weiss, president, presided at the meet- 
ing. Plans are now being made for the annual 
golf tournament, which will be held about the 
middle of May. 








Presents Wood Samples to Manual 
Training Schools 


SEATTLE, WASH., March 21.—A varied pro- 
gram, of entertainment interspersed with seri- 
ous matters, was enjoyed by some sixty mem- 
bers of the Seattle Lumbermen’s Club re- 
cently. Of outstanding interest was the gift by 
the club of forty-eight sets of blocks to the 
forty-eight schools of the city having manual 
training departments. Each set consists of 
about fifty samples of woods from all parts of 
the United States. Alvin Schwager, president 
of the club, presented the sets to Worth Mc- 
Clure, superintendent of schools. 

Carl Blackstock invited the club to sponsor 
the 1937 meeting of the Western Retail Lumber 
Dealers’ Association to be held in this city. 
The club agreed to accept this responsibility. 
Other features of an interesting program were 
negro stories told by Jess Kennedy, and fish 
stories by Judge William G. Long. Grover 
Young showed motion pictures of his own, 
taken in the caribou country of Canada. 





Lumber's Reputation Injured by 
Trucked-in Green Stock 


3ALTIMORE, Mp., March 24—While the Hoo- 
Hoo group which existed years ago in Balti- 
more and developed considerable activity, has 
not shown any signs of life for a long time, the 
unit of that fraternity in Washington is proving 
a lusty organization, which not only concerns 
itself with social aims, but also takes into con- 
sideration matters that have to do with the 
business side of the lumber trade. Thus the 
Washington club at its regular session held last 
Wednesday, took up the question of the truck- 
ing of large quantities of green lumber from 
North Carolina and Virginia pine into the 
capital city for house building, which is threat- 
ening to become a cause of serious injury to 
the trade. This green lumber, in a short time 
after being put into construction, begins to 


shrink and warp, with the result that the dwell- 
ings start to develop grave defects and in a 
relatively short time call for extensive repairs. 
The members of the Hoo-Hoo Club, along with 
others engaged in the lumber trade, are con- 
cerned over this situation and have begun to 
cast about for ways and means to stop the 
influx of this unseasoned material, to the end 
that the reputation of the industry for probity 
may not sustain real injury. A plan of how 
this importation of undesirable material may 
be checked is still to be formulated. 





April Fools and Indoor Fishing 
Parties on Club Program 


MINNEAPOLIS, MINN., March 26.—Members 
of the Twin City Hoo-Hoo Club and a number 
of their friends are looking forward with 
pleasurable anticipation to the April Fool party 
which will be given the organization by the 
Weyerhaeuser Sales Co. The fete will be 
staged at the St. Paul Athletic Club, and, as 
the title implies, it will be given the evening of 
April 1. To the affair are invited members of 
the club, any guests they may see fit to invite, 
other Twin City lumbermen and members of 
the Weyerhaeuser organization. The program 
will open with an “All Fool’s Dinner,” to be 
followed with a program of specialties. At the 
last meeting of the club, held in the West 
Hotel, Minneapolis, Ralph King, of the depart- 
ment of agriculture of the University of Minne- 
sota, discussed “Preservation of Wild Life.” 
L. S. Clark, in charge of arrangements for the 
annual indoor fishing party, reported that it will 
be held at the St. Anthony Commercial Club- 
house, Minneapolis, April 23. 
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Elect Officers for 50th Year 


BurFaLo, N. Y., March 23.—At the annual 
election of the Buffalo Lumber Exchange, held 
this month, Shirley G. Taylor, vice president 
of Taylor & Crate, was elected president; Law- 
rence N. Whissel, president of the L. N. Whis- 
sel Lumber Co., vice president, and William L. 
Blakeslee, secretary-treasurer. The following 
directors were chosen: Shirley G. Taylor, 
H. Morton Jones, L. N. Whissel, Robert E. 
Fairchild. Benson H. Briggs, Ralph C. Crow- 
ley, Harry L. Abbott, Morris T. Raymond, 
Oscar L. Miller, John McLeod and John H. 
Wall. The Exchange is now entering upon 
its fiftieth year. It holds weekly luncheon- 
meetings and stands high as an influential busi- 
ness organization. 


University Plans for Use of Gift 
Forest 


BerKELey, CA.LiF., March 21.— Expanded 
utilization of the 2,600-acre Blodgett Forest on 
the west slope of the Sierra for graduate study 
in permanent timbering and other uses is being 
planned by the division of forestry of the Uni- 
versity of California College of Agriculture, 
here. The Blodgett forest, a gift to the Uni- 
versity from the Michigan-California Lumber 
Co., is one of the State’s outstanding forestry 
experimental grounds. Its operation and de- 
velopment are being made to tie in closely with 
private operations along the same lines. 








TREE PLANTING in this country is looking up, 
according to the United States Forest Service. 
In 1935 the Forest Service’s own planting on na- 
tional forest lands was very close to a quarter- 
million acres, more than planted by all agencies 
—Federal, State, and private—in 1934, when 
the total was 206,333 acres. 


Explains New RFC Plan for Financing 


New Construction 


WasHINcTON, D. C., March 23.—In a statement 
addressed to “Members of the Building Indus- 
try,” L. R. Gignilliat, Jr., deputy administrator 
of the Federal Housing Administration, explains 
a new plan under which the RFC Mortgage 
Company will purchase Title II insured mort- 
gages on new construction. 

Since July, the RFC Mortgage Company 
has been purchasing these mortgages from orig- 
inal mortgagees at a discount of one-half of 
one percent and has permitted the bank or 
other financial institution from which the mort- 
gage was purchased to retain one-half of one 
percent service charge. Under the new plan, 
without raising the cost to the mortgagor, the 
mortgagee will be permitted to retain the one- 
half of one percent service charge provided for 
in the mortgage, and in addition the difference 
between the 5 percent interest, which the mort- 
gagee must carry, and 4% percent interest, 
which the RFC Mortgage Company requires 
under its purchase agreement. 

This arrangement, says Mr. Gignilliat, is ex- 
pected to make many millions of new capital 
available for residential building and should 
have a most important effect in stimulating the 
activity of the construction industry. 

“I would greatly appreciate,” he adds, “any 
co-operation you could give us in bringing this 
plan to the attention of the banks and other 
financial institutions in your community, and 
to members of your local building industry.” 

Following is a more detailed explanation of 
procedure relating to the RFC Mortgage Com- 

any : 

The RFC Mortgage Company, at any of its 32 
branches, will purchase mortgages insured by 
the Federal Housing Administration under the 
following general terms: 


1. Insured mortgages must be on proper- 


ties constructed on or after April 1, 1935. 


2. Insured mortgages must carry 5 per- 
cent interest. 


3. Insured mortgages will only be pur- 
chased from the original mortgagee. 


4. Insured mortgages must be serviced by 
the original mortgagee. 


5. Prior to Feb. 15, the mortgagee was 
only permitted to retain the service charge 
of only % of 1 percent. Original mortgagee 
may now retain the % of 1 percent service 
charge provided for in the mortgage, and 
in view of the fact that the RFC Mortgage 
Company requires only 4% percent of the 
5 percent interest, which the mortgagee must 
earry, the differential of % of 1 percent ac- 
crues to the mortgagee in addition to the 
% of 1 percent service charge. 

6. Insured mortgages under this plan will 
be purchased by the RFC Mortgage Company 
for the unpaid principal amount less % of 
1 percent discount, plus accrued interest. 


_- Commitments to purchase insured 
mortgages in advance of construction will be 
issued by the RFC Mortgage Company to 
approved mortgagees provided the % of 1 
percent discount is paid at the time the com- 
mitment is issued. (Prior to February 15 a 
1 percent charge was made in such cases.) 


It is expected that this action by the RFC 
Mortgage Company will encourage the construc- 
tion of new homes and their financing under the 
favorable terms of the National Housing Act. 
With this additional source of liquidity, lending 
institutions approved as mortgagees under Title 
II may now grant this type of loan with the 
assurance of a ready outlet for such of these 
mortgages as they may wish to convert into 
cash. 

The provisions here outlined became effective 
Feb. 15, 1936. 
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Associations’ Plans and Activities 


COMING CONVENTIONS 


March 30—Lousiana Lumber & Building Material 
Dealers’ Association, St. Charles Hotel, New 
Orleans, La, Annual. 

March 30-April i—Southern Pine Association, 
Roosevelt Hotel, New Orleans, La. Annual. 
April 7—Central West Texas Lumbermen’s Asso- 

ciation, Stamford, Tex. 

April 9—Southeast Missouri Retail Lumber Deal- 
ers’ Association, Marquette Hotel, Cape Gir- 
ardeau, Mo. Annual, 

April 14-16—Lumbermen’s Association of Texas, 
Waco, Tex. Annual. 

April 21-22—National Retail Lumber Dealers’ As- 
sociation, Chicago. Annual. The executive 
committee will meet April 19-20. 

April 23-25—National Lumber Manufacturers’ As- 
sociation, Blackstone Hotel, Chicago. Annual. 

April 27-30—Chamber of Commerce of the United 
States, Washington, D. C. Annual. 

May 7-8—Kansas Lumbermen’s Association, Ma- 
sonic Temple, Salina, Kan. Annual, 

May 12-14—Associated Cooperage Industries of 
America, Jefferson Hotel, St. Louis, Mo. Annual. 

May 13-14—National-American Wholesale Lumber 
Association, Marlborough-Blenheim Hotel, At- 
lantic City, N. J. Annual, 





National Retailers Annual Is 
Changed to Chicago 


[Special telegram to AMERICAN LuMBERMAN] 


WasuHinctTon, D. C., March 26.—Frank 
Carnahan, secretary of the National Retail 
Lumber Dealers’ Association, announced today 
that the annual convention, which was to have 
been held in Washington on April 21 and 22, 
has been transferred to Chicago; same dates. 
The executive committte will meet on April 19 
and 20. The hotel at which the convention will 
be held has not yet been selected. 


"Little Rhody" Dealers Hold Their 
Annual Election 


PROVIDENCE, R. I., March 23.—Harry Wood- 
bury was elected president of the Retail Lumber 
Dealers’ Association of Rhode Island at the an- 
nual meeting held at the Narragansett Hotel 
here on March 12. Other officers elected are: 





Vice-president, Willard F. Eastwood; secre- 
tary, W. F. Hazelton; treasurer, Charles G. 
Schwab. 

Mr. Hazelton served as toastmaster at the 
banquet, when members were addressed by 
Vernon Hawkins, Boston, president of the 
Northeastern Retail Lumbermen’s Association; 
R. T. Titus, of New York, manager of the 
Intercoastal Lumbermen’s Association, and 
James H. Kimball, Hingham, Mass. 


Millwork Retailers Form Association 


San Francisco, CAuir., March 21.—The re- 
tail distributors of millwork in San Francisco 
met recently and organized the Lumber Prod- 
ucts Association. John C. Haring, 681 Market 
Street, was elected secretary. The organiza- 


.tion will look after the problems of the in- 


dustry. 





Lumber Dealers Hold Series of 


District Meetings 


Littte, Rock, Ark., March 23.—Six group 
meetings of members of the Arkansas Associa- 
tion of Lumber Dealers and the Southwestern 
Lumbermen’s Association were held last week 
at different points in Arkansas. 

At Jonesboro, Charles Stuck, a director of 
the Southwestern Lumbermen’s Association, 
presided at a meeting held Monday evening, 
March 16. Speakers were E. E. Woods, secre- 
tary of the Southwestern association; Leonard 
Biggs, secretary of the Arkansas association, 
and Tom Reynolds, of Hot Springs, president 
of the Arkansas association. Better co-opera- 
tion was the theme of the meeting. 

J. C. Moore, chairman, presided over a meet- 
ing held here, Tuesday, when 40 members from 
Little Rock and surrounding territory attended. 

Meetings were held at Hope and Hot Springs 
on Thursday, and at Fayetteville on Friday, 
L. L. Baggott, of Fayetteville, being in charge 
of the program. 

Luncheon meetings for local groups were 
held at Helena, El Dorado and Hot Springs. 


Carolinians Plan Formation of 
Marketing Council 


Cuarwotte, N. C., March 23.—Plans are be- 
ing made for a marketing council which will be 
held here next month, when manufacturers and 
wholesalers who sell lumber and other building 
materials will be invited to attend, according to 
an announcement just made by Victor W. 
Wheeler, executive secretary of the Carolinas 
Retail Lumber & Building Material Dealers’ As- 
sociation. 

Seek Equality on Sales Tax 


Members of the executive committee met here 
recently, when they discussed plans for a mem- 
bership campaign. They are interested in fur- 
thering a compensating tax, which will prevent 
building materials from other States in which 
there is no sales tax from being dumped into 
North Carolina in competition with dealers who 
pay taxes in this State. 





National Lumber Manufacturers’ As- 
sociation to Meet April 23-25 


WasuincrTon, D. C. March 24.—The National 
Lumber Manufacturers’ Association announces 
that its annual meeting will be held at the 
Blackstone Hotel, Chicago, April 23, 24 and 25. 

In view of the optimistic outlook for indus- 
try in general, and that of the forest industries 
in particular, the meeting is expected to be the 
most inspiring national gathering the lumber 
industry has had since 1929. All of the regional 
and species associations of lumber manufac- 
turers qualified for membership in the national 
federation of such associations are now in active 
affiliation with it or about to join. 

In keeping with the business spirit of the 
times, the program of the gathering will be 
intensively devoted to plans and proiects for 
the aggressive extension of the activities of the 
associations and of their members. The accent 
will be on trade promotion. 





Re Ee 





It is very unusual for a dealers’ convention to be attended by so many officials both of the National association and of the 


associations of other States as were present at the annual meeting of the Alabama Lumber & Building Material Dealers’ Asso- 
ciation held in Birmingham, March 5-7. Here they are: 


SEATED—Left to right: Herbert West, Atlanta, executive committee, National Retail Lumber Dealers’ Association; Spencer D. Baldwin, Jersey City, N. J., 
past president National association; W. A. Seagle, Chattanooga, Tenn., president Tennessee Lumber, Millwork & Supply Dealers’ Association; Geerge W. 
LaPointe, Jr., Menomonie, Wis., president National association; J. Mercer Barnett, Birmingham, president Alabama Building Material Institute; Don Campbell, 
Lebanon, Ky., president Kentucky Retail Lumber Dealers’ Association; B. L. Noojin, Gadsden, retiring president Alabama institute. 


STANDING—Left to right: Claude Flambeau, Orlando, Fla., secretary Florida Building Material Institute; C. H. Sims, Selma, vice-president Alabama Insti- 
tute; Ben Wand, treasurer Florida Association, Jacksonville, Fla.; H. O. Bernard, Birmingham, treasurer Alabama institute; W. M. Lockhart, Jackson, Miss., 
secretary Mississippi Retail Lumber Dealers’. Association; J. P. Williams, Atlanta, Ga., secretary Georgia Building Material Institute, and chairman South- 
eastern Secretaries’ Conference; Leo Klarer, Jr., Louisville, Ky., secretary Kentucky association; Stuart Campbell, Louisville, Ky., vice president Kentucky asso- 


ciation;Joseph G. Rowell, secretary-manager Alabama institute, Birmingham; Floyd Mitchell, Tullahoma, Tenn., acting secretary Tennessee association. 


Stair, Knoxville, Tenn., National director, also attended, but is not included in the picture. 


Fred 
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lowans Want Trucking Regulated to Pro- 
tect Small-Town Dealers 


Problems Arising in Distribution of Cement, Coal, Silos and Termite-Proof Lumber 
Are Discussed -- Want No Government Competition in Housing But Extension of FHA 


Councit Biurrs, lowa, March 23.—Resolu- 
tions opposing the Government's so-called low- 
cost housing program; requesting that Title 1 
of the National Housing Act be extended for 
one more year; that private trucks be placed 
under some regulations, and that cement manu- 
facturers consider using paper instead of jute 
bags, were adopted at the thirtieth annual con- 
vention of the Southwestern Iowa Retail Lum- 
bermen’s Association, held in the Hotel Chief- 
tain, here, March 17-18. 

The convention, one of the largest in recent 
years, elected as president Lyle Wheeler, of 
Wheeler & Son, Corning, succeeding J. W. 
Jones, of the Shenandoah Lumber Co., Shen- 
andoah. Mr. Jones was named as one of the 
three directors. 

Other officers elected are M. J. Welch, of 
the James Lumber Co., Hamburg, vice presi- 
dent ; and Horace Greenwood, of the Greenwood 
Lumber Co., Emerson, secretary. Other direc- 
tors named are Everett Starner, of the Shelby 
Lumber Co., Shelby, and Art Anderson, of the 
Farmers’ Lumber Co., Council Bluffs. 


Resolutions of Importance 


Resolutions of importance adopted by the con- 
vention were brought in by the committee, com- 
posed of E. Crawford of the Crawford Lumber 
& Coal Co., Council Bluffs, Secretary Green- 
wood, and Ormie C. Lance, of Minneapolis, sec- 
retary of the Northwestern Lumbermen’s Asso- 
ciation, following considerable discussion by 
those attending the convention. 

The Government’s “so-called low-cost hous- 
ing program. ... has confused the prospective 
home owner as to its purpose, and has made 
him hesitate to build a home through the as- 
sistance of regularly established financial insti- 
tutions,” the resolution reads. “We therefore 
express our profound disapproval of the pro- 
gram, and request that the Government get out 
of the low-cost housing field, and stay out.” 


Truck Regulation Discussed 


Unregulated truck transportation is compet- 
ing unfairly with regulated common carriers, the 
resolutions state, and “has brought about a new 
form of itinerant merchandising which has be- 
come a serious competitor of local retailers, 
especially in the smaller cities and towns, and if 
allowed to continue, will eventually eliminate 
many lines of railroads, as well as numerous 
small cities and towns.” Support was pledged 
to legislation regulating transportation of freight 
by truck. 

“The private carrier,” Mr. Lance said, “is 
sort of a barter and exchange fellow who is a 
merchant on wheels, and is fast becoming a com- 
petitor. Some regulation is needed for this 
itinerant merchandising.” The lumber dealer is 
being penalized by these unregulated carriers 
bringing in posts and other lumber items and 
peddling them to farmers and other customers. 
Iowa dealers, by reporting this, can secure ac- 
tion from peace officers, who under State laws 
have the right to assess a license fee of $75 a 
day for peddling in each county, he said. 

W. H. Badeaux. of Des Moines, secretary of 
the Iowa Association of Lumber and Building 
Material Dealers, said that approximately 20 
percent of the association membership reported 
$32 cases of itinerant merchandising from trucks 
last year. Attempts are being made to force 
these dealers to operate under Iowa’s sales tax 
law, but with little success, he said. 

After discussing the merits and demerits of 
grade- and trade-marking of lumber, the con- 


vention voted to table the matter. 

Unofficial opinion of dealers opposed such 
marking on the ground that unmarked lumber 
will always be sold by competitors. Most deal- 
ers indicated that they handle both marked and 
unmarked lumber. 


How Company Increased Sales 
How the Ideal Lumber Co., of Oskaloosa, 


Iowa, increased its sales by tying in with the 
FHA was told to the convention by Paul J. 
Mathew of that company. “We found that four 
points must be stressed in handling modernizing 
sales under the FHA financing plan,” he told 
the group. “Stress the facts that there is no 
mortgage. Tell what the cost will be on a 
monthly basis. Let the home owner know that, 
in our city, it costs only $5.98 a month to re- 


— 


= 


\e 


State organization,” he said, “as well as han- 
dling the affairs of the immediate territory and 
group involved.” 

Mr. Badeaux urged dealers to build up vol- 
ume and increase turnover by co-operating with 
the FHA; urged them to maintain the 15-cent 
margin on barrel cement, and closed his brief 
talk with the statement that “manufacturers are 
co-operating more and distribution policies are 
much better than for many years in the North- 
west territory.” 


Paper or Jute Bags for Cement 


Cole Berry, of Shenandoah, spoke on “Ce- 
ment in Paper,” saying that customers would 
rather handle cement in paper than in jute 
sacks; and at the same time the retailers lose 
no profit because of cloth sacks that come back 





OFFICERS FOR 1936, SOUTHWESTERN IOWA RETAIL LUMBERMEN'S ASSOCIATION 


These men will guide the Southwestern lowa Retail Lumbermen's Association for the coming year. FRONT 
ROW, left to right—Horace Greenwood, Emerson, secretary; Lyle Wheeler, Corning, president; M. J. 


Welch, Hamburg, vice president. 


BACK ROW, left to right—J. W. Jones, Shenandoah, retiring presi- 


dent and new director; Everett Starner, Shelby, director. 


roof. This gets the customer interested and he 
can determine if he can afford it.” 

The Ideal Lumber Co. takes care of the entire 
remodeling job—paying for the labor, plumbing, 
carpenter work etc. “By doing this, we tie our 
company into the job,” he said; although point- 
ing out that materials needed for a job and not 
stocked by his firm are obtained from other local 
merchants. 

Mr. Badeaux said that a Des Moines bank 
with over $1,000,000 in FHA loans has not as 
yet experienced a single loss. At Oskaloosa, 
Mr. Mathew said, the bank has never had a 
payment fall in arrears more than three days. 

The value of county lumbermen’s organiza- 
tions was extolled by Mr. Greenwood. Pri- 
mary purpose of such groups, he said, was the 
dissemination of trade information, and methods 
of co-operation. Good county organizations, he 
said must have regular meeting nights, and 
some good talkers to start the discussion. 

Phil Runion, secretary of the Nebraska Lum- 
ber Merchants’ Association, lauded the work of 
the Iowa association in building up county or- 
ganizations. “They are the mainstays of the 


in such shape that refunds can not be obtained. 
Manufacturers, he said, probably would prefer 
the paper bag to the jute bag. 

A vote of the convention favored the paper 
bag and resulted in adoption of a resolution to 
that effect. Association heads were instructed 
to contact manufacturers to sound out their 
sentiments. 


Silo Policies Considered 


An attempt to establish a dealer policy with 
silo manufacturers was voted following a dis- 
cussion on the sale of silos by Ed Evans, Ful- 
lerton Lumber Co., Council Bluffs. “Lumber 
dealers want to sell silos, but the problem is on 
what basis or margin if the present set-up is not 
agreeable,” he said in opening the discussion. 

Dealers declared that 5 percent given by 
manufacturers for sales, or 15 percent if the 
dealer handled the account, is too small. 

Dealers were of the opinion that they would 
be more interested in pushing silo sales “if there 
was something in it,” adding they believed man- 
ufacturer’s representatives would find it ad- 
vantageous to call in local dealers when making 
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silo sales. Mr. Badeaux said clay products 
manufacturers in Iowa want to formulate a 
definite policy on the handling of silos, and meet- 
ings will be held in the near future in an at- 
tempt to determine distribution plans. 

Every coal dealer should be a consultant to 
the home owner in matters of fuel, said Charles 
R. Gardner, of Omaha, former coal dealer, and 
now sales manager of the Eppley Hotel Co. 
“You should know about the house and furnace 
of your customer,” he said. “Then you can tell 
him what kind of fuel he can burn to best ad- 
vantage. Follow through on your sales. Call 
the housewife and see if the fuel you have sent 
is doing the heating job properly. 


Says Building Is Coming 


President Jones, of the association, struck an 
optimistic note in his annual address, which 
humorously dealt with democrats, republicans, 
by statistics and anecdotes. He forecast in- 
crease in building. “Statistics, which I can’t 
vouch for, seem to prove that we are not over- 
built, and that building is coming,” he said. 
“The need for our goods is cumulative. It’s not 


like the cafe business, where if a man misses 
one meal he can’t eat two to make up for it. If 
a house needs repairing today it will need it 
worse next year.” 

Control of termites, now reaching into Iowa 
and Nebraska, was the topic of J. P. Linn, of 
the Industrial Fumigation Co., of Omaha, who 
advised the use of treated lumber. Building 
codes in some cities infested with termites will 
be changed soon to permit the use of treated 
lumber for supports instead of forcing the ex- 
clusive use of steel beams, he said. 





Purchases Timber Rights 


RossBinsvit_E, N. C., March 23.—It is re- 
ported that the Bemis Lumber Co., here, has 
purchased the timber rights on approximately 
12,000 acres of land of the Carolina Aluminum 
Co., in Graham County, most of it being virgin 
timber. The price was not made public. The 
contract stipulates that all of the merchantable 
saw timber, chestnut, acid wood, pulpwood, 
dogwood and chestnut oak bark, is to be re- 
moved from the land. 


Mississippians Organize Institute 


Aim at More Orderly Distribution and Ethical 
Competition -- Will Form Local Units 


Jackson, Miss., March 23—Mississippi lum- 
ber and building materials dealers, assembled 
in their tenth annual convention March 18-19 at 
the Robert E. Lee hotel, here, voted to reor- 
ganize the Mississippi Retail Lumber Dealers’ 
Association as the Mississippi Building Mate- 
rials Institute, following the plan used by the 
Florida institute. 

Uniform policies, protection of members, 
stimulation of building, fair competition, impar- 
tial distribution by manufacturers, and promo- 
tion of just taxes, were decided upon as the 
objectives of the organization, after hearing how 
these were most successfully secured through the 
institute plan, as told to the convention by rep- 
resentatives of the Georgia, Florida and Ala- 
bama institutes. 

Judge Paul Beckett, counsel for the Florida 
trade association, appeared before the dealers 
to outline the two-year-old Florida institute, 
and it was following his talk that the Missis- 
sippi body voted to reorganize. The following 
officers were chosen: 

President—J. Riggs Perry, of Vicksburg (re- 
elected). 

Vice president—Medford Leake, Tupelo, suc- 
ceeding E. S. Enochs, Natchez. 

Treasurer—J. M. Evans, Jackson (re-elected). 

Executive secretary—-W. M. Lockhart, Jack- 
son (re-elected). 

Executive committee—E. O’Brien, B. M. Ful- 
ton and L. C. Gilbert (re-elected), all of Jack- 
son. 

Directors—D. R. Fitzroy, Biloxi; T. A. Hunt- 
ington, Hazlehurst; Guy Gravelee, Tupelo; A. 
D. Simmons, West Point; M. L. Virden, Green- 
ville; E. F. Bowman, Clarksdale; Ned O’Brien, 
Jackson; E. C. Watkins, Meridian; E. S. Enochs, 
Natchez; B. W. Norris, West Point, and P. F. 
P,. Herrin, Indianola (re-elected). 

E. J. Frum, Jackson, was appointed director 
of the National Retail Lumber Dealers’ Asso- 
ciation. 

Throughout the two-day meeting, the deal- 
ers considered the institute plan and most of 
the talks were devoted to this subject. Judge 
Beckett, in his very effective address on the 
work of the Florida institute, explained the plan 
as “a combination of local interests, functioning 
through a central clearing house.” Miami, he 
told the convention, is now experiencing a tre- 
mendous building boom, more than 91 apart- 
ments and hotels having been built there this 
season. This almost unprecedented boom, he 
said, was traceable to the stimulation given by 
the Institute organized two years ago. “At 
first people wondered if it would prove legal,” 


the dynamic, sunburned Floridian said, “but 
during these two years we’ve never sued nor 
been sued, and we’ve been investigated by the 
Department of Justice and the Federal Trade 
Commission, which each gave us a clean bill. 
We found out that we could do things with 
the Institute that we couldn’t with the asso- 
ciation.” 

“About 92 percent of all building material 
dealers in Florida belong to the Institute,” de- 
clared Judge Beckett, “and they say that their 
money, put into the Institute, has come back 
to them in increased trade. Manufacturers 
sending their representatives into Florida con- 
sult the membership list of the Institute and 
go after that business, because the other eight 
percent, scattered throughout the State, is a 
negligible trade factor. The Institute puts one 
more bar to easy chiseling. It is better to 
‘stand in’ with your competitor than with your 
customer; because your competitor establishes 
the ethics of your business, and your prices, 
sooner or later, since it is true that the public 
buys on price, not quality.” 

Judge Beckett further stressed the fact that 
the Institute engaged in no price fixing, but 
admitted that it had no supervision over mem- 
bers who wanted to compare prices. “We re- 
quire every dealer to file his price scale with 
us, and that is all,” he said. There are no 
penalties, and no black-list of dealers, he pointed 
out. A member’s name is taken from the list, 
however, if he fails to comply with regulations. 

Copies of the Georgia institute plan were 
made available to all members, and Joseph G. 
Rowell discussed the Alabama plan. 

Faith in the Federal Housing Administration 
was expressed at the first of two banquets, at 
which Fred Lotterhos, Jackson lawyer, acted 
as toastmaster. One of the speakers was Will 
Jacobs, State FHA director, who said that 
what has been accomplished is shown by the 
167 new dwellings under construction in Jack- 
son, most of them financed through FHA. 
Today more than 100 banking institutions in 
the State are making loans for buildings, he 
said. Fred Temple, material dealer of Merid- 
ian, Miss., was toastmaster at the concluding 
banquet, at which all serious speeches were 
barred. 

W. M. Lockhart, executive secretary, said at 
the conclusion of the association (now the In- 
stitute) meeting, that the board of directors 
would meet at a later date and name the 1937 
convention city. In the meanwhile the work of 
forming local organizations and affiliations with 
the Institute will move forward. 
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“The Heart Content’’ 


Have you delayed giving your wife this new book 
by ‘‘the lumberman poet’’? Let us send it to you 
—take it home to her—how it will cheer her up! 
$1.50 postpaid. 

Address the Publisher 
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HARDWOOD PRODUCERS SUR- 
VEY FIELD OF ACTIVITY 


New Orveans, La., March 19.—There was 
nearly 100 percent of the members in attendance 
at the first annual meeting of Southern Hard- 
wood Producers (Inc.) here today, who were 
delighted at the progress made by the organiza- 
tion in the six months of its existence, and en- 
lightened as to the undeveloped possibilities for 
the various species of hardwood they market. 

C. C. Sheppard, president of the organization, 
was the presiding officer. He said that having 
just completed three years as president of the 
Southern Pine Association and two years as 
president of the National Lumber Manufactur- 
ers’ Association, he had settled down to the con- 
viction that he could now spend some time with 
his own business. In spite of his inclination to 
become less active, he had consented to the 
importunities of those who attended the meeting 
in September, and told them he would act as 
president until the annual meeting. 

The secretary and other personnel were em- 
ployed and the work started was done economic- 
ally and efficiently. He did not know of any 
hardwood organization that served the industry 
in the way that Southern Hardwood Producers 
(Inc.) was doing it. The dues were 10 cents 
a thousand feet, 7 cents were alloted to trade 
promotion and 3 cents to statistics. Already 
Mr. White, field engineer in industrial research, 
although ‘he had been on the job only since Jan. 
1, had produced 2,000,000 feet of new business, 
saved the market for 2,000,000 feet, and was 
confident that he would be able to produce a 
total of 200,000,000 feet before the end of the 
year. 


More Co-operative Promotion Needed 


Mr. Sheppard read from a list of Federal 
projects approved for the southern States 
amounting to $60,000,000. There was no trade 
promotion effort being made to obtain the use 
of hardwood lumber in these buildings to be 
erected. Some of them were to be built in the 
home towns of some of the members of South- 
ern Hardwood Producers (Inc.) “What chance 
has southern hardwood to be put in these build- 
ings?” asked Mr. Sheppard. “How many firms 
here today have had representatives on the job 
in Washington, among State officials, or even 
among their own home-town officials to see that 
hardwoods were put into the specifications? No- 
body. Still we are doing some business, hoping 
and praying that we will get some more, but the 
Lord only knows how soon. Some of these 
jobs are right up to the point of starting, and 
no one has had a word to say about how much 
hardwood is going into the buildings. This 
demonstrates the futility of each man depending 
upon his own efforts to do trade promotion 
work, because his area is circumscribed, but 
it also shows verv forcefully that organized 
effort represented by several good, competent, 
practical field men who know the hardwood 
lumber business, are needed to do this work, and 
that they will be able to increase the consump- 
tion of hardwood lumber just as Mr. White has 
done for us.” 

Mr. Sheppard suggested that a nominating 
committee be chosen to nominate directors, and 
report before the adjournment of the morning 
session, so they could be then elected and meet 
with the retiring board during the noon interval. 
John L. Avery, of Frost Lumber Industries, 
Shreveport, moved that a committee of not less 
than five be selected to name 15 directors, and 
that the new board be authorized to select ad- 
ditional directors for districts that might not 
receive their full quota. The committee was 
Walter Jones. Mengel Company. Louisville; K. 
L. Emmons, Memphis; H. B. Johnson, Mans- 
field Hardwood Lumber Company, Shreveport; 
Carl Faust, Faust Lumber Company, Jackson, 


Miss.; Blucher Blair, Midway Lumber Com- 
pany, Blountstown, Fla. 

President Sheppard introduced A. B. Learned, 
Natchez, Miss., whose family has been in the 
business of manufacturing hardwood lumber at 
Natchez for 108 years. 

Jack Dionne told the auditors, “Do some- 
thing, not for this sawmill, but for the whole in- 
dustry, and you will be getting somewhere.” 

George M. Stevens, secretary of the North- 
eastern Retail Lumbermen’s Association, Roch- 
ester, N. Y., was introduced. He said he was 
passing through New Orleans, heard there was 
a lumber meeting in session, and could not keep 
away from it. He said his association was push- 
ing the use of grade marked lumber. Mr. Shep- 
pard asked if he thought it was practical to 
grade mark hardwoods. Mr. Stevens replied 
that he saw no reason why lumber of all kinds 
should not be grade marked. 


Secretary-Manager Tells Accomplishments 


Ed R. Linn, secretary-manager, then made his 
report. Mr. Linn made the objects of the or- 
ganization, as set out in its constitution, the 


ile 





E. R. LINN 
New Orleans, La.; 
Secretary-Manager 


Cc. C. SHEPPARD 
Clarks, La.; 
Retiring President 


basis of his report, and enlarged upon them. He 
said there were 38 concerns on the membership 
roll, with 38 units of production. 

Providing statistical information, said Mr. 
Linn, was an important industry function, for 
statistics are the industry’s guide, and the 
broader basis on which the facts are got to- 
gether, the more accurate and useful the data 
will be. Research work includes co-operation 
with Government agencies to develop new and 
wider uses of southern hardwoods, the possibili- 
ties of which we have not begun to touch. 
Speaking on conservation, he informed his audi- 
ence that advance releases of the Forest Survey 
indicate that there is more timber available than 
many believed possible. Data as to timber will, 
he believes, permit doing a better job of promot- 
ing southern hardwoods, and will enable better 
planning of operations. 

Touching on some of the promotional activi- 
ties undertaken since organization, he reported 
that eighteen bulletins had been sent out to mem- 
bers on such work, and mimeographed corre- 
spondence in addition, making about a hundred 
pages of information to date. Three furniture 
markets were visited and reported on, and close 
contact is being had with the automotive indus- 
try. Talks have been given before a number 


of lumber industry clubs. The nucleus of a 
library on wood is being built un. A bulletin 
is being prepared on sap gum, to be followed by 
bulletins on other hardwoods. Dues amount to 
only one-third of one percent of sales price, and 
at this cost the industry can not afford to neglect 
its statistical and trade promotion work. The 
association is living within its income, appor- 
tioning 70 percent to trade promotion and 30 
percent to statistical work, and, with plenty of 
things to do, is going on. 


Field Engineer Reports Good Results 


G. G. White, field industrial research engi- 
neer, who has been at work for only a few 
weeks, reported having captured the use af hard- 
woods amounting to 4,000,000 feet, and expected 
to be able to produce a volume of 200,000,000 
feet before the year is ended. He has estab- 
lished himself at Detroit and_ visited the engi- 
neers in the automobile and refrigerator manu- 
facturing industries. They know him and where 
to find him. He is working on several problems 
with a view to increasing the use of hardwoods 
in these industries. He said that the lumber 
salesman sees only the purchasing department, 
which buys only what it is told to buy, so the 
salesman has no opportunity to increase the use 
of hardwood lumber. It is the engineer who 
specifies to the purchasing department. The 
engineer has to be approached by someone who 
is a qualified engineer, and can discuss problems 
with him, and that is Mr. White’s job. 


Directors Are Elected 


The nominating committee reported the selec- 
tion of the following named directors, who were 
unanimously elected by the meeting: 

District No. 1—K. L. Emmons, Memphis; F. 
M. Schatz, Helena, Ark.; J. W. Welsh, Memphis; 
W. R. Jones, Louisville. 

District No. 2—John L. Avery, Shreveport; 
Cc. C. Sheppard, Clarks, La.; H. B. Johnson, 
Shreveport; George H. Henderson, Keltys, Tex.; 
E. M. Vestal, Knoxville, Tenn.; W. M. Kellogg, 
Monroe, La. 

District No. 3—John W. Bailey, Laurel, Miss.; 
Cc. L. Faust, Jackson, Miss.; Lee Robinson, Mt. 
Vernon, Ala.; P. P. Joyes, Louisville. 

District No. 4—D. C. Wilson, Perry, Fla.; 
Blucher Blair, Blounstown, Fla.; N. S. Curtis, 
Drifton, Fla. 

District No. 5—R. A. Huffstetter, Columbia, 
S. C.; H. Brooke Sale, Columbia, S. C. 


Wood Box Holding Its Ground 


The afternoon session was begun with an ad- 
dress by C. D. Hudson, secretary-manager Na- 
tional Wooden Box Manufacturers’ Association, 
Washington, D. C., who made a most enlighten- 
ing talk. He said that the wooden box and 
crate industry had held its place during the 
depression as the second largest customer of the 
lumber industry, using practically one-sixth of 
the national lumber cut. He told of the work of 
his association in increasing the use of wooden 
boxes for the shipment of apples and potatoes, 
as well as other commodities, and the hard fight 
that was always going on to keep wooden pack- 
ages standard, where the fibre industry was 
trying to get its product used. He said lumber- 
men could help keep the demand for wood to its 
present volume by directing that all goods 
bought by them be shipped in wooden contain- 
ers. He referred to the incident mentioned in 
the March 14 issue of the AMERICAN LUMBER- 
MAN, of the Mississippi sawmill man, who had 
returned a saw to the manufacturer that had 
been received by him in a fibre package. Mr. 
Hudson had two samples of boxes, one filled 
with apples shipped from Oregon, which he dis- 
tributed, and another type of box. The former 
box was specially designed for shipping apples, 








Mar 


R 
In 


tiv 


its cc 
not 
the b 
easily 
Nati 
its m 
ber | 
speci: 
from 
from 
in W 


“a 
title | 
style 
Expo 
said, 
archi 
have 
merc 
of o1 
the f 
medit 
larly 
fluenc 
and r 
Peric 
retait 
the f 
incon 
buy « 
of yo 
diffi 
case, 
form: 
those 
ern { 
and { 
ture 
no ca 
mand 
duce 
sturd 
famil 
requi 
I urs 
build: 
much 
being 
becon 
build: 
coura 
to er 
furnit 
the \ 
The 
creat 
keyec 
withi 
peop! 
publi 
can Vv 

tor o' 
famil 
new 
this 1 
wall 
impor 
Ph 
sion, 
who 
bures 
Shep 
but 1 
what 
Hear 
Pr 
meml 
(Inc. 
ber ] 


36 


fa 
etin 
1 by 
t to 
and 
lect 
The 
por- 
i 30 
y of 


ngi- 

few 
ard- 
scted 
),000 
stab- 
engi- 
anu- 
there 
lems 
roods 
mber 
ment, 
9 the 
e use 

who 

The 

who 
blems 


selec- 
were 


is; F. 
iphis; 


eport; 
inson, 
3 
llogg, 


Miss.; 
n, Mt. 


Fla.; 
Surtis, 


umbia, 


an ad- 
or Na- 
‘iation, 
ighten- 
x and 
ng the 
of the 
ixth of 
vork of 
wooden 
otatoes, 
rd fight 
n pack- 
ry was 
iumber- 
d to its 

goods 
-ontain- 
oned in 
UMBER- 
tho had 
nat had 
e. Mr. 
ie filled 
he dis- 
former 
- apples, 








March 28, 1936 


AMERICAN 


Resultful Contacts Established With Automotive and Furniture 

Industries--Much Sales-Building Literature Prepared--Competi- 

tive Situation on Package Material Studied--Guidance in Plan- 
ning Sought in Comprehensive Statistics 


its corners being rounded so that the fruit could 
not be bruised, the end and sides solid so that 
the boxes could be properly stacked and the top 
easily removable. He said ane of the ways the 
National Wooden Box Association was serving 
its membership, the shipping public and the lum- 
ber industry was by designing packages for 
special uses. Mr. Hudson received assurances 
from his audience that they would see that those 
from whom they bought goods must ship them 
in wooden packages. 


Furniture Stylist Reviews Trend 


“Southern Hardwoods in Furniture” was the 
title of an address by Miss Marta K. Sironen, 
style counsellor of the Grand Rapids Furniture 
Exposition. For more than a hundred years, she 
said, we have been clinging too closely to the 
architectural arts of Europe. American artists 
have done comparatively little to create com- 
mercial products of necessity which may be built 
of our own resources. We have looked into 
the past and been dictated to by methods and 
mediums of the past. We have found, particu- 
larly in the furniture industry, that the past in- 
fluences have been expensive and cumbersome 
and not suited for the scientific living of today. 
Period furniture can not be made cheaply and 
retain its beauty and cultural contribution to 
the family. We know that becagse of limited 
incomes not all of the people in the country can 
buy quality furniture. I don’t doubt but many 
of you think of modern furniture as angular and 
difficult to accept. However, such is not the 
case. As a matter of fact, no more beautiful 
forms in furniture have ever been created than 
those in the correctly expessed modern art. Mod- 
ern furniture does not demand fanciful grains 
and figures in woods; it does not demand tex- 
ture which can take carving—because there is 
no carving on modern furniture—it does not de- 
mand surfaces which will take finishes to pro- 
duce a patina of antiquity. If your woods are 
sturdy enough to take the abuse an average 
family gives to its furniture, that is all that is 
required of woods to produce modern styles. 
I urge you to interest your cabinet makers in 
building livable modern design in preference to 
much of the nondescript furniture that is now 
being made in this section of the country. It 
becomes your responsibility to discourage the 
building of so called “borax” furniture; to dis- 
courage imitation of standard cabinet woods, and 
to encourage your furniture artisans to create 
furniture fashions which need no apology as to 
the wood content or cabinet making methods. 
The future of southern hardwood lies in the 
creating of new and unfamiliar furniture styles, 
keyed to our rapid rate of living and priced 
within the brackets of the greater numbers of 
people. With the increasing popularity and 
public acceptance of modern styles, the South 
can vindicate its name as a cabinet making sec- 
tor of this country, and can bring to the American 
family a freshness of new woods, new styles and 
new finishes, and greater home beauty. And 
this would not apply alone to furniture, but to 
wall paneling, flooring, interior trim and other 
important interior requisites. 

Phillips A. Hayward, Forest Products Divi- 
sion, Bureau of Foreign & Domestic Commerce, 
who was in New Orleans in connection with 
bureau affairs, attended the meeting. President 
Sheppard invited him to speak, which he did, 
but requested that no report be published of 
what he would say. 


Hear from National's Hardwood Division 
President Sheppard said that twelve of the 
members of Southern Hardwood Producers 


(Inc.) were affiliated with the National Lum- 
ber Manufacturers’ Association as individuals, 


paying a cent and one-half on their production. 
The National would prefer to have the South- 
ern Hardwood Producers (Inc.) as an organ- 
ization, and cancel the individual contracts. The 
National had created a hardwood division with 
six associations affiliated. The next speaker, 
C. A. Rishell, had been placed in charge of 
the Hardwood Division of the National. He 
had come to the meeting to listen and learn 
and not to speak. Mr. Sheppard read a letter 
of introduction from Wilson Compton, explain- 
ing the plan of the new division and outlining 
the qualifications of Mr. Rishell. Mr. Rishell 
said that one of the first pieces of work to be 
undertaken was the preparation of a handbook 
of hardwood uses. Practical suggestions would 
be welcomed. Mr. Rishell said that all of his 
time would be devoted solely to the problems 
of the hardwood industry. 

The board of directors announced the elec- 
tion of the following: 

President—W. R. Jones, 
Louisville. 

Vice President—F. W. Schatz, Chicago Mill & 
Lumber Co., Chicago. 

Treasurer—J. W. 
Co., Memphis. 

Secretary-manager—Ed. R. Linn, New Or- 
leans. 

Assistant secretary-manager and statistician 
—C., E. Miller, New Orleans. 

Executive committee—F. W. Schatz, He'’en. 
Ark.; K. L. Emmons, Memphis, Tenn.; C. L. 
Faust, Jackson, Miss.; Blucher Blair, Blounts- 
town, Fla. 


Mr. Sheppard introduced the new president, 


the Mengel Co., 


Welsh, Welsh Lumber 


LUMBERMAN 
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W. R. Jones, who said, “If I can do as good a 
job with something that I didn’t want, as Mr. 
Sheppard did with something that he didn’t 
want, I will be happy.” 

There were on display several panels of dif- 
ferent species of hardwoods finished in white 
shellac that attracted favorable attention. 

C. E. Miller, statistician, exhibited several 
charts that covered annual production and per 
capita consumption of all hardwoods from 1904 
to 1936, and prices delivered in Chicago from 
May, 1917, to March, 1936, of red and sap gum 
and red and white oak. The figures given are 
the beginning date, the high, the low, and 
March, 1936. 


ANNUAL PRODUCTION AND PER 
CAPITA CONSUMPTION 
All Hardwoods 1904 to 1935 


Millions Per 


Year eet Capita 
A A eee ere meee 6,792 82.1 
SY cia. 0'e giao chara sg aaa oe 10,612 117.0 
A rr ee 1,406 11.3 
DO ated aciea ee wales takin 3,200 25.1 


PRICES, DELIVERED CHICAGO 


One Inch Plain Red Oak Prices 


May March March March 
1917 1920 1933 1936 
Pe skskawstneaes $60 $206 $55 $68 
Sept., 1932 
2 42 


2. fore 40 15 2 
June, 1932 
We. 3 GOMhi..ss2cexs 28 98 28 32 
One Inch Plain White Oak Prices 
Mar., 1933 
Saree errr rr 58 191 60.50 78 
ee eee 40 146 44 49 
| ee eee 26 96 32 36 
One Inch Plain Sap Gum Prices 
Sept.,.1932 
BE bis acal a picasa ar bee 32 104 31 42 
Ses > ae 26 90 26 33 
Oe: 2 Cs eeanx 23 54 20 25 


On Inch Plain Red Gum Prices 
March, 1933 








COMBINED ASSETS 
$23,353,943.41 








SAVING WITH SAFETY 


The Associated Mutuals have all had a very good 1935. 
They have all paid big dividends, but this is a habit. 


They have been doing it with SAFETY 
for the past forty years 


ASSOCIATED LUMBER MUTUALS 


Central Manufacturers Mutual Ins. Co. 
Van Wert, Ohio 


Lumber Mutual Fire Insurance Co. 
Boston, Mass. 


Lumbermens Mutual Insurance Co. 


Mansfield, Ohio 


Pennsylvania Lumbermens Mutual Fire Ins. Co. 


Philadelphia, Pa. 


Indiana Lumbermens Mutual Insurance Co. 
Indianapolis, Ind. 


Northwestern Mutual Fire Assn. 
Seattle, Washington 


Established 
1876 


1895 
1895 
1895 
1897 


1901 


COMBINED SURPLUS 
$11,918,035.22 
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WH CLAYALL STEEL. 
JUN VENTILATING WINDOW 
No more tugging with barn windows. The Clay ‘‘Open™ 
air’’ is the easiest of all windows to open, close and ad- 
just any time and in any weather. Noswelling-no sticking 
in wet weather. No drying out and rattling in dry weather. 
Direct drafts areeliminated in cold weather. More air in 
summer. Even though frozen with sleet - this window 
- - . _—— opens easily because of 
long latch handle and ex- 
clusive new latch con- 
struction. Locks securely 
in any position. Air-tight 
and rain-tight. 

AIR AND SUNLIGHT - 
Your Silent Partners! 


You take all year advantage 
of nature's great farm mon- 
ey makers with new Clay 
Barn Windows. Healthier 
animals with bigger milk 
production. 

Easy installation in any type 
barn wall. Don’t think of 
building or remodeling your 
barn without the facts on 
this remarkable new ever- 
lasting window. Write todav 











Stalls 
Clay Stanchions, Stalls. Bowls. 
Carriers .. A Complete line 
of Barn Equipment 


CLAY EQUIPMENT CORP. C2iar sits, ta. 








GENUINE BANGOR 
SLAT 


“The Best Roof 
In the World”. 


Bangor is a town of about 1400 homes. 
All but two are roofed with slate. 

Many of the roofs are 70 years old. A 
majority are 40 to 50 years old. Not a 
single one of these roofs has ever been 
replaced. 

Why not recommend and sell Genuine 
Bangor Slate for your good work. 

Prices, samples, and sales plan on appli- 
cation. 


NORTH BANGOR SLATE COMPANY 


| Established 1863 BANGOR, PA. 














Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 











Have You a 
Lumbermen Problem to Solve? 


in logging, log transportation or harvesting tan bark 
and turpentine economically? ‘*Logging’’ will tell 


you how. An _ invaluable 
LOGGING 


reference book for logging 
superintendents, timber 
owners, etc. By Ralph C. Bryant 


Cloth, Postpaid $4.50. 


American Lumberman “22 5-Destbo™ 


St., Chicago 
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Reasons Why 


“There's Something in” Philippine 
Mahogany Distribution 


Distributors and users of Philippine mahog- 
any doubtiess will be greatiy imterested in some 
imiormation developed im a recent interview, 
which will answer requests irequently received 
tor imtormation about this wood and the 
Ynilippine Islands, where it 1s produced. 


Q—What is considered the chief industry 
of the Philippine isitands?t 

A—Lumber ranks as one of the major in- 
dustries of the Philippines. Mowever, it was 
not until immediately alter American occu- 
pation of the Hnilippines that enterprising 
Americans began erecting sawmills and 
bullding logging roads into these magnifl- 
cent forests of Philippine mahogany, thus 
making available for the worlds markets 
these valuable cabinet and boat building 
timbers. 


Q—What amount of standing timber is 
there at present in the Philippines? 

A--It is estimated by the Bureau of For- 
estry of the Fnilippine islands that tne 
standing commercial timber of the Philip- 
pine isiands 1s about 486 billion board feet, 
ot which Philippine mahogany comprises 
about three-fourths. It is this apparently 
inexhaustible supply of valuable decorative 
hardwoods that has been attracting the at- 
tention of the principal users in all of the 
largest wood-consuming centers of the 
world since the beginning of the American 
regime in the Philippines. 


Q—What amount of Philippine mahogany is 
there per acre? 

A—In the aggregate, these forests cover 
approximately 40,000 square miles, or an 
area nearly equal to that of Pennsylvania 
and, as previously stated, about. three- 
fourths of the total stand of merchantable 
timber is Philippine mahogany, which af- 
fords the principal forest wealth of the 
Philippines. Thus, the combined geograph- 
ical distribution of Philippine mahogany is 
very extensive, and it has been reported of- 
ficially that the stand of available Philippine 
mahogany timbers ranges from 65,000 to 
40,000 board feet an acre. 


Q—What advantage to the Philippine ma- 
hogany industry is derived as a result of 
this high lumber yield per acre? 


A—Because of the relatively high lumber 
yield per acre of Philippine mahogany for- 
ests, it has been possible to employ econom- 
ically the modern methods of logging and 
milling; without the use of the present-day 
methods and machinery it will remain im- 
probable that other known hardwoods of 
tropical origin can be made to compete ef- 
fectively with Philippine mahogany either 
in volume of production or in market prices. 


Q—aAre the forests of the Philippine Islands 
considered as being a mass of impenetrable 
jungle? 

A—tThe forests in practically all parts of 
the Philippines are easily accessible and ex- 
tensive concessions and privately owned tim- 
berlands are now being operated at rela- 
tively low cost per thousand board feet. In 
other tropical regions, however, the kinds of 
trees producing woods that are competitive 
with Philippine mahogany are widely scat- 
tered among numerous other species having 
at present little or no commercial value. In 
such other tropical forests, logging engines 
and railroads can not be used profitably, and 
the crude and antiquated methods of obtain- 
ing the timber are very costly, but never- 
theless will probably remain in use for many 
generations to come. 


Q—What, if any, are outstanding features 
of the Philippine mahogany tree? 


A—Philippine mahogany, unlike other 
tropical hardwoods, grows in vast and fre- 
quently solid forests of its own kind, form- 
ing great stands of magnificent, uniformly 


shaped trees. When trees grow like this, 
their trunks become straight, strong, regular 
and cylindrical in shape. Under such close- 
growing conditions, they shoot vigorously 
upward to great heights—from 120 to 150 
feet, with no limbs appearing for forty to 
sixty feet—developing the trunks at the ex- 
pense of the crowns in the early and middle 
life of the trees. Naturally the lumber prod- 
ucts from such trees are particularly free 
from crooks, knots, and other innumerable 
defects common to tropical woods that grow 
in scattered fashion in the jungles. This re- 
sults in an amazingly high percentage of 
clear, straight first quality lumber, whence 
comes one of the most practical and beau- 
tiful of cabinet woods—Philippine mahogany. 

Q—What is the average quantity of Philip- 
pine mahogany and Philippine hardwoods 
shipped into the United States? 

A—In accordance with reports received 
for January, 1936, there was shipped a total 
of 2,756,000 board feet, 2 percent of which 
consisted of logs. During February, imports 
amounted to a total of 2,317,000 board feet, 
of which 15 percent was logs. Total imports 
for the first two months of this year amounted 
to 5,073,000 board feet, of which 8 percent 
was logs. 


Facts pertaining to Philippine mahogany as 
brought out in this interview are excerpts from 
Bulletins which have so far been issued by the 
Trade Promotion Division of the Philippine 
Mahogany Manufacturers’ Import Association, 
(Inc.), which are prepared in such a manner as 
to form a continuous story relative to Philip- 
pine mahogany, as well as mahogany in general, 
enabling those receiving them to have them 
bound for future reference. Four issues are 
already off the press. Send for these, with 
request that your name be placed on the 
mailing list to receive future copies, so you 
may read this interesting, serial story of Phil- 
ippine mahogany—its characteristics and appli- 
cations. A thorough knowledge of Philippine 
mahogany will make money for its distributors 
and users. 





Residence Construction Costs 


Following are index numbers of construction 
costs, compiled by E. H. Boeckh & Associates 
(Inc.), Cincinnati, Ohio, covering residences, 
frame and brick: 

1926-1929 1934 1935 Mar. 

Area Ave. Ave. Avg. 1936 
Atlanta— Frame. 82.7 70.6 68.4 69.3 
Brick.. 87.0 76.8 72.4 76.6 
Frame.107.2 83.8 80.0 81.9 
Brick..112.0 89.1 85.5 87.1 
Frame.116.3 94.4 91.2 90.0 
Brick..120.3 101.1 97.6 96.9 
Frame.109.2 93.4 91.5 97.6 
Brick..114.2 99.2 97.9 103.1 
Frame.i100.5 87.6 86.4 82.5 
Brick..105.0 93.1 92.3 88.8 
Frame.107.2 89.6 87.6 91.7 
Brick..113.4 97.0 94.5 98.4 
Frame.i12.8 86.2 82.8 81.9 
Brick..115.8 91.6 88.9 87.8 
Frame.103.3 82.5 78.1 79.1 
Brick..108.4 86.6 83.4 86.7 
Frame. 92.8 87.0 82.7 82.9 
Brick.. 98.2 94.0 -88.6 86.8 
Frame. 93.3 76.5 
Brick.. 96.3 81.5 
Frame.133.3 98.3 
Brick. .138.4 104.5 
Frame. 
Brick.. 
Frame. 
Brick.. 
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American Lumberman House Plan N 








BILL OF MATERIAL 
BRICK AND CONCRETE WORK 


150 cu, ft. concrete footing 

920 cu. ft. concrete walls 

900 sq. ft. 3” concrete floors 

$00 sq. ft. 34” cement top 

48 sq. ft. 5” entrance slab 

48 sq. ft. 34” cement top 

| set concrete steps 6'0” 2 risers 

44 Min. double furnace and fireplace 
chimney 

80 lin. ft. 8x1i2 terra-cotta flue lining 

PLASTER WORK AND TIN WORK 

675 sq. yds. plaster 

10M %@xi/2—4'0” lath 

68 lin. ft. gutter 

48 lin. ft. down pipe 

8 elbows down pipe 

66 lin. ft. ridge roll 


ROUGH LUMBER 

2 pes. 6x6—7'0” post 

5 pes. 2x8—18'0” girders 
168 lin. ft. 2x8 sill plates 
22 pes. 2x! 12’°0” Ist fir. 
22 pes. 2x10—18'0” 


joist 

- joist 

- joist 
. beam 
. joist 

10 pes. 2x10—1i2'0” 2nd fir, joist 

24 pes. 2x10—14'0" 2nd fir. joist 

10 pes. 2x10—16'0” 2nd fir. joist 

20 pes. 2x6—14'0” ceiling joist 

7 pes. 2x6—18'0” ceil. joist 

7 pes. 2x6—16'0” ceil. joist 

7 pes. 2x6—12'0” ceil. joist 

7 pes. 2x6—14'0” ceil. joist 


“ 
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FIRST FLOOR Pi AN 


30 pes. Ix6—12'0” collar beams 
16 pes, 2x6—30'0” rafters 

44 pes. 2x6—10'0” rafters 

32 pes, 2x6—16'0” rafters 

8 pes. 2x6—20'0" headers 

20 pes. 2x6—18'0” rafters 

40 pes. 2x4—22'0” 0.S. studs 
96 pes. 2x4—14'0” O.S. studs 

28 pes. 2x4—20'0" gable studs 
8 pes. 2x4—12'0” gable studs 

16 pes. 2x4—16'0” gable studs dormer 
175 pes. 2x4—9'0” 1.S. studs. 

950 lin. ft. 2x4 plates and shoe 
40 lin. ft. 2x8 ridge board 

16 pes, 2x4—16'0" hood and rear porch 
160 lin. ft. Ix6 ribbon board 
450 lin. ft. ry bridging 

4 pes. 2x6— rear porch 

1 . 1x6 D&M sub-floor 
216’ b.m. Ix6 D&M storage floor 
1000’ b.m. {x3 finish floor 

1200’ b.m. 1x3 finish floor E.G. 
40’ b.m. {x3 porch floor 

40’ b.m. 5¢x4 porch ceiling 
2700° b.m. 1x8 wall sheathing 
2100’ b.m. 1x4 roof sheathing 
22 sas. 16” shingles—roof 

24 sqs. 24” shingles—side walls 
{2 pes. 2x4—16'0” coal bin 

350’ b.m. {x6 D&M coal bin 


MILLWORK—Basement 0. S. Sash 


3 mull sash frames 26x16—1%,—I m, 
2 single sash frames 26x16—1°,—! 
8 sash frames 26x16—1%,—1I It. oA, 5 Its. 


IST FLOOR O. S. Sash and Doors 
| front door 3/0x6/8—134” 
transom 


agg 3/0x6/8—134” 2 vert. panels 
t Ss 
front door transom 3 0x12”—134 
Its. S.S. 
side I.S. trim 
rear door frame 3/0x6/8—134” 
transom 
rear door 3/0x6/8—134” 
It. D.S. 
rear door transom 2 Its. 
1! it. $.S. 
side is: trim 
window frames 32x32—1%, 2 Its. 
window 32x32—i%, 2 Its. top 
Its. -S. 
sides 1.S. trim 
quad. window frame 26x32 13 2 Its. 
mull window frame 26x32 1%, 2 Its. 
14 windows 26x32 1%, 2 Its. 
Its. D.S. 
side quad. 1.S. trim 
side mull 1.S. trim 
window frame 26x32 |%, 2 | 
window 26x32 1% 2 Its. 


side 1.S. trim 
window frame 36x18 1% 2 Its. 
window 36xi8 1% 2 Its. 
its. D.S. 
side 1.S. trim 

1 window frame 32x20 1% 


frame 


cut 


3x panels 


cut 


top cut 


2 Its. 


12” 


12” 


3, Ox12”"—134"— 


top cut 6 


A. “cut 6 Its. 





| window 32x20 13, 2 Its. 


1 side 1.S. trim 
2ND FLOOR O. S. Sash 


4 mull window frames 26x28—1! 
4 window frames 26x28 1%, 2 Its. 
11 windows 26x28 1%, 2 Its. 
Its. D.S. 
window 26x28—13, 2 Its. 
Florentine 
mull 1.S. trim 
single 1.S. trim 


casement frame 12x30 1% 1 It 


casement sash 12x30 1%, | It. 


No trim 

ATTIC 

2 gable louvres, 18x36” 
1.S. Doors and 7. 
! set jambs 3/0x6/6 

2 batten doors 3/0x6 é * 8” 
IST FLOOR 

sets jambs 5/0x6/8, 
pa.r doors 5/0x6/8 
D.S 


1.S. trim 
set jambs 2/8x6/8, 
door 2/8x6/8 1%, | 
side 1.S. trim 
side 1.S. trim 
set jambs 2/8x6/8, 1x53,” 
door 2/8x6/8, 1%, | pan. 
sides 1.S. trim 
2ND FLOOR 
4 sets jambs 2/8x6/8. 
4 deors, 2/8x6/8 1%, 
8 sides.1.S. trim 
4 sets — 2/4x6/8, 1%9@x535" 
4 doors 2/4x6/8—1% | panel 
8 sides 1.S. trim 
1 set — 2/6xG6/8, 1%%_x53_” 
| door 2/6x6/8 1% | panel 
| side 1.S. trim 
MILLWORK GENERAL 
320 lin. 34x52” base 
! lin. ft. 34x! base mold 
lin. %x7%_ base shoe 
lin. ft. 34x52 base 
lin. ft. 34x1 base mold 
lin. 3gx7%_ base shoe 
m 00 lin. ft. 34x1%4 picture mold 
6 lin. ft. 34x42 hook strip 
48 lin. ft. 534x112 shelving 
kitchen case detail 
china case detail 
bookcase detail 
mantel shelf detail 
set plain shelves sunroom 
linen case detail 
medicine case detail 
| breakfast set, stock 
| flight main stairs, old Colonial. 
| flight basement stairs, 
OUTSIDE MILLWORK 
8 240 lin. ft. 1x8" verge boards 
260 lin. ft. 42” crown mold 
130 lin. ft. 3x6” facier 
30 lin. ft. %4x4” facier 


1%ex53e” 
134” 15 


1¥gx53@” 
panel 


Nee NN 


1¥gx53_” 
| pan 


6 
3 


Genament 


mill. 12 


top cut 8 Its. 


%, 2 Its. 


top cut 6 
top cut 6 Its. 


cut 6 Its. 


Its. 


16 risers 
risers 


‘Xe 


Sa ee a eae tal tad 


a 


a: ¢ 


375’ b.m. he ot yr iniere plancier 
rie 
a pane, hood 

2 brackets 30x36" 3” 
6 main gable ot , 1\% ” thick 
4 dormer gable brackets tA ’ thick 
130 lin, ft. 154” bed mold. 
! rear porch col. 4'/2x4'/2 10'0” 
6 lin. ft. porch balustrade 
| set rear steps 5’0” 4 risers 
20 sq. ft. lattice panel 
44 lin. ft. 2” cove ceiling mold 
12 lin. ft. 4Y2x8 rear porch plate 
ROUGH HARDWARE 
31 sets sash weights and cord 
500 Ibs. nails 
| coal chute 
| floor drain 
| cleanout door 
FINISH HARDWARE 
8 sets basement sash fixtures 
| set casement sash fixtures 

sets sash locks and lifts 


10 1.S. door locks 

1 pair push plates 

| D.A. floor hinge 

3 pair 4x4 L.P. butts and screws 

10 pair 32x32 L.P. butts and screws 
2 pair 3x3 L. P. butts and screws 

2 transom lifts 

16 pair 2x2 butts and screws, 
6 door catches, cases 

9 small lock cases 

4 drawer pulls, cases 
PLUMBING AND HEATING 
| bathtub, | lavatory 

! closet complete 

| set laundry trays 

| hot air heating plant complete 


cases 
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American Lumberman 


Farm Building Suggestion 


PLAN FOR A SHED-ROOF POULTRY HOUSE 


A good ventilation system, together with inside insulation 
of walls and ceiling, makes this a desirable poultry laying 
house for both summer and winter use. 

The shed type of roof has been utilized to keep the cubic 
content at a minimum, at the same time leaving head room 
for the caretaker. The low cost of construction is decidedly 
in favor of this type of roof. 

The rear wall is sealed with 6-inch flooring behind the roosts. 
The ceiling may be lined either with flooring or commercial 
insulating board. False rafters may be added under the front 
half of the roof, to drop the ceiling to the height of the door. 
Insulating board may be used to line the underside of these 
rafters, or, if wire netting is placed above, loose straw may 


be added. 


Ventilation is necessary to supply fresh air and to remove 


asteaasarase 





foul, moisture-laden air. With the ventilation system shown, 
in the winter ventilation may be closely controlled, and in the 
summer a good circulation of air may be had. One-inch mesh 
chicken wire, or common wire screen, should be provided for 
all openings if the flock is to be confined. 

The concrete foundation walls should extend below the frost 
line. Concrete laid over hollow tile, or a crushed rock or 
cinder fill, will make a satisfactory warm, dry floor. The top 
of the floor should be at least six inches above the ground 
level. Common frame construction is shown for the walls; 
roll roofing for the roof. 

The shed-roof type of poultry house combines the advan- 
tages of economy in use of materials, with a low cubic con- 
tent per bird. 


LUMBER 

Sills and Plates, 6 pcs. 2x4”x 20’ 
Post, | pc. 4x4’x6’ 

Studding— 


MATERIAL LIST FOR A 20x20’ SHED ROOF POULTRY HOUSE 
MIDWEST PLAN NO. 72722 


Quarter Round, 82 lin. ft. 34x34” 
Quarter Round, 32 lin. ft. /x!/” 
Crown Mould, 88 lin. ft. 1x2” 
Vent Door, | pc. Ix10”x16’ 


Flooring (Rear Wall), 80 board feet 1x6” 
Door Glass (Barn Sash) 2 pcs. 4 Lt. 7x9” 
Windows (Barn Sash), 8 pes. 4 Lt. 9x12” 


Bolts, Barrel, 4 pes. 3” 

Bolts, Eye, 6 pes. '/4x4” 

Bolts, Anchor, 22 pes. '/ox10” 
Wire Coil Chain, 10 gage, 27 ft. 


pe. 2x4”x18’ 


Windows (Barn Sash), 2 pcs. 2 Lt. 8x10” 





3 pes. 2x4”x16’ 





3 pes. 2x4”x14’ 
2 pes. 2x4”x12’ 








& pes. 2x4”x10’ 

12 pes. 2x4”x8’ 
Ribbands, | pe. 2x10”x20’ 
Ribbands, | pe. 2x6”x20’ 








False Rafters, |! pcs. 2x4”x10’ 
Rafters, 22 pes. 2x4”x12’ 


























DROP SIDING 


























Verge, 2 pes. 2x4”x12’ 








> 
FLOOR Lime? 


Verge, 2 pcs. 2x4”x10’ 
Blocking, 4 pes. 2x4”x10’ 
Headers, | pc. 2x4”x18’ 
Headers, | pc. 2x4”x16’ 
Sheathing, Roof, 580 board feet, 

1x8” 
Drop Siding, 550 board feet, Ix6” 
Sills, Window, | pe. 2x6”x10’ 
Door Frame, 2 pcs. !x4”x16’ 
Stop, 74 lin. ft. 1x2” 
Trim— 

2 pes. Ix4”x18’ 

3 pes. Ix4”x16’ 

2 pes. Ix4”x14’ 

2 pcs. Ix4”x10’ 


South Evevation 


Doors— 
| pe. 
| pe. 
| pe. 


1x6”x14’ 
1x6”x8’ 
1x4’ 14’ 
| pe. Ix4”x12’ 
| pe. 1x4”x18’ 
2 pes. 1x4”x14’ 
Roosts— 
| pe. 2x4”x12’ 
3 pes. 2x2”x18’ 
13 pes. 2x2”x10’ 
22 pes. 1x6”x10’ 
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ALL windows 
TO BE SCREENED 


Insulating, 1/2” Commercial Insulat- 
ing Board, 4 squares 

Building Paper, 4 squares 

Roofing, 5 squares 


HARDWARE 


Hooks and Eyes, 8 pes. 
Dowels, | pc. ¥gxl0” 
Latches, Steel Thumb, 2 pes. 
T-Hinges, 3 Pr. 6” 

Hinges, Butt, 10 pr. 2x2” 
Bolts, 6 pes. 3x8” 


STRAW MAY BE USED WERE iNSTeR. 
OF THE INSULATION 
THE FALSE RAT iEe 
must TY ~ aust 
RAFTERS @ wiRl METTING STRET HED 
~~. On TOP 
29'S; 
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Wire Cloth, 16 Mesh, 36” wide, 22 ft. 
Screen Doors, 2 pes. 2’-3”x6’-6” 
Nails— 
5+ 16d Com. 
12 10d Com. 
30+ 8d Com. 


Paint, 3 coats, 3 gallons. 
CONCRETE AND TILE 
Concrete, 7.83 cu. yds. 
Tile, 5x8x12”, 76 
GRAVEL FILL 

Gravel, 4.5 cu. yds. 


2-274" PLATE 


SCREEN 
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_¢ 2 #2" 8005T* 


tei. - 407 BARN SASH 


MOUSE TO BE BOLE FOUNDATION 
On Ak SIDES "10 BOLTS Every 5’ 
SPACH BOLTS IM REAR Wali SO 44 TO 
“335 WINDOWS 








SEE ROOST OF Tan 
SHOWN BrLOw 








2*4+B-O sTv0 ° c 

. “a , . 2 o 
: , aoe mate FOUNDATION LIME) bao 

[SEE DETAN 4 . s.oee 5° im 20°-0* 4 : 

SWEET N®Z , a Wd 


r ers 7 Prt at aot ae Te 
a © 























so.r 3 CONCRETE 
+. 
: 


a ne 


























GH WEIGHT BOO FING PAPE |, 
Ont BOW OF THE PLacro 
AROUND HOUSE ON 
mSiot 
wae.s. AS 








oor 4 2oan 

















pe 





+ FOUNDATION 
Snown 














CROSS Section 
Mae to 


FLOOR PLAN 


Fifteen Agricultural Schools Co-operate 





Courtesy Midwest Farm Building Plan Service—in Which 
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The Satisfied 


A fellow doesn’t need as much 
As many folks suppose. 
A wreath I shall not try to clutch 
If I can have a rose. 
Some people long for wealth and worth, 
And labor fast and hard, 
But all I want of this old earth 
Is just a little yard. 


A mansion may be very fine, 
Desirable to some, 

But there’s a dwelling that is mine 
To which at night I come. 

The rich and poor, whate’er their store, 
Are easy to divide: 

The poor are those who wish for more, 
The rich the satisfied. 


We See b' the Papers 


All that we are is owed to us by our country. 


It is really Herbert Hoover, D. D., meaning 
Don’t Dast. 


It’s a smart lawyer who knows the law from 
AAA to ZZZ., 


The WPA at least can not be charged with 
unseemly haste. 


The chief charge against Mr. Landon seems 
to be that he made a success of his business. 


The first thing Congress decides on is a bill, 
and the next the folks who don’t need obey it. 


A man gets a seat in Congress, and then 
spends the rest of his time trying to keep it 
there. 

This country isn’t divided into the haves and 


have nots, but the have saveds and have not 
saveds. 


One good thing about a political campaign: 
there’ll be something on the radio worth list- 
ening to. 

Still, perhaps it was just as well that some 


of these corporations in the flood area had 
surpluses. 


We have always had _a suspicion that in Eu- 
rope, when no Americans are around, they call 
him Uncle Sap. 

_Of 16,000 who took the test for police jobs in 
Chicago, only 500 passed. And they still have 
to have a friend. 

A moving picture maggot produced a clean 


movie the other day, and was he surprised! The 
theaters are packed. 


With all due respect to Gen. Hagood, you 
pour conside-able money down a rat-hole when 
you spend it for a war. 


To be a proper candidate for public office, a 
man must prove that he never was able to make 
a nickel at anything else. 


The taxpayers are now supporting 11,120,925 
dependents. Of course, the senators and so forth 
don’t call themselves that. 


The politicians better not begin comparing 
corporation and government salaries. Some- 
body might begin comparing results. 


An aviation engineer says that within ten 
years we shall be traveling 500 miles an hour 
through the air. Him maybe, not us. 


You think you have a tough time of it in 
your business? Well, we spent a whole Sabbath 
writing just this bunch of paragraphs. 


The social security act won’t apply to a plant 
that has less than eight employees. We don’t 
think much of the security of that eighth fellow. 


Kagawa indicates that none but Socialists en- 
ter the Kingdom of Heaven. Evidently the pop- 
ulation of Heaven has been greatly over-esti- 
mated. 


Hey! You know that $100 you made last 
month? Well, a fellow just reached into your 
pocket and took $22.50 of it! You don’t mind? 
Oh, all right then. 


For the last twenty years, whenever one of 
our diplomats went abroad to a conference we 
had a feeling just like a fellow with a cheap 
pair of suspenders. 


Between Trains 


SauL_t Ste. Marie, Micuo.—We may have 
already recounted in this page the occasion 
when a colored bellboy in Kansas City, Kan., 
recently asked us to decide an argument and 
tell him whether Sault Ste. Marie was in the 
United States or Canada, and we told him 
“Yes.” Today we discovered we were en- 
tirely right. Last night we addressed the an- 
nual dinner of the Soo (Mich.) Chamber of 
Commerce, and a considerable delegation of the 
Soo (Ont.) Chamber of Commerce was there. 
Today a delegation from the Soo (Mich.) 
Chamber walked across the ice of St. Mary’s 
River to a luncheon of the Soo (Ont.) Cham- 
ber. When it comes to baseball and things 
like that, the two towns may be deadly enemies, 
but when it comes to boosting this resort and 
travel region, they are firm friends. For ex- 
ample, they all seemed to think that a bridge 
across the Straits of Mackinac would be a 
grand thing. 

Among those who dropped around to see us 
were the MacDonalds, father and son, both luin- 
bermen. The father has been in the lumber 
business better than fifty years, and planned to 
be up before daylight the following morning 
to continue his profession. 


MINNEAPOLIS, MINN.—It has been the biggest 
and best convention the Northwestern Lumber- 
men’s Association ever held, they tell us, and 
it certainly looked it. Every chair was occupied, 
and we don’t mean by that that any fellow 
was using three to lie on. Whatever lying was 
done, if any, was confined to the platform, and 
done by one speaker, whose name modesty for- 
bids us to mention. Not only was every seat 
occupied at the session we were able to attend, 
but fifty pairs of feet. So congratulations to 
President Finkbine, Secretary Lance and all 
who worked for the convention’s success, and 
thereby achieved it. 


Two-Fisted Men 


We used to praise two-fisted men. 
Well, they have passed beyond our ken. 
Of course, men still stand up and fight, 
Fight for the wrong, but not the right. 
We'll fight for booze, to do us harm, 
But not to save the dear old farm. 

Oh, yes, we'll fight for such and such, 
Just so it doesn’t matter much. 


A man who laid a hand upon 

A woman once was dead and gone 

Right then, a hundred men in town 

Would grab the chance to knock him down. 

3ut things have changed since those old days: 
No more unhand-me-villain plays 

Seen on the stage—now womankind 

Says, “Mind your business! I don’t mind.” 


Two-fisted men? Oh, yes, a few 
Still fight to keep their mountain-dew, 
But not ancestral acres, not 

For anything that’s worth a lot. 
They'll fight a man about a game, 
But not for any ugly name. 

They fight for nothing any more 
Except what’s not worth fighting for. 














Introducing 


MISS HOLLYWOOD 
THE MODERN 


Combination Screen and 
Adjustable Metal Sash Door 


Step-up your Combina- 
tion Door sales this 
Spring by acquainting your customers 
with Miss Hollywood. 

They'll ‘‘fall’’ for her snappy appear- 
ance, her many attractive features— 
easy adjustable Pullman type sash 
locking in eight positions for grad- 
uated ventilation — quickly removable 
for cleaning —full weatherstrip and 
burglar protection—permanent tension 
rolled-in screen — substantial long-life 
construction, etc. 

Write TODAY for descriptive folder, 
prices and name of nearest jobber. 


WEST COAST SCREEN CO. 
1145 E. 63d St. Los Angeles, Cal. 
Distributed in ye District by 
Red River L er Co. 





Roofing Profits For You 


You can make extra sales and 
extra profits on the basic mate- 
rials for built-up roofing and re- 


coating. Our free demonstration 
panel makes selling easy—and the 
Abesto Way gives your customers 
cheaper, quicker, better roofing 
jobs. Abesto is simply BRUSHED 
ON COLD—withstands heat, cold, 
does not crack and is long endur- 
ing. Write TODAY for full infor- 
mation. Let us tell you what 
other dealers are doing with 
Abesto. 


Abesto Mfg. Co. 


Michigan City, Indiana 
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Japanese Protest Export Methods 


Confer on Stabilization of 
Japanese Market 


_SEATTLE, WasuH., March 21.—The Douglas 
Fir Exploitation & Export Co. was host 
Thursday night to a small group of prominent 
Japanese lumbermen who had just arrived from 
the Orient to confer with American lumber 
exporters. In addition to the honor guests, 
there were a number of prominent Japanese 
residents in Seattle, and American lumbermen 
from the Puget Sound area. L. E. Force, presi- 
dent of the Douglas Fir Exploitation & Export 
Co., presided and introduced the honor guests. 
M. E. Blackmar, of Osaka, representative of 
the company in Japan, accompanied the visi- 
tors. 

A few months ago, President Force accom- 
panied by W. B. Nettleton, president Nettleton 
Lumber Co., Seattle, visited the Orient in the 
interests of the Export company. There they 
learned some of the serious problems confront- 
ing the Japanese lumber importers. The pres- 
ent visit of Japan’s most prominent lumber 
importers is made with a view toward price 
stabilization in the Japanese market. 

The delegation comprised S. Itoh, Seiko 
Shokai, Tokyo, president of the Federated For- 
eign Lumber Association of Japan; S. Naka- 
gawa, Nakagawa Shoko, Osaka, president 
Osaka Foreign Lumber Importers’ Association ; 
S. Kuzuno, Miyashita Timber Co., Kobe, mem- 
ber of the Kobe Foreign Lumber Importers’ 
Association. 

Following introductory remarks by President 
Force, I. Okomoto, Japanese consul at Seattle, 
spoke briefly on the friendly relations between 
the two nations. 


Japanese Explain Their Position 


Mr. Itoh, head of the delegation, brought 
this message to the American lumbermen: 


During the past year it has been our pleas- 
ure to meet in Japan a number of prominent 
American lumbermen. At these meetings we 
have always discussed the problems of the 
Japanese lumber importers and their rela- 
tions with the American exporters and pro- 
ducers. Wishing to discuss our troubles col- 
lectively with the suppliers in America, we 
have come to your country with hope that 
by explaining more fully our position, we 
can come to some plan of better understand- 
ing of production and demand. 

It is useless to expect distributors of any 
article of merchandise to continue to handle 
the line and push sales if they can not make 
money, and under the present methods of 
producing, exporting and distributing Ameri- 
can lumber, as far as the Japanese market 
is concerned, a reasonable profit can not be 
expected. We would like to meet with the 
producers and explain to them that Japan 
can no longer be used as a “dumping ground,” 
and if such practices as are now in use are 
continued, Japanese importers will be dis- 
couraged and become indifferent to importa- 


tion of American lumber, and your exports 
will decline and higher duties can be ex- 
pected in order to protect home forests. 


Before leaving Japan, a meeting was held 
in Tokyo which was attended by represen- 
tatives of the foreign importers, domestic 
producers and Forestry Bureau, at which time 
the problem of American competition with 
domestic lumber was discussed. In the past, 
relations between the foreign importers and 
domestic producers have not been friendly, 
but, at this meeting, the foreign importers 
explained that they are working toward a 
stabilization of prices and importations which 
would be of great assistance to the domestic 
situation. It was pointed out that if the 
American “square” business was better con- 
trolled, the duty on “squares” could be grad- 
ually reduced, it being well understood from 
its nature that “squares” are not in any way 
competitive with domestic lumber. If America 
and Canada will adjust their production of 
“squares” to the consumption of the Japan- 
ese, and not use Japan as a dumping ground 


the annual volume can be increased con- 
siderably. 

So we have come to the Northwest to ex- 
plain the prospects for American lumber in 
Japan, and to request you to study our 
problems for the mutual advantage of Ameri- 
can producers and Japanese consumers. It 
is also our wish to pay our respects to the 
lumbermen from your country who have in 
the past visited us and our associations. We 
bring them greetings from their many 
friends, members of various foreign lumber 
associations, and acquaintances in Japan. 


Hope to Meet Importers’ Wishes 


W. B. Nettleton, replying to Mr. Itoh, stated 
that if all the mills exporting fir were mem- 
bers of the Douglas Fir Exploitation & Export 
Co., the solution of the problem would be sim- 
ple. He expressed the hope that Douglas fir 
manufacturers of the United States would meet 
the proposals of the Japanese importers. He 
urged these American manufacturers to realize 
the sincerity of the Japanese. Japanese im- 
porters have been forced to take great risks and 
have been unable to make a profit in the busi- 
ness. It is very evident that they will not con- 
tinue under those conditions. 

Both President Force and Mr. Nettleton ex- 
pressed their appreciation and gratitude for the 
hospitality showered upon them during their 
recent visit to the Orient. 





January-February Imports of 
Fir-Hemlock 


Wasuincton, D. C., March 23.—United 
States imports of Canadian Douglas fir and 
western hemlock during January and February 
totaled 6,722,907 board feet, according to pre- 
liminary figures supplied the Forest Products 
Division of the Department of Commerce by 
the Bureau of Customs of the Treasury De- 
partment. 

The reciprocal trade agreement signed by the 
United States and Canada last year allotted 
Canada an annual quota of 250,000,000 board 
feet of Douglas fir and western hemlock to enter 
the United States at a $2 duty and excise tax, 
which is 50 percent of the former prevailing 
tariff. Should the quota be exhausted, further 
imports during the year will be subject to the 
full tariff of $4 per thousand board feet. The 
figures now available for January and February 
are not entirely complete, lacking part of the 
Washington Customs district imports during the 
last week in February. However, the Forest 
Products Division points out that, based upon 
this preliminary figure, imports for these two 
months amounted to only 2.7 percent of the an- 
nual quota permitted. 

During January and February, 1935, United 
States imports of Douglas fir and hemlock to- 
taled 166,000 board feet, which represented 0.2 
percent of the total of 77,684,000 board feet 
imported during the entire year 1935. All of 
the 1935 imports paid the $4 duty and excise 
tax. 

It is interesting to note, states the Forest 
Products Division, that the Customs Bureau sta- 
tistics disclose that the greater portion of the 
January and February imports came through the 
districts of Dakota, Duluth, and Washington, 
with some small shipments into Buffalo, Massa- 
chusetts, Los Angeles, and St. Lawrence dis- 
tricts. Judging from the Customs districts of 
entry, the Forest Products Division believes 
that the bulk of these importations have been 
by rail. 

Through the courtesy of the Bureau of Cus- 
toms, the Forest Products Division expects to 
release, during the balance of this year, monthly 
import statistics covering receipts of Canadian 
Douglas fir and western hemlock subject to the 
quota, 


Exports Decline as Imports 
Make Big Gain 


WasuincTon, D. C., March 23—Preliminary 
figures of the Department of Commerce show 
that during February 28,150,000 board feet of 
logs and hewn timber was exported from the 
United States, compared with 35,185,000 during 
the previous February; while for the first two 
months of this year the exports totaled 61,619,- 
000 board feet, compared with 74,642,000 for 
the same two months of last year. 

Also in February, 30,196,000 board feet of 
sawed timber was exported, compared with 
34,730,000 feet for the same month of last year; 
and for the first two months of this year ex- 
ports of the same commodity totaled 61,068,000 
feet, compared with 74,642,000 feet for the first 
two months of last year. 

The value of sawmill products exported dur- 
ing February was $3,321,000, compared with 
$3,474,000 for the same month of last year; 
and for the first two months of this year the 
value was $7,136,000, compared with $7,089,000 
for the first two months of last year. 

The department’s figures show also that dur- 
ing February, 65,967,000 board feet of boards, 
planks, etc., was exported, compared with 94,- 
194,000 feet for the same month of last year; 
while for the first two months of this year the 
total was 149,117,000 board feet, compared with 
185,922,000 feet for the same two months of 
last year. 

Exports of wood manufactures during Feb- 
ruary were valued at $1,237,000, compared with 
$1,190,000 during the same month of last year; 
while for the first two months of this year the 
value was $2,706,000, compared with $2,187,000 
for the same period of last year. 

Imports for February of sawed boards and 
lumber amounted to 54,979,000 board feet, 
compared with 18,656,000 feet during the same 
month of last year; while for the first two 
months of this year imports totaled 83,640,000 
feet, compared with 35,207,000 feet for the 
same first two months of last year. 

During February also 47,172 squares of shin- 
gles were imported, compared with 113,758, 
during February of last year; and for the first 
two months of this year 200,738 squares were 
imported, compared with 188,901 during the 
same two months of last year. 

The value of unmanufactured wood and saw- 
mill products imported into the United States 
during February was $1,408,000, compared with 
$1,245,000 for February of last year; while for 
the first two months of this year the value was 
$3,178,000, compared with $2,334,000 during the 
same two months of last year. 

—_——— 


International to Meet 


Vienna, Austria, March 7.—After more than 
one year’s interval, the eighth regular general 
meeting of the Comité International du Bois 
(C. I. B.) will be held in Vienna on March 9. 
Representatives of all the seven countries form- 
ing the C. I. B. are coming to Vienna, among 
them also a delegation from Yugoslavia, which 
again is co-operating actively. Further, the lat- 
est member, Italy, will also send delegates. The 
meeting is expected to be of special interest, in 
view of the fact that the members are united 
for the first time at a conference since the Eu- 
ropean Timber Exporters’ Convention (E. T. 
E. C.) has been formed. Owing to the part 
played by the C. I. B. in connection with the E. 
T. E. C.,, and as the conclusion of such an 
agreement was one of the principal objects for 
the foundation of the C. I. B., the present 
meeting appears to be of special significance. 





The EUCALYPTUS, national tree of Australia, 
is one of nature’s giants, attaining heights up to 
340 feet. 
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Company Makes Staff Changes 


Loncview, WasH., March 21.—C. K. Flem- 
ing, who has been acting as assistant to J. D. 
Tennant, vice president and general manager 
of the Pacific Coast operations of the Long- 
Bell Lumber Co., left here this week for Kla- 
math Falls, Ore., where he has been named 
general manager in charge of the company’s 
operations. He will have charge of the Kester- 
son mill at Dorris, Calif., just across the State 
line from Klamath Falls and recently acquired 
by Long-Bell. 

L. L. Chipman, general manager of Long- 
Bell’s southern operations, has been elevated to 
a vice presidency and will be associated with 
Mr. Tennant in the administration of the lat- 
ter’s divisional affairs here. 





Fire Warden Sees Market for Hard- 
wood Flooring Abroad 


SEATTLE, Wasu., March 21.—Maj. C. S. 
Cowan, chief fire warden, Washington Forest 
Fire Association, Seattle, returned recently from 
a trip to eastern parts of the United States and 
to England and Scotland. Maj. Cowan visited 
war-time friends abroad, and was entertained 
by members of his old squadron. He was an 
aviator in the British Army during the World 
War. While in Scotland, Maj. Cowan, who 
was born in Victoria, B. C., viewed the last 
resting place of members of his family dating 
back to the eighteenth century. 

The German crisis on the Rhine occurred 
just after Maj. Cowan sailed for the United 
States, but he left England with the conviction 
that the British people are sincere adherents 
to the League of Nations plan. He also be- 
lieves that until labor leaders agree on an in- 
ternational wage base, the United States must 
adhere to a system of compensatory tariffs in 
order to equalize costs of production. Maj. 
Cowan suggests that a good market for oak and 
other hardwood flooring exists in Great Britain, 
particularly for replacing the Baltic pine floors 
so generally in use. 





Three Generations in Company 


San Francisco, Cauir., March 21.—C. R. 
Johnson, president and founder of the Union 
Lumber Co., San Francisco, Calif., redwood 
pioneers, celebrated his 77th birthday, Feb. 14. 
First operations carried on by Mr. Johnson, 
1883-84, were at a sawmill only a few miles 
from present logging operation for the com- 
pany’s modern plant at Fort Bragg, Calif. 

At present there are three generations of the 
Johnson family engaged in the Union Lumber 
Co.: C. R. Johnson, president; his son, O. R. 
Johnson, vice president and general manager; 
and his grandson, Charles Russell Johnson IT, 
recent graduate from college, who is working 
at the Fort Bragg plant. 





Big Lumber Shipments Foreseen 


Tacoma, WasH., March 21.—Belief that 

trunk railroads this year will experience the 
best business of the past five years was ex- 
pressed here March 19 by H. A. Scandrett, 
president of the Chicago, Milwaukee, St. Paul 
& Pacific Railway, who is on a business trip 
inspecting the company’s operations in this 
section. This, he said, will particularly affect 
the lumber industry. 
_ “Don’t get the impression that we are en- 
joying a boom,” he said. “However, conditions 
are favorable in practically all movements of 
commodities, including lumber.” 

All indications point to lumber shipments 
East at levels comparable or above those of 
other commodities, he said. He was particu- 
larly enthusiastic over the prospect of increased 
movement from this area and said conferences 
he held with Weyerhaeuser, Long-Bell and 
other lumber company executives while in this 
district revealed a similar attitude on their 
part, 
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In anticipation of increased business, Mr. 
Scandrett said that his road would spend $5,- 
000,000 on new equipment and line improve- 
ments this year. The road expects to add 1,500 
new freight cars and new passenger coaches in 
addition to repairing and remodeling present 
rolling equipment, he said. 





Financier Predicts Building Boom 


Tacoma, WASH., March 21.—An optimistic 
forecast for the Pacific Northwest’s lumbering 
industry was made here this week by James J. 
Hunter, prominent San Francisco financier and 
executive vice president of the Bank of Cali- 
fornia. He foresees a great era of building 
moderately-priced homes if nothing arises to 
interrupt the present trend. 


“We will probably not have another con- 


dition like that of 1926-1929, when more ex- 
pensive homes were built,” he said. “The 
income of men who could build these homes 
has been drastically curtailed. However, an 
acute shortage has developed in moderately- 
priced homes, and this year will probably 


see a great number of this type built 
throughout the country. This will call for 
an immense amount of lumber and the 


Northwest has it. The only danger is that 
this development may be slowed up by labor 
disputes. If both workers and owners will 
produce, the lumber will be sold and this 
section will benefit greatly.” 

He said that general business is improving 
all along the Coast and that there is a steady 
pick-up in business at the present time. 





Lumber Firm to Resume Logging 


VERNONIA, OreE., March 21.—F. R. Olin, 
president Oregon-American Lumber Corp., 
commenting on the plans for resumption of 
operations at Vernonia, said: 

Up to the present our attention has been 
given largely to the rehabilitation of our 
railroad and logging properties, which were 
severely damaged by fire in 1933. We hope 
to have this work far enough along so we can 
begin logging in May, and unless some un- 
foreseen difficulties arise, we expect to be 
cutting lumber by June 15. 


The Vernonia mill is well equipped to sup- 
ply the needs of the exacting rail trade, and it 
is expected that the bulk of its production will 
be marketed throughout that trade. The plant 
is especially well equipped with drying facili- 
ties, and it is expected that practically all of 
the product will be kiln dried before it is placed 
in storage sheds, preparatory to shipping. There 
is ample shed capacity and no lumber will be 
stored outside with the exception of timbers 
and similar items. 





Newsy Notes from Crossett 


Crossett, ArK., March 23.—Announcement 
has been made that on April 1 the Chicago 
sales office of Fordyce-Crossett Sales Co. will 
be moved to Crossett. Sales for the northern 
and eastern markets will be handled from 
Crossett. with John T. Erwin in charge. 

The Crossett Lumber Co. has received an 
order for 12,000 posts for use in building the 
60-mile WPA fencing project in Desha and 
Drew counties. All posts are being Wolman- 
ized at the Crossett Lumber Co. treating plant, 
to prevent rot and termite attack. 

Work began here last week on construction 
of the large pulp and paper mill to be erected 
by the Crossett Lumber Co., the Rush Engi- 
neering Co., of Pittsburgh, Pa., being the con- 
tractor. 

Headed by Prof. Ralph C. Brvant, of the 
Yale School of Forestry, 17 forestry students 
inspected the Crossett Lumber Co. logging op- 
erations and reforestation program here on 
March 12. A. G. Jacobson, forester for the 
Crossett Lumber Co., and R. R. Reynolds. su- 
perintendent of the Southern Forest Experi- 
mental Station here, acted as guides, 








































“‘Push-Over”’ 


Door Hardware 
ERE’S just the 


door hardware 
set you need to land 
that big volume of 
business that de- 
mands quality and 
buys on price... 
“Push-Over” ALLITH 
50-50.” 


50 


Easy to install, even on 
old doors when in good 
condition ... nothing to 
get out of order —no 
springs, no trouble, no 
maintenance .. . perfect 
action ... ALLITH qual- 
ity in every detail... and 
the lowest price on record. 


Write or WIRE for details 
and prices TODAY. 


ALLITH-PROUTY MFG. CO., 


Danville, Illinois. 
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the factory before the planing operation, in- county, 
R as ri National ant 
stead of being planed at the point of origin xi dieiiaocxs Togal | Softwood | Hardwood Total | Industrial g/ woodland Total fomeee Other municipal 
as is most softwood lumber. This planing = — 
of hardwoods in the form of cuttings at the gi. on = on a a cane mn = te =. 
fabricating plant has the advantage of mini- Meine 39,750 24,738 | 15,018 | 38,097 one 3,038 52 62 ee 1,042 
ete omg ~m atta . en tt 2, 47 " es es eo 
mizing waste due to warp. Kew Raapasire sieee ‘307 2,588 5'esi 4008 #36 1,087 1,087 “ Es 
e@ isian - * - r 
Allow for Planing and Warping Vermont 8,306 2,102 6,205 8,217 3,089 2,268 ee ee ee 89 Phi 
The different hardwood species differ con- Total 57,875 32,812 25,064 | 55,305 47,421 7,078 1,119 1,19 1, ort 
siderably in the amount of shrinkage and in Middle Atlantic rates 
their tendencies to warp, but they are all Maryland 1,274 20 | 1,080 | 2,854 son "3 - : : #6 the s 
sawed the same thickness at the mill. The New Jersey "85? 323 "334 305 518 a ‘ on 3 : 
average hardwood mill saws quite a number ah Behe err} | wt 4 1 est} m gs & 113 ing | 
of different species which reach the mill in creas 
a mixture, and segregating the species before Total 26,150 8,245 17,905 | 25,651 15,851 12,000 98 * . 221 distri 
sawing is not commercial practice. The only Str! 
standard practice we know of where a dif- Miohigan 16,430 | 3,450 | 12,960 | 16,345 12,928 3,417 85 8s +s ine situa’ 
ferent sawing allowance is made is in the ong — i, we) Se, “ oS ages — - India 
case of quartered lumber, it being customary Wisconsin 10,624 2,509 | 6,515 9,643 6,343 3,500 980 ll 969 1 Pp m 
to saw quartered oak, for example, 1% inches | one enn 
as compared with 1% inches for the flat-sawn Total 35,687 | 9,193 26,604 | 32,733 21,771 10,962 2,204 1,200 2,006 as Cl 
lumber. One and one-eighth inches is the Con tral ‘ rigs 
customary rough green ‘thickness for 4/4 os emeny 3'ies 26 Sits | Selae 283 3.008 s . s : issip] 
hardwood lumber in all the woods. Here owe 1,107 — | Loe 1,107 7 1,030 y vy ; lake 
and there a mill may be found cutting a little oeay ovare oe ae —_ ere “ . | os * iene 
thicker or a little thinner, but such mills are ghio 4,194 oan | $143 4,138 1,220 2,915 si5 sib 8 . ~~ 
the exception. A large number of measure- ennesses 9,685 1166 | 8, 9, , ’ . 3 while 
ments on rough dry 4/4 boards from mills ar Tee eens mt | — —_ - ” - go a 
in the Gulf and Appalachian States show the Total 34,622 2,900 31,722 | 34,066 16,613 17,453 “40 4 . 107 
average thickness for different species to South west, 
vary from a minimum of 33/32 inches up to Alabama 21,176 16,798 4,397 20,006 14,157 6,509 — 7 20 2% on tl 
a maximum of 35/32 inches. Since the stand- arkeneas 24,170 11,343 12,62 2,7 1244 ’ | 
ard S28 idenese is 26/32 inch, this seems cate 201870 iatei? 6708 boar i2'3e0 7,878 396 306 | . 6 miei 
like an unnecessarily high allowance for Louisiana 26,590 12,684 15,706 | 28,579 23,9 4,664 5 5 . was | 
planing, % inch usually being considered North Careline} ieisas | 11,073 | Bisro | ieises | itseL ates esa 863 168 = pie 
fully adequate to do good dressing on both Oklahoma 3,542 2,459 1,083 3,542 3,362 180 ee - an 
sides of 4/4 lumber. However, this is where oe aasine rier R44 Ho ery 33° oes He " a ee 3 Nort! 
warping comes in, a factor which is probably Virginie 11,086 4,629 6,257 | 10,870 6,163 4,107 777 777 ee 39 A ssov 
of greater importance in determining the " <i 
necessary initial thickness than shrinkage Total 199,207 121,449 77,848 | 195,117 146,850 48,267 3,068 3,653 215 31 ling 1 
It takes only a small amount of cup or twist Pacific P 
: : +t : oe oe 05,169 +25; 2,9 240 and " 
in a board to require an additional % inch ee $37 ese Soe'see 2,316 tes'ser tre 'oee 18,705 203/068 ise ese 51, "O30 533 1 
of material to permit dressing the board Wash ingtan 321; 316 320,915 401 | 183,250 174,749 8,501 112,734 102 ,309 30,425 25,352 I rp 
smooth. Total 1,041,628 |1,038,009 2,719 | 593,902 568,696 25,206 | 481,572 367,198 66,375 26,155 curin 
Suggests Three Thickness Groups Herth fooky ite prevé 
Based on our recent studies of the hard- Taano 96,592 96,502 28 , 020 26,917 1,103 50,621 56,275 3-o08 @,0e2 troub 
woods of the South, we can make three conten a i a 7 —— _ — sahil - rates 
groups for which theoretically at least Total 146,368 146,368 oe | 41,732 40,223 1,508 93,130 88 ,840 4,290 11,527 d 
slightly different rough green thicknesses * an 
might be used. om “ 19,627 19,987 7 929 2 20 10,907 14,088 8,898 120 that 
° e 7,379 7,376 »* ,415 * . e ° 

The first group consists of woods having — bier +4 0798 on 448 “48 ee 0 22 s ane 108 oi West 
slig re i > “ies , , Mexi 14,389 14,389 pie 4,296 4, re , 7 
9 rg 8 Re s ly FF so Se Sout Dakota > eL > ae Me - oon 64 o'ere 71283 oan 3 sylva 
ash, sweet birch, chestnut, hackberry, hard Wyoming 32,584 32,584 *- 1,744 1,744 - 30,328 28,156 2,170 512 celve 
maple, soft maple, yellow poplar, and Total 125,956 125,955 1 9,516 9,452 64 114,983 99,917 15,066 1,457 carrik 
willow. 

The second group consists of woods hav- Eastern regions | 353,831 174,596 | 179,233 | 343,140 246,486 96,654 7,818 6,510 1,306 2,873 and 
ing either medium warping or high shrink- Sestern regions | 1,313,972 | 1,311,252 2,720 | 645,149 618,371 26,778 | 629,684 545,955 63,729 39,159 gives 
age. This group includes basswood, chest- 064,007 xas.as2 | 687,502 858,465 85,037 42,012 to 
nut oak, red oak, white oak, cottonwood, ae RS Ae 1 ee - : k : : Sagis 
» 21 ick é ig Ce P ve 
—,* m, hickory, magnolia, pecan and D/ Prepared by the U. S. Forest Service. Includes trees large enough for lumber production regardlese of their actual use, d 

‘ : , at the close of 1930. The figures are not thoroughly reliable; they, however, embrace the best available date, checked eper 
' sme ture group insiates four woods i by the judgment of well-informed men. Tolec 
ng the most pronounce warping tenden- - 
clies—black gum, red gum, sycamore and Y yn AR Rye pulp and paper, and mining companies, naval stores operators, railroais, and miscellaneous the ] 
elo, vite 
upere 2/ Less than 500 thousand feet, city. 
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Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight for the two weeks ended March 
14, 1936, totaled 1,251,690 cars as follows: For- 
est products, 61,730 cars (an increase of 7,471 
cars above the amount for the two weeks ended 
Feb. 29) ; coal, 242,824 cars; grain, 73,899 cars; 
livestock, 23,388 cars; ore, 13,452 cars; coke, 
15,370 cars; merchandise, 317,381 cars, and 
miscellaneous, 503,646 cars. The total loadings 
for the two weeks ended March 14 show a de- 
crease of 8,145 cars below the amount for the 
two weeks ended Feb. 29. 





To Grade, Bundle Export Ply- 
wood at Central Warehouse 


Tacoma, WasuH., March 21.—The Pacific 
Forest Industries (Inc.), marketing organiza- 
tion of the plywood manufacturing companies 
of the Pacific Northwest, will establish a cen- 
tral warehouse here, through which all of its 
export products will be shipped. Announce- 
ment of the company’s intention was made by 
E. W. Daniels, of the Harbor Plywood Co., 
Aberdeen, who is president of the marketing 
organization. Axel Oxholm, manager of Pa- 
cific Forest Industries (Inc.), is now in the 
East completing details preliminary to estab- 
lishment of the shipping base. 

The plan for concentrating foreign shipments 
of plywood here has been under consideration 
for some time. Some 5,000,000 feet of plywood 
will be handled here each month when the 


AMERICAN 


plan goes into effect. It will come from Long- 
view, Olympia, Seattle, Everett and Grays 
Harbor. 

Explaining the move, Mr. Daniels said that 
the plywood industry has long felt the need 
for a system of uniform grades and bundling. 
The plywood will be shipped here in loose form, 
and at the warehouse here will be graded and 
bundled. All export orders will be filled from 
this stock. It is estimated that the plan will 
be in full operation by the middle of May. 





Turpentine Farmers Organize 


JACKSONVILLE, FLA., March 23.—Permanent 
organization of the American Turpentine Farm- 
ers’ Association was effected here on March 18, 
when Judge H. Langdale, of Valdosta, Ga., was 
elected president; R. M. Newton, of Wiggins, 
Miss., vice president, and C. P. Keppy, of Madi- 
son, Fla., secretary-treasurer. Headquarters are 
to be maintained at Valdosta, Ga. 





Cargoes For Latin America 


CHARLESTON, 5S. C., March 23.—The schooner 
Anna R. Heidritter has sailed for Cuba with 
482,704 feet of lumber loaded here at the A. C. 
Tuxbury Lumber Co.’s plant. A total of 121,- 
382 feet went to Isabella de Sagua, and the re- 
mainder to Havana. The Norwegian steamship 
Tela, which came here with a part cargo of 
rails, has sailed for Central America with a 
completed cargo composed of treated timber and 
railroad materials loaded at the Century Wood 
Preserving Co.’s plant. 
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rates out of Saginaw Valley to 
the southward is one of grow- 
ing importance, since the in- 
crease of car trade from that 
district. Saginaw Valley is 
situated in respect to the Ohio, 
Indiana, West Virginia and 
Pennsylvania trade, very much 
as Chicago is to the trans-Miss- 
issippi business. Toledo, with 
lake rates from the _ mills, 
stands directly in the front, 
while the hostile points, Chica- 
go and Michigan City on the 
west, and the Lake Erie ports 
on the East, render cut rates 
always imminent. Lately, there 
was a meeting of the Chicago 
and Ohio River pool, and the 
North and South Lumber Rate 
Association—the latter conrol- 
ling rates from Saginaw Valley 
and Toledo southward—for the 
purpose of restoring rates and 
curing the demoralization that 
prevails. The cause of the 
trouble is said to be the water 
rates between Saginaw Valley 
and Toledo. The dealers of 
that city distribute in Ohio, 
West Virginia, western Penn- 
sylvania and Indiana. They re- 
ceive their lumber by vessel 
carriage from Saginaw River 
and the Huron shore. This 
gives them an important start 
to the southward ahead of the 
Saginaw Valley shippers who 
depend on all rail route. The 
Toledo roads naturally favor 
the lumber interests of that 
city. It is comparatively easy 





the winter, when there is no 
navigation. But when the boats 
begin to carry lumber to To- 
ledo, Cleveland and Sandusky, 
the trouble arises. The coming 
close of navigation gives the 
North and South association 
another chance to restore rates. 
But a difficulty appears to the 
westward. Chicago dealers are 
now contending sharply for the 
same territory that Saginaw, 
Toledo and the other Erie ports 
seek to occupy. The winter 
rate in that direction from 
this city has been restored, 
which shuts the merchants 
here out of the competition. 
As a consequence, cuts from 
Chicago are expected. Hence 
the joint meeting of the two 
pools. Owing to the absence of 
a representative of the Flint 
& Pere Marquette Road, no 
definite conclusion was reached, 
though there was a unanimous 
expression in favor of a res- 
toration of rates from Saginaw 
and Lake Erie ports, and a 
corresponding maintenance of 
Chicago rates. At a meeting of 
the competing associations. 
held since the foregoing was 
written, the rate discussion was 
continued. The Flint & Pere 
Marquette refused to agree in 
the advance of rates from Sag- 
inaw points to Toledo until the 
close of navigation, and the 
Michigan Central joined in 
the refusal. This leaves the 
question where it was before 
the meetings. It is likely that 
there will be some cutting of 





as a consequence. 
*. ® im 


Sold It Once Under Right 
Species Name—“It is not al- 
ways an easy matter to tell 
what kind of wood any parti- 
cular specimen may be,” said 
the South Water Street com- 
mission man the other day. “A 
while ago. I got a consignment 
of stuff that I did not know 
the name of. It was nice, wide, 
clear stuff, but nothing that 
I had ever seen before. I asked 
all the boys in to see it, and 
no one was at all positive about 
what it was. But I made up 
my mind to sell it, and I did. 
Whenever any one_ wanted 
some lumber that I didn’t have, 
I gave them some of that. Part 
of it went for basswood, some 
for whitewood; I got one jag 
of hackmatack out of it; per- 
suaded one party that it was 
cypress; and sold several thou- 
sand feet of it to Geo. E. 
White & Co., for yellow pop- 
lar. Part of it came back to 
me, but I finally got rid of all 
of it. I had a varied stock 
while that was on hand. Finally 
some fellow from Tennessee 
came into my office one day, 
and I shoved a piece of it at 
him. He was from the section 
where it was sawed. He rec- 
ognized it in a minute; said 
that he had seen any quanti- 
ty of it and that it was a kind 
of poplar that grew way up in 
the moutains. So you see 
White’s folks were not so far 
off, after all.” 
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Here’s What's New— 


--- for Increasing Sales 


Supplies Authentic Information on 
Early American Floors 


Widespread interest among present-day home 
builders in the adaptation of early Americana 
to architectural and decorative features, calls for 
particular attention to floors, since they gener- 
ally form the basis for selection of furnishings 
as well as ceiling and wall treatment. In order 





to equip lumber dealers (through whom all its 
products are sold) with authentic information 
concerning floors, the E. L. Bruce Co., Mem- 
phis, Tenn., has published a handsomely illus- 
trated booklet entitled “Plank Floors.” 

Early American architecture demands oak 
floors of planks in random widths, and prefer- 
ably in random lengths also. The planks should 
be knotted, streaked, stained, and of irregu- 
lar color and grain, to simulate as nearly as 
feasible the rough-hewn units which were cut 
and laid as they came in early Colonial homes. 
There are three additional requirements, the 
first two of which are essential, according to 
the booklet. The planks should have beveled 
edges; they should be laid with countersunk 
screws over which are glued walnut or oak 
plugs, flush with the surface; they should be 
fastened together with butterfly keys repre- 
senting the dowels used in the originals. 

In the first Colonial floors there were cracks 
between the planks due to the rough tools used 
in fashioning them, and they were fastened 
down with large spikes or wooden dowels. 
There are no rules for grade or procedure in 
the application of plank floors to houses other 
than early American. The owner’s judgment 
or whim can be accepted. The E. L. Bruce 
Co. supplies oak plank in widths from four to 
eight inches, and in any length, grade or stand- 
ard. Bevels are either 1/16 or 1/8-inch. 
Standard thickness is 13/16-inch, and all planks 
are carefully fabricated to uniform and exact 
dimensions. “Plank Floors” will be sent to any 


dealer upon request. 
= © 


Visualizes Lumber Production 


Opportunity for a tie-in between lumber 
dealers and their home-town movie theaters is 
presented through “Timber Giants,” a two-reel 
Warner Brothers “short,”’ made in the Califor- 
nia redwood empire, showing logging and lum- 
ber operations, now being released to theaters 
throughout the country. Because “shorts,” as 


films of this type are called, are not advertised 
by the theaters, J. J. Farley, of the Pacific 
Lumber Co., San Francisco, Calif., suggests 
that dealers find out when the picture will be 
shown locally and work out an advertising pro- 
gram with the manager of the theater. Where 
the picture is not on the schedule, Mr. Farley 
points out, it will be to the advantage of the 
dealer to request that it be booked, as it is 
highly educational as well as entertaining, and 
illustrates the importance of the lumber in- 


dustry. 
* * * 


Focuses on New Home Building 


For the first time since 1929, the Celotex 
Corporation, manufacturer of building insula- 
cion and sound control materials, this year is 
focusing the major part of its advertising on 
builders of new homes. The shift of emphasis 
from home remodeling and modernizing to new 
construction is due to the belief of President 
B. G. Dahlberg and Harold Knapp, general 
sales manager, that 1935’s rapid gains in new 
home construction will continue this year and 
for some time to come. The 1936 Celotex pro- 
gram calls for a longer list of publications and 
more space than has been used in many years, 
according to LeRoy Staunton, who is guiding 
this campaign. “This year’s program differs 
widely from the million dollar campaigns that 
Celotex ran in the ’20s. Those campaigns sold 
the building industry and the public on the 
value of home insulation. Now building insu- 
lation is an accepted necessity and we can 
devote our efforts to Celotex alone. Of course, 
we will do our part to promote home building 
just as we always have. We will also devote 
more effort to the farm market and will con- 
tinue to use considerable space for the promo- 
tion of Celotex for remodeling and interior 
decoration of stores and homes.” The list of 
popular, farm, trade and professional magazines 
in which Celotex advertising is to appear 
throughout the year shows that this company 
is giving the local dealer fine co-operation. 

* * * 


Introduces New Easy Payment Plan 
for Painting Work 


The Dutch Boy easy payment plan for financ- 
ing painting jobs is announced by the National 
Lead Co., 111 Broadway, New York. Up to 
date 700,000 FHA modernization loans aggre- 
gating $254,000,000 have been granted, of which 
more than 100,000 totalling $25,000,000 have 
been made for painting. The company believes 
that these figures would be higher were it not 
for the fact that in many sections of the coun- 
try financing agencies are not easily located. 
Recognizing that the Better Housing Program 
has done a thorough job in introducing the par- 
tial payment plan idea for building moderniza- 
tion, the new plan is designed to make possible 
installment selling of painting work in any part 
of the country. 

The procedure is simple, in that the person 
applying for a loan need not appear in person 
at the office of a financing agency. Financing 
is assured in advance, provided, of course, that 
the loan can qualify. The transaction with the 
financing organization is handled by mail. All 
dealings with the home owner can be taken care 
of in his home or in the retail sales department 
of the dealer. 

An owner may obtain a loan at the regular 
terms to cover any dwelling up to a four-family 
unit. In addition, special loans can be ar- 
ranged on larger multi-family buildings such 
as apartment houses as well as on business or 
commercial property. The minimum loan is 
$70, and the regular terms apply on this amount 
and those up to $2,000. The plan is intended 
primarily for small loans, but special loans up 
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to $50,000 can be arranged. Depending on the 
amount of the loan, the repayment period may 
be 12, 18 or 24 months. No down payment is 
made, and the owner’s first remittance is his 
first monthly installment due and payable one 
month after the completion of the job. 
Payments of less than $5 a month may be 
arranged under the plan. The cost to the prop- 
erty owner of participation in the Dutch Boy 
plan is entirely reasonable. The rates parallel 
those set up in Title I of the National Housing 
Act. The contractor gets paid in full promptly 
upon completion of the job. Leaflets describing 
the plan, filled out specimen forms, blank forms 
and folders to give prospective customers are 
available from the National Lead Co. on re- 


quest: 
* * * 


Combination Door Has Controlled 
Ventilation Feature 


Outstanding among several features in a new 
combination screen and sash door called “Miss 
Hollywood,” is a simple device whereby the 
sash may be raised or lowered to any desired 
height for the control of ventilation through 
the screen. The upper panel of the door con- 
sists of a rolled-in-place screen, so placed as 
to insure uniform tension, and an adjustable 
and removable metal sash on the inside. The 
sash is of aluminum-lacquered cold-rolled steel, 
and may be adjusted vertically to eight differ- 
ent positions by means of a spring clip which 
controls position and movement along galva- 
nized metal guides, in which the sash is pre- 
vented from rattling, binding or sticking. 

The sash locks into 
position, and is inac- 
cessible from the out- 
side. Metal weather- 
strips provide water- 
proof protection when 
the sash is_ locked. 
The entire sash may 
be removed instantly, 
for cleaning without 
damage to screen or 
finish by loosening a 
screw lock at the top. 
The screen is fixed in 
position permanently. 
Either galvanized or 
copper screen in 14 or 
16 mesh may be fur- 
nished as desired. 

The doors are of 
soft Ponderosa pine. 
There are two fir 
panels in the lower 
section of the door, 
separated by a space 
wide enough to allow 
the sash to _ slide 
easily. Doors are car- 
ried in five stock 
sizes, 136 inch thick 
and varying from 2/6 
x 6/6 to 3/0 x 6/8. 
Doors 13% inch thick and of special sizes can 
be furnished on order. 

The door is manufactured by the West Coast 
Screen Co., 1145 East 63rd Street, Los Angeles, 
Calif., and has distribution by leading jobbers 
throughout the West Coast, Southwest and 
mountain States areas and one large distributor 
in Chicago. All of them report a gratifying 
response from buyers. The firm is particularly 
interested at this time, according to F. G. Han- 
son, in obtaining additional eastern jobbers to 


handle the line. 
- - J 


Philippine Mahogany Bulletins 


Available to Dealers 


A series of highly informative, interesting 
and attractive news letters concerning the habi- 
tat, growth and properties of Philippine ma- 
hogany is being made available to the lumber 
trade by the Philippine Mahogany Manufac- 
turers’ Import Association (Inc.), 111 West 
Seventh Street, Los Angeles, Calif. While 
these brochures do not attempt to give detailed 
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descriptions of physical characteristics, each one 

relates a part, complete in itself, of a story 

which every lumber dealer should have at his 

command when discussing cabinet woods. Each 

bulletin consists of a single 8x11-inch sheet, 

and can be included easily in a sales manual. 
* * * 


Edge-Sealed Beaver Board 


Beaver board with the edges sealed effect- 
ively to prevent penetration of moisture is the 
latest development announced by Certain-teed 
Products Corp., 100 East 42nd Street, New 
York City. The product differs in no way 
from regular beaver board except for the dis- 
tinctive feature of the weatherproof edge seal. 
The company has available samples and litera- 
ture describing and illustrating this item, and 


announces that it will distribute them to inter- 


ested dealers making inquiry. 
o ¢ «@ 


New Type Roofing Nail Has Double 
Sealing Feature 


The Deniston “Lead-Seal’” roofing nail, re- 
cently introduced by the Deniston Co., 4854 
South Western Avenue, Chicago, is especially 
designed for use with galvanized roofing, al- 
though it can be used advantageously on other 





Above is shown the method of using 
the new “Lead-Seal” roofing nail and 
how it gets its results; while to the 
right is shown the screw-drive type 





materials such as slate, tile or composition 
roofing. The nail, illustrated herewith, is made 
in either bright or zinc-coated styles, or in pure 
copper. A lead fillet under the head, which 
extends as a sleeve down the shank, completely 
and permanently plugs the hole made by the 
nail while being driven. The softness of the 
lead allows it to conform readily to the shape 
of the roofing, thus doubly sealing the hole. 
The shank of the nail is either straight or of 
the drive-screw type shown in the illustration, 
In the latter case the nail turns as it is driven, 
and, according to the manufacturers, will never 
loosen from temperature action or wind vibra- 
tion. Demonstrator blocks, showing the action 
and effect of the nails, will be sent free on re- 
quest by the manufacturer. 

& = @ 


Wallpaper House-organ Suggests 
Fields to Tap for Sales 


The Cooperator, monthly house-organ of the 
Lennon Wall Paper Co., Joliet, Ill., has just 
reached our desk, packed full of good, common 
sense merchandising ideas, We decided to pass 
two of the suggestions along to lumber dealers, 
regardless of whether or not they handle wall 
paper. 

Few people need to be reminded that the re- 
cent hard winter resulted in excessive consump- 
tion of coal, but The Cooperator thinks it may 
be well to remind wall paper dealers that the 
cost of the coal was only half of the headache ; 
the other half is ruined wall paper which must 
be replaced. We add, that this goes for all 
surfaces finished in wall paper, paint, calcimine 
or fabric. 

The other point is that the ever-increasing 
shortage of houses—or to put it the other way, 
the ever-decreasing supply of rentable houses— 
proves that the “doubling-up” trend of the past 
few years is unscrambling itself. Those houses 
which have been subjected to “double-ups” have 
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had hard usage, and the owners, relieved of 
the necessity of taking care of a jobless family, 
now have money available to do all the renovat- 
ing that has perforce been allowed to accumu- 
late over a long period. 


* * * 


Encourage Dealers to Sell Modern 
Kitchens 


Opportunities for lumber dealers to play a 
constructive and profitable part not only in 
modernizing old kitchens but in designing new 
ones, are emphasized by General Porcelain 
Enameling & Manufacturing Co., 4135 West 
Parker Avenue, Chicago, manufacturer of Veri- 
brite porcelain enameled. one-piece sink tops. 
These are custom-made in six colors as well 
as black and white, to fit any space and con- 
dition. 

With such a variety of sinks, it is pointed 
out, lumber dealers are making use of the 
opportunity to surround Veribrite sinks with 
factory-made cabinets or cabinets made in their 
own mills, to achieve any effect that may be 
desired by a discriminating housewife in her 
choice of a kitchen design for a new home or 
a remodeled one. Lumber dealers who would 
like to focus more on the modern kitchen in 
their selling are invited to send for a copy 
of the company’s Rainbow color folder. 





Logging Fires Decrease 


SEATTLE, WASH., March 21.—C. S. Cowan, 
chief fire warden of the Washington Forest 
Fire Association, reporting on the 1935 fire 
season, said that fire weather broke early, and 
fire conditions continued from April to Nov. 5. 
The number of fires for 1935 was 1,341, as 
compared to 846 in 1934. Logging fires 
amounted to but 25, or less than 2 percent of 
the total, as compared to a 14-year average of 
101, a decrease of 76 percent. Acreage covered 
by logging fires amounted to 1,628 acres, as 
compared with an average of 17,195, a decrease 
of 90 percent. Loggers have responded to fire 
reduction efforts, while the public has not, he 
declared. 


102 Men Attend Sales Clinic in 
Chicago March 17-28 


One hundred and two sales managers and 
company executives representing ninety lumber 
companies from eleven States have spent the 
past eleven days learning in detail the busi- 
ness of retailing building materials. These men 
formed the class at the Drake Hotel in Chi- 
cago which studied the training course spon- 
sored by the Johns-Manville Housing Guild. 
Their undivided interest in the clinic was clearly 
evident to anyone who chanced to look in upon 
the group while in session. Not a person 
dropped out of the class, it was reported on the 
seventh day of the course. 

Each “student” was supplied with a study 
course manual and a quantity of other litera- 
ture. During the many lectures, vital points 
were checked in the manual upon the advice 
of the speakers. Arthur A. Hood, director of 
the Housing Guild division, G. Meissner, J. L. 
Wood, and R. O. Johnson carried the load of 
instruction at the clinic. Two merchandising 
roundtable sessions were held on_ separate 
nights at which time outside speakers were on 
the program. The men attending the study 
course put in long hours, but none of them 
appeared to regret the time. 

The Chicago clinic from March 17-28 was 
preceded by one in New York City the last 
part of February which attracted 85 men. A 
second school will be held in the East for 
twelve days starting April 13, and another is 
scheduled in Chicago to begin May 11. The 
study courses for these schools will be for a 
new group in each instance, with the training 
of new sales managers and salesmen of trained 
managers the prime motive. 
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Yellow Pine 


... for new 
buildings, 
remodeling or 
repairing 
old ones 


1 Sell 


WIER LONGLEAF 
for Long Life 


Wier Long Leaf 
Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 







































Get Acquainted ! 


Ozark Brand Oak Floor- 
ing is building a reputa- 
tion for satisfaction. Qual- 
ity with economy never 
fails to build trade. Sam- 
ples and prices will con- 
vince you. 


Ozark Oak Flooring Co. Inc. 


BISMARCK, MO. 























St. Francis Basin 


OAK FLOORING 


GUM AND 


corronwooo BOX SHOOKS 
everess PILING and TIES 


SOUTHERN 


HARDWOOD LUMBER 


Chapman & Dewey 
Lumber Co. 


Manufacturers, Memphis, Tenn 
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National Production, Shipments and Orders 


WasuHincton, D. C., March 23. 





Following is the National Lumber Manufacturers’ Association report for two weeks ended March 14, and for 


eleven weeks ended that date, covering mills whose statistics for both 1936 and 1935 are available; also percentage comparison with statistics for 
identical mills for the corresponding period of 1935: 











TWO WEEKS Av. No. Production Percent Shipments Percent Orders Percent 
Softwoods: 7 Mills 1936 of 1935 1936 of 1935 _, 2936 of 1935 
DORMER TEMG s ccoccccccccecesceccesceveceees 113 62,333,000 131 66,636,000 158 76,318,000 166 
WOE GGRis ccc cecrcceeterrecceesneeeceoevse 201 218,800,000 127 208,162,000 136_. 206,135,000 123 
WOON FeMGic cece ccc cescesersssiecsoveveses 117 78,943,000 22 103,702,000 110 118,272,000 109 
CI, SN sce cccceeeces erste ouseeve 13 18,190,000 152 16,341,000 119 20,014,000 155 
BOuUtheErn CYPPOSB.. sc ccccccccccsccvcscsccvscccse 12 5,113,000 158 4,593,000 101 4,728,000 105 
EE Ss pi uee' hee be6 res dee aes een Gewese 7 120,000 aa 3,740,000 66 3,188,000 89 
PY DE > tan tacdebeehevetowdcewaens 16 5,716,000 167 1,979,000 7s 2,587,000 136 
DOORS GOETH OOERE ccc cece rcenecccreceussuces 479 389,215,000 128 405,153,000 12 431,242,000 125 
Hardwoods: 
Southern Hardwoods?*..........cccceceeecees 64 11,082,000 ee 13,998,000 a 14,127,000 — 
POE Ps ccccccccccvcocecesasese 16 4,410,000 105 3,991,000 127 3,734,000 118 
TI; 9 6:60:00 o 0000s sears cenenews 80 15,492,000 Lae 17,989,000 owe 17,861,000 
PE Cc cegscedeeveecténeercteneecneee 543 404,707,000 “ee 423,142,000 nee 449.103,000 
ELEVEN WEEKS: 
Softwoods: 
PE PaMRc cc ceeenceseccosciveteeresceses 120 348,817,000 130 357,119,000 135 373,357,000 134 
Co ee re re re ee 201 1,079,943,000 131 1,045,821,000 126 1,095,855,000 125 
WOMEN Fei cccccccccccescscaseeveceoeccese 112 336,961,000 148 490,597,000 114 538,795,000 106 
SE DORR cccvevccecececoereucesss 13 86,676,000 138 76,618,000 12 90,933,000 121 
Southern CyPresB....cccssccccccccccsccescece 12 25,209,000 174 28,922,000 131 25,650,000 127 
PUOUCMORT FING. ccc cccccvcccsccccccessscedseves 7 720,000 83 20,027,000 71 21,031,000 88 
PEP EONEE BOOUNIOE MB ccccivccesecscceccucscnenes 17 22,737,000 209 8,545,000 93 13,485,000 92 
TOCA) SOLTWOOES. 2c ccccesecceccevececcocces 482 1,901,063,000 135 2,027,649,000 123 2,159,106,000 120 
Hardwoods: 
Southern Hardwoods®............eeeeseeeeee 637 59,007,000 a 74,079,000 — 73,012,000 aes 
PUOFEROFN BIGPGWOOGS., 2 oc cccccccccccccccccces 17 34,992,000 119 22,184,000 126 21,700,000 98 
Total Pn 6 2 0bss 0 edo tadteesseeeeervas 80 93,999,000 111** 96,263,000 128** 94,712,000 411** 
GRAME COCR. sc ecccvccncesccevcecceseseees 545 1,995,062,000 134** 2,123,912,000 123** 2,253,818,000 120** 


*1935 figures not available. ** Estimated. 


TUnits of production. 





Dealers Report Success in Paint 
Sale Campaigns 


Paint as a preservative. 
Paint as a restorer. These are the points being 
emphasized by many dealers throughout the 
country who have reported to us that their 
early spring sales indicate the biggest paint sea- 
son in years. They report also that paint 
sales in a majority of cases do not come with- 
out effort on the part of the dealer. Pointed 
advertising and aggressive selling are necessary. 
Several factors have combined to create this 
potential market. 

Farmers are getting good crop prices, and 
either have money or can get it through con- 
venient lending agencies. For several years 
they have been riding along, taking a chance 
that exposed surfaces which should be painted 
would hold up through another season. One 
dealer states that while most farmers are aware 
of their need for painting jobs, they are aware 
also of their need for many other forms of pro- 
tection and comfort, and that the conviction of 
paint dealers that the protection of surfaces is 
of paramount importance, must not be assumed 
to have equal importance in the farmer’s mind. 
For farm money there is vigorous competition 
which must be met. That it can be met is 
evidenced by sales volumes in many quarters. 


In so far as exteriors are concerned, the 
same conditions exist and persuasive arguments 
apply in towns and cities. In addition to urging 
paint jobs as insurance against deterioration, 
the city and town dweller can be appealed to 
through his pride in desiring to keep his house 
in as attractive condition as that of his neigh- 
bor. 

“It wasn’t so hard to get things rolling,” said 
a lumber dealer in a Tennessee town. 


“T live right in the middle of our north-end 
residence section, and it came to me one morn- 
ing that about the only things bright and fresh 
in the neighborhood were the air and sun that 
had taken toll of the paint on my house and 
those of my neighbors. I went to the yard, 
drew out paint and sent a couple painters up 
to my place. In a few days the fellow next 
door came over and ordered paint from me. The 
fellow in the house two doors away from me in 
the other direction followed suit, and then the 
man across the street got the bug from seeing 
how well our places looked. With a little 
advertising in our local paper, and talking the 
idea up here and there, we created a painting 
epidemic. Money is easier, you know, and 


Paint as a beautifier. 


none of these places had been painted for seven 
or eight years. 

“Farmers are no different in the way of 
following suit in a matter of pride. We went 
after two progressive ones, landed both of them, 
and figure that we have the ball rolling there.” 





Company Expects to Continue 


on "Sustained Yield" 


Omak, WasuH., March 23.—E. R. Ashton 
says that the Biles-Coleman Lumber Co. during 
the past twelve years has cut only 324 million 
feet of timber from an estimated stand of one and 
a half billion in the immediate vicinity of the 
company’s operations in Omak. Mr. Ashton 
was speaking on “sustained yield.” He added 
that this estimate of the Biles-Coleman lumber 
cut did not take into consideration the stand in 
other parts of the area, or farther east in the 
Nespelem district, from which the company 
receives logs. Mr. Ashton stated that there 
was no shortage of timber probable as far as 
that region was concerned, and predicted that 
“sustained yield” for the company would be con- 
tinued. Mr. Ashton also emphasized the point 
that a heavy loss of timber was always suffered 
in the forests of the Northwest as a result of 
not harvesting the timber when it was ripe. 





WHEN DISCUSSING matrimony, remember 
what Socrates said: “If you get a good wife, 
you will become very happy; if you get a bad 
one, you will become a philosopher—and that 
is good for every man.” 








West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 


SEATTLE, WASH., March 25.—The 201 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended March 21 reported: 
Production 224,978,000 y 
Shipments 216,317,000 3.85% under production 
Orders 206,546,000 8.19% under production 

A group of 201 mills, whose production re- 
ports for 1936 to date are complete, reported 
as follows: 

Average weekly cut for twelve weeks: 

1935 75,918,000 


| Ea ry ree 99,501,000 
Average cut for two weeks ended 
BEE GE gv vccacactcbsdneseres 112,489,000 


A group of 201 mills whose production for 
the two weeks ended March 21 was 224,978,000 
feet, reported distribution as follows: 





Unfilled 
Shipments Orders Orders 
Rail ..... 86,006,000 83,498,000 141,088,000 
Domestic 
cargo... 92,744,000 81,049,000 238,154,000 
Export . 17,113,000 21,545,000 106,174,000 
Local . 20,454,000 30,464,600 «sn ewccces 
216,317,000 206,546,000 485,416,000 


A group of 201 identical mills whose reports 
of production, shipments and orders are com- 
plete for 1935 and 1936 to date, reported as 


follows: 
Aver. for 2 
weeks ended Aver. for 12 weeks ended 
Mar. 21, 1936 Mar. 21,1936 Mar. 23,1935 


Production 112,489,000 99,501,000 75,918,000 
Shipments 108,159,000 95,833,000 75,692,000 
Orders 103,273,000 98,883,000 80,101,000 





Relation of Unfilled Orders to Stocks 


WasurncrTon, D. C., March 23.—Following is a statement for seven groups of identical mills 
and two groups of flooring factories of unfilled order and gross stock footages on March 14: 








No. of Unfilled Orders Gross Stocks 

Mills 1936 1935 1936 1935 
Softwoods— 
Southern Pine ..... 100 82,357,000 54,760,000 365,219,000 411,108,000 
WOGs GCOORE cccccceves 201 497,142,000 349,879,000 1,062,696,000 1,180,298,000 
TE GEO cesceccccconseoes 122 234,889,000 196,213,000 1,334,141,000 1,103,508,000 
California Redwood 13 49,549,000 34,227,000 283,200,000 292,408,000 
Southern Cypress .........++.. ° 12 7,191,000 5,933,000 160,006,000 184,090,000 
PTE WE cebsceccccoveccese ° 7 7,780,000 5,303,000 108,223,000 108,560,000 
Northern Hemlock ............. 11 7,155,000 5,983,000 88,576,000 70,470,000 

Potal Seltweeds ..ccceccoce ° 466 886,063,000 652,298,000 3,402,061,000 3,350,442,000 

a No Report 
outhern MOBWOGES ccccccccece No Repor 
Northern Hardwoods .......... e 14 9,787,000 7,016,000 92,135,000 96,412,000 
Gate Fl i No R t 
a SOSINT ccccccccccecscccceNO REPOF 
Maple, Beech & BWR cccccscos ° 16 12,661,000 4,625,000 15,504,000 14,009,000 
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THE BUSINESS RECORD 








Business Changes 





ARKANSAS. Helenz 
changed name to J, E. Brown & Co. 
KENTUCKY. Russell—Russell Lumber Co. sold 
to J. D. Bingham. 


MICHIGAN. Detroit—Carpenter House Wrecking 
Co. changed name to Carpenter Lumber Co., 3611 
Carpenter. 

Detroit—Michigan Sash & Door Co., 18644 Mt. 
Elliott, changed name to Michigan Lumber Co, 

MINNESOTA. Kilkenny and W ye 
ing & Lampert Lumber Co. succeeded by Fahning 
Supply Co. 

MISSOURI. Macon—A,. L. Shortridge Lumber 
Co. purchased by P. E. Jepson of Gifford. 

NEBRASKA. Bertrand, Hendley, Loomis, Smith- 
field, Wilsonville—Perry-Sheets Lumber Co. changed 
name to Perry Lumber Co. 

Verdon—L. E. Lum & Son now Lum Lumber Co. 

NEW YORK. Brooklyn—Amos Trading Co. (Inc.), 
562 Flushing Ave., now known as Amos-Mosson 
Lumber Co. 

New York City—Rockaway Beach Lumber Co., 











Beach, 95th and LIRR, Rockaway Beach, suc- 
ceeded by H. Weisman & Son Lumber Co. 
PENNSYLVANIA. Greencastle—Omwake _ Bros. 


succeeded by Omwake & Oliver. 


SOUTH CAROLINA. Spartanburg—Palmetto 
Sales & Commission Co. now Palmetto Lumber 
Sales Co. 


Incorporations 


FLORIDA. Miami—Cantley Lumber & Supply 
Co. 
ILLINOIS. Chicago—Ray A. Smith Lumber Co., 
2244 West Kinzie St. 
Mounds—-Pulaski County Lumber Co. 


INDIANA. Akron—Pike Lumber Co.; builders’ 
supplies. 
MARYLAND. Baltimore — Independent Wood 


Products Corp., Rice Street. 
Hagerstown—Farm & Forest Products Co. (Inc.). 
MICHIGAN. Detroit—Michigan Builders’ Supply 
& Lumber Co., 4498 Oakman Blvd.; ,500. 
Detroit—Non-Stick Window & Millwork Co., 139 


Rhode Island St.; $10,000 
OHIO. © ches Ferry—Martins Ferry Lumber 
Co.; $25,0 


commie Oklahoma City—Mee Lumber Co. 

OREGON. Portland—Beer & Co.; $5,000. Forest 
products, 

Portland—Western Maple Lumber Co. 

TENNESSEE. Cookeville—Merriken Wood Prod- 
ucts Corp. 

Memphis—Harris Wrecking & Lumber Co. 


ne Rosebud—Bruce Campbell Lumber Co.; 
UTAH. Salt Lake City—Buehner Building Prod- 
ucts Co., 170 West 17th South St.; $30,000. 
WASHINGTON. Deep River—Deep River Tim- 
ber Co.; $200,000. 


Grand Coulee—Lee-Burrell Mill & Manufacturing 
Co.; $10,000 

WISCONSIN. Manitowoc—Luebke Manufacturing 
Co.; manufacture and sale of wood turning, novel- 
ties etc. 

Phelps—Twin Lakes Land & Lumber Co. 

Two Rivers—Empire Products Corp.; will manu- 
facture and sell specialties of various kinds, includ- 
ing toys. 

CANADA. BRITISH COLUMBIA. 
Upper Fraser Soruce Mills (Ltd.), 
District; $50,0 


Giscombe— 


Lot 7934 Cariboo 
Vancouver Ruskin Timber Co. (Ltd.), 445 Gran- 
ville St.; $10,0 


Fiskeslas tare Island Logging Co. (Ltd.), 1913 
Pandora St.; $10,000. 

Victoria—Glen sry atta Co. (Ltd.), 124 Pem- 
berton Building: $10,0 


Reorganizations 


NEW YORK. Buffalo—Zimmermann Lumber Co., 
the oldest in this city, founded in 1841, has filed 
a petition for reorganization under section 77-B of 
the amended Bankruptcy Act. Mayor George J. 
Zimmermann, former president of the company. 
and Charles J. Desmond, attorney, were appointed 
temporary trustees. 

Buffalo—Lexington Lumber Co., a retail concern, 
of which Henry I. George is president. has filed a 
petition for reorganization under section 77-B of 
the amended Bankruptcy Act. 


New Mills and Equipment 


FLORIDA. Boyd—Weaver-Loughridge 
Co. will add a band mill. 

GEORGIA. Columbus—Muscogee Handle & Lum- 
ber Co. will establish $15,000 plant on Central of 
Georgia Railroad, near Brown Ave., to manufac- 
ture implement handles and hardwood lumber. The 
company will be incorporated. 

Sandersville—J. Archer Lumber Co. has in- 
Stalled a band mill, with 35,000 board feet daily 
capacity. The company has a contract to cut 
2,000,000 feet of lumber. 

Sparta—Saylors & Massie plan erection of a mill 
to manufacture shuttles. 

OHIO. Cleveland—Harvard Lumber 
Harvard Ave., will put in $40,000 mill. ae 

OREGON. Coquille—Smith Wood Products Co., 
manufacturers of battery separators, will erect a 


Lumber 


Co., 6000 


sawmill, with 80,000 feet daily capacity, 
large retail yard shed. 

Lorane—Addison Lumber Co. is rebuilding saw- 
mill recently destroyed by fire; the two planers 
were saved from the fire. 

TENNESSEE. Sequatchie—W. H. Coleman Lum- 
ber Co., Jackson, Tenn., and T. J. Moss Tie Co., 
700 Security Building, St. Louis, Mo., have pur- 
chased timber on 26,000 acres of mountain land 
owned by Sherman & Hall, lying on Cumberland 
Mountain west of Sequatchie, Tenn., and will erect 
mill, 


TEXAS. Houston—Globe Box Co. pone rebuild- 
ing recently burned plant, at cost of $10,000. 
CANADA. NEW BRUNSWICK. i 
Excelsior Co. of Canada, St. John, plans wood 
products plant at this point, to cost about $40,000. 
Quebec. Montreal—Salmon River Lumber & 
Power Co. (Ltd..) plans constructing $50,000 plant. 


and a 


New Ventures 


CALIFORNIA. Red Bluff—Forward Bros. Lum- 
ber Co., of Manton, will open a retail lumber yard 
at Monroe and Crittenden Streets. 

Walnut Creek—C. R. Roberts & Son, of Oakland, 
will open a yard on Locust St. 

ILLINOIS. Through a regrettable error, it was 
erroneously reported in this department, in the 
March 14 issue, that the Alexander Lumber Co., 
Aurora, Ill., is opening a branch yard at Palmer. 
The company advises that it has no such plans. 

NEW YORK. Brooklyn—Cypress Hills Lumber 
Co., 3384 Fulton St.; Jacob Mandel, proprietor. 

OREGON. Portland—Frank & Joe Hardwood 
Floor Co.; 2423 N. E. Union 

Portland—Portland Plywood Sales Co., 2320 N. 
Randolph. 


oe Talco—Talco Lumber Co. 
AH. Ogden—Elza Lucas will open a yard at 
1730" Washington Ave. 


Casualties 


DISTRICT OF COLUMBIA. Washington—Galli- 
her & Klimkiewicz, 1334 1lith St., S. E., lumber 
shed and contents destroyed by fire; milling plant 
and shops were saved. 


OHIO. New Straitsville—New Straitsville Lum- 
ber Co., owned by J. B. King of Logan, was almost 
completely destroyed by fire. 

TEXAS. Jasper—Jasper Veneer & Manufacturing 
Co. plant and dry kiln destroyed by fire, with loss 
estimated at $25,000. 

WISCONSIN. Elcho—Elco Corp. machinery de- 


partment, assembling unit and a large warehouse 
destroyed by fire, 





Clear Site for Great Reservoir 


AusTIN, Tex., March 21.—Contract for clear- 
ing timber from 15,800 acres of land in the val- 
ley of the Colorado River about fifty miles 
northwest of Austin, which area will be flooded 
by the reservoir to be created by the Hamilton 
Dam, now under construction, has been awarded 
by the United States Bureau of Reclamation to 
Brown & Root, of Austin, on a low bid of 
$323,350. 


Wooden Bridge Balks Floods for 
87 Years 


Alfred Williams, of A. G. Williams & Co., 
well known lumber dealers at Taunton, Mass., 
has sent to the AMERICAN LUMBERMAN a clip- 
ping from the Boston Herald, which carries 
an item from South Lee, Mass., which testi- 
fies to the stability of a well constructed wooden 
bridge. This item says: 


Rebuke to the machine age was adminis- 
tered by the sturdy cold covered bridge here, 
which is one of two wooden bridges of its 
kind left in Berkshire County. Built in 1849, 
it has withstood every flood for 87 years. Ice 
jammed against it yesterday and it seemed 
doomed. But the pioneer carpenters who put 
it together with wooden pegs had done their 
work well. The old bridge was standing se- 
curely today, while a modern iron bridge 
downstream at Stockbridge had become a 
thing of sadly twisted metal. 








Hymeneal 


WALL-HOWARD—Edwin Craig Wall, who 
is engaged in the lumber business at Aynor, 
S. C., was married to Miss Mary E. Howard 
of Darlington, Ss. C., on March 14. 
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You Get It When You Need It 


ae can depend upon prompt 

delivery of your cypress re- 
quirements when you order 
them from the Florida Louisiana 
Red Cypress Company. The 
stocks and facilities of five out- 
standing cypress mills are always 
available to fill your order. 





And remember, every foot of 
cypress sold by the Florida 
Louisiana Red Cypress Com- 
pany is thoroughly seasoned, 
trade and grade-marked Arrow 
Brand Tidewater Red Cypress, 
the true species of "The Wood 
Eternal." 


ALWAYS SPECIFY Gipren 
The =f >= vess 
Arrow Brand ‘The Wood Eternal” 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
JACKSONVILLE, FLORIDA 














o OOD SERVICE ON 

GOOD LUMBER— 
that’s what you get when 
you send us your orders 
—and both these features 
are important with build- 
ing on the up-and-up. 






























PINE 


DAVENPORT 
HOTEL 


Spokane, 
Washington 
Complete hotel and 
dining service. In- 
formal. 600 
rooms, outside. 
Fireproof. 
Rates and 
prices are most 
moderate. 








Rendezvous of 
Lumbermen of 
the Northwest. 





LOUIS M. DAVENPORT, President 
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AMERICAN 


Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., March 23—Dealing with one 
of the most devastating and costly floods that 
has ever raged through New England, it is 
little wonder that the thoughts of lumber dis- 
tributors have centered upon problems of relief, 
a study of the effects of the flood upon lumber 
properties and a survey of availability of lum- 
ber supplies to meet the requirements of re- 
habilitation. All official reports place the height 
of the flood water through Vermont and the 
Connecticut River watershed well above that of 
1927, but this 1936 catastrophe establishes a 
new record both as to the area affected and 
the measure of distress, disruption to highway 
and rail transportation and the destruction of 
physical properties along every important 
watershed in New England from the Hudson 
River eastward to the ocean. Specific infor- 
mation as to the effect of the flood upon lum- 
bering and woodworking operations is meagre, 
but a great loss will later be disclosed. Saw- 
mill towns have been flooded, the plants forced 
to suspend operations, and millions of feet of 
lumber stacked on the mill yards has been 
carried away. It is clear that there is to be an 
urgent call for lumber both for the restoration 
of damaged buildings and for the replacement 
of kiln dried lumber at the woodworking plants 
whose stocks of lumber have either been floated 
away or have been covered by flood waters and 
all forms of debris. John F. Malley, Massa- 
chusetts FHA director, says that its facilities 
will be available to all individuals and business 
houses, including flood victims, in the work of 
restoring flood-damaged properties, and the 
bank commissioner for the State has sent a 
special bill to the legislature to set aside for 
six months present provisions of the banking 
laws, and to permit all banking institutions and 
insurance companies to generously assist all 
mortgagors or borrowers whose property has 
suffered damage by the floods. When passed 
as emergency legislation, this will permit loans 
beyond the prescribed 60 percent by savings 
banks and 80 percent by the co-operatives to 
their clients. 

WEST COAST FIR AND HEMLOCK—Thus 
far in March the market has been featured 
by heavy cargo arrivals and by a light vol- 
ume of bookings of mill orders for future de- 
livery. Well over 15,000,000 feet has been 
landed here thus far in March. Most inter- 
coastal cargoes include consignments for de- 
livery at two or more ports “north of Hat- 
teras.” The retail yards have felt the first 
real pressure of spring orders during the 
past week, and many report a decided in- 
cease in inquiries that will soon assume the 
form of definite orders. The increase in con- 
sumption in this area in 1935 over 1934 of 40 
percent will further expand in 1936, in the 
opinion of most dealers. Yet they have 
placed round-lot orders for mill shipment 
with extreme caution through February, and 
thus far in March. Wholesale offices report 
no indication of price weakness at the mill 
end, where the discount from W. C. L. A. List 
32 holds at $10.50, and the freight rate does 
not change from $12.50, with no surplus of 
vessel space offering. There is little call for 
hemlock dimension and, under pressure, it 
may be had at $2 to $3 below fir prices. 
Boards are scarce and firm. A good run of 
1x12-inch dry fir and/or hemlock, mill ship- 
ment f. o. b. dock at Boston: No. 1 with 15 
percent No. 2, $26.75; No. 2, $25.75; No. 3, 
$23.75. Some mills are pricing hemlock 
boards at 50 cents to $1 over fir. 

EASTERN SPRUCE—tThe base price for 
spruce dimension remains at $33, delivered 
for 2x3, 4- and 6-inch, in lengths 16 feet and 
shorter, and up to $39@40 for 2x12-inch. Few 
of the smaller mills have started sawing for 
the season, and many of these will be ham- 
pered by the severe floods of last week which 
caused heavy losses to mills and swept away 
much sawed lumber on the Androscoggin, 
Kennebec, Penobscot and Connecticut rivers. 
For a time transportation will be difficult, as 
many highways have been washed out and 
many bridges carried away in the most disas- 


trous and widespread flood ever known in 
Maine and New Hampshire. The yards have 
not placed orders freely during the past 
month. The arrival of warm weather, how- 
ever, has resulted in a sharp increase in in- 
quiries during the past week, indicating a 
heavy volume of orders later in the month. 
There are no changes in quotations on boards 
or furring. 


LATH AND SHINGLES—Continued strong 
demand for spruce lath has brought further 
advances, and most sales of the standard 1%- 
inch size are now at $4.75, with the trend to- 
ward $5 and some of the mills holding at that 
figure. The 15g-inch should be quoted at $5 
@5.25. Supplies are limited, and few mills 
will accept full carload orders. Spruce clap- 
boards—6 inches by 4 feet—are still called 
for, but in part-car lots. The Extra’s sell at 
$90 per thousand pieces, and the clears at 
$85. Eastern white cedar shingles show no 
price changes, but, perhaps for economic rea- 
sons, the top grade “extras” at $4 are not as 
eagerly sought as in former years. Stocks of 
West Coast red cedars at the storage yards are 
light and badly broken, and the volume afioat 
is largely sold well in advance of arrival. 
The best sellers—18-inch Perfections and the 
16-inch No. 1, XXXXX—are very scarce at all 
Atlantic ports. Small-lot sales of the latter 
from storage have been made at $4.53, with 





Texas Treating Plant Installs 
Kiln 

Houston, Texas, March 23.—The accom- 
panying illustration shows the high-powered 
Moore cross-circulation fan kiln recently in- 
stalled by National Lumber & Creosoting Co. 
for drying treated lumber and timbers. This 
modern plant uses both the Wolmanizing and 
chromated zinc chloride processes of treating. 
Lumber and timbers are first kiln dried to re- 





Plant of National Lumber & Creosoting Co., Hous- 

ton, Texas. Note Moore kiln drying timbers in 

round loads, also square loads, a modern kiln 
drying achievement 


move the excess moisture from the wood cells; 
then treated with salts; then placed in the 
Moore kilns under controlled conditions of 
temperature, humidity and circulation, and the 
excess water from the treating process re- 
moved. 

Millions of feet of treated lumber—treated 
with Wolman salts and zinc chloride—are in 
use today. This treated lumber is immune to 
damage by termites and other insects and suc- 
cessfully resists decay. It is also fire retard- 
ant to a certain degree. The National Lumber 
& Creosoting Co. keeps a well-rounded stock 
of “treated,” properly kiln-dried lumber in a 
specially constructed shed ior prompt delivery. 
This lumber is produced by a selected group 
of east Texas mills, where it is kiln dried in 
Moore kilns before shipment to the treating 
plant. 


LUMBERMAN 


March 28, 1936 


the No. 2 grade at $3.62. For all rail deliv- 
eries the mills are very firm at $5.04 for the 
Perfections, and $4.39 for the No. 1, XXXXX, 
$3.49 for the No. 2, and $2.99 for No. 3. 

EASTERN HARDWOODS—Mills are al- 
ready feeling the pressure of emergency 
orders for dry maple and birch to replace 
stocks at the woodworking and wood novelty 
plants that have either been swept away or 
are submerged by flood waters. Adirondack 
and Pennsylvania mills have very light re- 
serve stocks, and as the demand from furni- 
ture plants is far ahead of one year ago, de- 
lay in making deliveries is expected. At the 
moment, inch FAS birch kiln dried may be 
had at $78@82, with the 2-inch at $85@90; 
and maple of the same grade and dimensions 
is $1 to $3 higher. Cross-cut 2-inch heel 
maple of the old No. 2 grade is very firm at 
$80; there have been sales at $78, and as high 
as $83. From various causes, the consump- 
tion of heel maple at the heel shops shows 
a drop from last year of 40 to 50 percent. 


T. H. McHugh, president and sales manager 
of the Atlantic Lumber Co. at Boston, left his 
Broad Street office Friday, March 20, for a 
three weeks’ tour of the company’s five hard- 
wood sawmills in Arkansas, Louisiana, Ten- 
nessee and Georgia. He was quite optimistic 
as to demand for hardwood, both domestic and 
export, and reported that the volume of busi- 
ness booked at the mills in February was 60 
percent ahead of the corresponding period in 
1935, while New England business taken at 
the Boston office was fully 40 percent better 
than last year’s. Calls for emergency shipments 
to the flood stricken sections east of Chicago 
are increasing daily, and for a time must be 
given preferential attention. Flood waters and 
silt have rendered stocks of dry lumber use- 
less, for the time being at least, at scores of 
woodworking plants, and they can not resume 
operations until fresh supplies of dry lumber 
are made available. 

Paul S. Collier, secretary-manager of North- 
eastern Retail Lumbermen’s Association, left his 
Rochester (N. Y.) headquarters for Boston 
on Thursday, March 19, to attend a conference 
of wholesale and retail officials at the Cham- 
ber of Commerce to perfect plans for the gen- 
eral adoption of the New England “Distribu- 
tion Statement” in all sections of this territory. 
To get to Boston—by reason of washouts in 
the Berkshire Hills--he was obliged to detour 
at Albany and proceed to New York, thence 
by the Shore Line of the New Haven to Bos- 
ton. He arrived in season for afternoon and 
evening sessions. 

At ‘he annual meeting of the Cape Cod 
Chamber of Commerce, at Hyannis on March 
19, Capt. Oscar C. Nickerson, head of the 
Nickerson Lumber Co., at Chatham, was re- 
elected president of that organization. 


NEW YORK, N. Y. 


Weather and road conditions have improved 
so rapidly during the past week that the yards 
are now experiencing the first rush of spring 
orders, that range in size all the way from 
schedules for single homes to the round lots 
of dimension sizes and boards for group build- 
ing projects in the suburbs, particularly on 
upper Long Island and in Westchester, where 
groups ranging in number from ten to 450 
single homes are being started alost daily. Most 
yards placed orders freely through December 
and January, and there were heavy deliveries 
in January and February from the South and 
the West Coast—during which period the call 
for lumber at the yards was almost at a stand- 
still, due to the severe weather—so there are 
better than average stocks on many of the 
larger yards. These are now being drawn upon, 
and fresh arrivals thus far in March have not 
been heavy. Many of the wholesale offices and 
mill representatives report a sharp drop in new 
business in West Coast lumber during the past 
four weeks, and in seeking a cause, other than 
the cautious attitude of dealers, they feel that 
the unsettled condition of intercoastal freight 
rates is the chief factor. Advices from the mills 
indicate that they have orders enough booked 
to absorb four weeks’ production. With the 
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freight rate still standing at $12.50, and the mill 
discount from List 32 holding at $10.50, the 
price position at the mill end would appear to 
be steady—perhaps strong—but the local deal- 
ers are not convinced that one or the other will 
not be moved to either a higher or lower level 
within the next two weeks, as the vessel owners 
have authorized an early conference in this city 
to determine upon just what the rate will be 
beginning April 1. Local offices expect that, 
with this detail settled, there will be a free 
run of mill orders for spring and summer de- 
livery. 

Carload orders for longleaf and shortleaf 
yellow pine finish, and for the western pines, 
have increased sharply during the past two 
weeks. Stocks in the South are very much 
broken and there are delays in making deliv- 
eries, as the output of the mills has been far 
below normal during the winter months, due to 
severe cold and heavy rains, while the consum- 
ing demand at most of the southern centers is 
well above the average at this season. The 
waterfront yards on the East River and along 
Long Island Sound are again receiving cargoes 
of spruce dimension and boards from New 
Brunswick mills, as the lower transportation 
charge by vessel, and the cut of $2 in the tariff, 
seem to be bringing this old standard yard stock 
back into popular tavor. The demand for spruce 
lath by cargo did not slacken, but the call has 
been so strong this season that the price has 
been moved up to an even $5, and many sales 
have already been made at this figure, a price 
level that was reached only occasionally in pre- 
vious seasons, 

At headquarters of the National-American 
Wholesale Lumber Association in 42nd Street, 
Secretary Schupner is concentrating upon de- 
tails for its forty-fourth annual convention to 
be held at Atlantic City on May 13 and 14, 
with headquarters at the Marlborough-Blenheim 
Hotel. This will be the tenth visit of this 
wholesale organization to this famous seashore 
resort. In its 44 years its affairs have been 
guided by three executive secretaries, Henry 
M. Clarke, one of the founders, from 1893 to 
1897; Eugene F. Perry, 1897 to 1921, and W. 
W. Schupner from January, 1921, to date. It 
is recalled that the first gathering of whole- 
salers preliminary to the formation of the Na- 
tional association was held in the office of the 
Millard Lumber Co., at 45 Broadway, for 
which company the late Secretary Perry was 
the local manager. 


Baltimore, Md. 


Many lumber dealers in this and adjacent 
States are forced to center attention more on 
repairing flood damage than on making de- 
liveries of lumber. Lumber yards located 
along rivers and on low-lying ground have 
suffered more or less serious losses in stocks, 
and their supplies have been so thoroughly 
soaked as to necessitate a drying out before 
shipment can be made. Lumber yards in 
Cumberland, along the river, and some yards 
in Hagerstown, were virtually washed out. 
In Baltimore, no real damage was sustained. 

NORTH CAROLINA PINE—While with- 
drawal of stocks from the wharves has been 
checked by heavy rains and other conditions 
unfavorable to distribution, a reduction in as- 
sortments has taken place, so that the sup- 
plies are at low ebb. Mills had been unable 
to operate because of the severe winter, and 
are now hamperd by floods and bad roads. 

GEORGIA PINE—Stocks of longleaf are 
fair, but assortments have recently been de- 
pleted. 

CYPRESS.—Business is rather slow. Dis- 
tributors who visited eastern markets of late 
were mostly impressed with the scantness of 
supplies and the disposition of potential buy- 
ers to place orders. Stocks in the yards are 
small. 

DOUGLAS FIR.—Sellers of West coast 
stocks have been getting many small orders, 
with quotations either firm or stiffening. 

HARDWOODS.—It is becoming increasingly 
difficult for distributors to get sufficient sup- 
plies. Last week’s floods naturally made 
shipping even more difficult. Prices are ad- 
vancing. Red gum, for instance, has been 
marked up $5 or more. Dealers report more 
business than a year ago. 
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SASH AND DOORS.—House building has 
hardly gotten under way as yet, but prepara- 
tions are being made for a much larger 
volume of business, 


Buffalo, N. Y. 


Lumber trade has been severely curtailed 
lately by unusually stormy weather. This 
city has had an almost unprecedented amount 
of snowfall in the past week; the lumber 
yards are still snow filled, and orders are 
handled with great difficulty. Many dwellings 
have been carried away by floods or seri- 
ously damaged, and building activity should 
show an increase in consequence of these 
losses. 

HARDWOODS.—Trade this month has been 
below that of either January or February at 
most yards, as the result of heavy snowfall 
and floods in many localities. Buying is be- 
ing restricted to immediate needs. With 
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numerous items hard to find, prices are 
strong, and, because of lack of dry stocks at 
mills, are expected to continue so. 


WESTERN PINES.—The demand has been 
held. back to a great extent »y stormy 
weather and floods. The outloo.. is for in- 
creased buying. Prices are firm. 


NORTHERN PINE.—The market is firm, 
and an unusually small amount of stock is 
offered, as production has been severely 
handicapped by storms and floods. Prices 
hold firm. 





SurpLus cars of Class I railroads, in good 
repair and immediately available for service on 
Feb. 29 totaled 170,620, the Association of 
American Railroads announced today. This was 
a decrease of 25,219 cars compared with Feb. 14. 





A Busy Year Ahead 


Building activity continues the upward climb, and from every 
sign it looks like a busy year ahead. 


“Build With The Bonus” Campaigns are already commencing 
to show real results in many important centers. 


The natural forces of housing shortage, rising rents and in- 
creasing real estate values are all helping to prepare business 


for lumber dealers. 


There’s keen competition for the consumers’ Dollars and 
much of this business has to be sold. The dealers who are 
getting the largest share are the ones who have been doing 


some aggressive selling. 


Before long, it looks as though deliveries may figure to a 
larger extent in dealers’ worries—and this is a good time to 
look ahead—to anticipate and order essential items. Lumber 
values undoubtedly ore going higher and stock acquired at 
present levels should prove a sound investment. 


Let ESSCO products and ESSCO service help you to mak 


it a more profitable year. 


ESSCO SOUTHERN PINE 
ESSCO KLAMATH SOFT PINE 
ESSCO HARDWOODS 

ESSCO WEST COAST WOODS 


AND NOW 


ESSCO OAK FLOORING 


FXCHANGE SAWMILLS SaLes CO. 
1111 R. A. Long Building, 
KANSAS CITY, MO. 





Se EN 
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Houston, Tex. 


Residential building is increasing each 
week and is more than 100 percent above the 
same period last year; Houston permits last 
week totaled $250,120, and to date this year 
amount to $5,000,000. 


SOUTHERN PINE—Orders continue in 
large volume, with mills selling more than 
they are manufacturing. They are advancing 
items as they become oversold on them. In- 
quiry is active and big quantities are often 
asked about. One large manufacturing con- 
cern has out an inquiry for 5,000,000 feet. 
Railroads continue to send in schedules. Ex- 
port demand is good, with prices constantly 


increasing. Extra prime is bringing from 
$60 to $110 port, according to size. Thirty- 
cube average timber has advanced to $48, 


port, with South American schedules showing 
an upward trend. There is a likelihood of 
severe lumber shortage, and further price 
strength is likely. 


HARDW OODS—Floods in the manufactur- 
ing districts of the East have slowed up 
buying, but when the flood waters reach the 
Mississippi, hardwood output will be seri- 
ously curtailed. Many items are scarce now. 
Curtailment as a result of floods would mean 
further price advances. 


SHINGLES AND LATH—Demand for shin- 
gles has increased very materially, with 
prices on No. 1 Perfections and XXXXX 
showing a tendency to advance, Lath are 
scarce and firm. 


Louisville, Ky. 


SOUTHERN HARDWOODS —Export de- 
mand has been a shade better, and at better 
prices, while domestic demand has been look- 
ing up. The trade feels that as a result of 
the floods in the upper Ohio Valley and New 
England there will be an increased demand 
for oak bridge timbers, crossing planks, ties, 
millwork items, trim ete. Higher grades have 
been the more active, moving to millwork 
plants and retailers. Veneers and dimension 
stocks have been in good demand. Prices 
have been better on the items that are in 
demand, because they are scarce. At Louis- 
ville common sap gum is around $37 for 
FAS, and $29 common; quartered sap, FAS, 
$43; common, $34; plain red, $65 and $40; 
quartered red, $70 and $43; poplar, FAS, $70; 


saps and selects, $48; No. 1, $38; A, $29; 
B, $23; oak, red, plain, FAS, $65; common, 
$40; plain white, $70 and $40; quartered 


white, $85 and $60. 


Norfolk, Va. 


NORTH CAROLINA pine demand has been 
hampered somewhat by adverse weather. In 
the North and East, floods have temporarily 
put a stop to buying. From flooded sections 
some emergency orders have already filtered 
through, however. Shipments are going for- 
ward more promptly now, and as old orders 
are shipped, and used by the yards, more 
will be placed. There has been a better de- 
mand for mixed cars of thin ceiling, parti- 
tion and flooring, also for kiln and air-dried 
finish, throughout the southern States, and 
this demand, if properly developed, should 
take up from 50 to 60 percent of the normal 
production of mills in this section. There 
has also been a good demand for small rough 
framing, either dry or green, from southern 
yards, and prices obtained in this section are 


on the basis of $18 for 2x6-inch random 
lengths right from the saw. There is a 
scarcity of good air dried clear boards, or 


any kind of boards for that matter, and more 
dependence will have to be placed on kiln 
dried. The United States Government is in 
the market for a large quantity of lumber 
for Navy Yards—business that is so highly 
competitive as to be unattractive to many 


producers. The mills are not getting the 
rather abrupt price advances made a short 
time ago, however, and some of them are 


inclined to shade a little to good-pay cus- 
tomers. The box makers are buying lumber 
all the time. Most box plants have been 
paying $18, Norfolk, for good 4/4 edge box, 
kiln dried, and $2 less for No. 2 box. These 
people would be willing to pay $16 or more 
for good air dried, but this is not obtainable 
at present. Good stock box, whether air 
dried or kiln dried, is scarce. Retail yards 
are buying more of these box grades to be 
worked into sheathing for houses. A further 
advance in the price of box lumber and lower 
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grades would not be out of the way, for mill- 


men have been selling this part of their 
production at a loss. Rains and floods in 
parts of the South have made production 


difficult, but with good weather there is apt 
to be a large increase in output during the 
next two months, especially by small mills. 


Birmingham, Ala. 


SOUTHERN PINE logging got under way 
again ten days ago. Because of winter handi- 
caps on production, stocks of dry lumber 
were depleted. Order files are full. New 
sales can be made for future delivery at 
advancing prices, with the mills a little re- 


luctant about forward commitments. Most 
mills are limiting sales of some items to 
mixed-car loading. Railroad and car com- 


panies are bidding for stock. One wholesaler 
has buying schedules out to mills totaling 
more than 5,000,000 feet. The Government 
insists on specific date for complete delivery 
when taking bids. Industrial users seem to 
have fair stocks and are not buying actively. 
Practically all items except B&better grades 
are $2 to $5 higher than they were two weeks 
ago. No. 3 common flooring in 4- and 6-inch 
moved up $2, and stock can not be secured 
even at an additional $1. No. 2 longleaf floor- 





Indicating Employees’ Injuries 
on Statue Decreases 
Accidents 


The Libbey-Owens-Ford Glass Co., of To- 
ledo, recently hit upon the novel idea of em- 
phasizing the cause of safety among its em- 
ployees by creating “Willie Everlearn.” Willie 
is a lifelike statue of a 14-year old boy whose 
eyes either belie 
claims to great 
mental alertness 
or indicate suffer- 
ing through phys- 
ical discomfort. 
Willie stands at 
the entrance of 


the company’s 
plate glass fac- 
tory in Toledo. 


Whenever a fac- 
tory worker is 
injured, Willie is 
bandaged in ac- 





"Willie Everlearn,” 
a statue at the en- 
trance of the Libby- 
Owens - Ford Co.'s 
plant, is bandaged 
when an employee 
is injured, and ef- 
fectively empha- 
sizes "Safety First" 








cordance with the 
injury received, 
and tagged with 
a card showing 
the worker’s 
name and the 
conditions and 
circumstances of 
the accident 
which led to the 
injury. William 
P. Clark, head of 
the employees’ re- 
lations department, declares that no employee 
wants his name associated in any way with 
Willie’s person, and that, as a direct result, 
the company’s accident curve is declining. 
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ing, 1x4-inch, sells as high as $23, mill, while 
1x3-inch No. 1 moved up to $34. Offers of 
$18 for 1x6- and 1x8-inch No. 2 air dried are 
turned down as too low, and not many will 
sell at $19, mill. Shortleaf dimension ad- 
vanced, while longleaf moved up $2, with $21 
being paid for 2x4- and 2x8-inch. Car deck- 
ing has advanced $2 a week for the past four 
weeks, and is still moving up. Car siding 
and lining in specified lengths moved up $1 
last week. Stringers, caps and guard rails 
are $5 higher than in January. Drop siding 
in all grades except B&better can not be 
secured except in limited amounts, and prices 
are being marked up. 


HARDWOOD FLOORING—Gum and south- 
ern maple flooring have moved up $2 since 
March 15. 


Jacksonville, Fla. 


SOUTHEAST TRADE—Orders from indus- 
trials and yards are about evenly divided. 
Building and repair consumption is up to 
expectations. The export situation is a little 
more encouraging; the outlook in Argentine 
is improved, and the trade in Cuba is feeling 
more optimistic as sugar prices promise to 
rise. 

CYPRESS—tThe number of inquiries and 
orders is encouraging. Big mills are operat- 
ing on a full-time basis. 


HARDW0OOD—The demand for hardwoods 
is good. Some items in dry condition now 
are hard to locate, with the result that there 
has been a small increase in prices. Both 
domestic and export customers are said to be 
holding off because of the advances. Manu- 
facturers of automobile bodies have been tak- 
ing the upper grades, and lower grades of 
oak have been bought by the flooring fac- 
tories. 

SOUTHERN PINE—Local orders for yard 
stock are not heavy, but with the close of 
the tourist season about here, property own- 
ers will commence to make additions and 
repairs. Government work is expected to 
increase as election draws closer, 


SHINGLES AND LATH—Orders from points 
further south continue to cheer the trade. 
Demand for shingles and lath continues good. 


Portland, Ore. 


WEST COAST WOODS—Fir demand is fair, 
with both railroads and yards buying. Export 
business continues quiet. Virtually all log- 
ging camps in the Columbia River district are 
now operating; demand for logs continues 
active, and quotations are steady. Spruce is 
active, with a good demand for clears coming 
from Europe. Domestic business in spruce 
holds up well. The demand for western pine 
continues good, except that No. 3 common, 
especially under 12-inch, is still in surplus. 
C selects and No. 2 common are moving well. 


Tacoma, Wash. 


WEST COAST WOODS—Moderation of 
weather in the East and middle West has 
stimulated orders from these sections, and 
shipments are picking up. The California 
market was affected this week by announce- 
ment that the water rate on lumber to points 
from Santa Barbara south has been declared 
open by the Coast Conference. Five lumber 
companies operating ships have been said to 
be cutting rates considerably, and the coast 
lines have been given Conference permission 
to go after the trade, each in its own way, 
as a result. Lumber and log shipments to 
the Orient continue to show improvement. A 
25 percent increase in lumber business with 
the Orient is in prospect, according to M. E. 
Blackmar, manager in the Orient for the 
Douglas Fir Exploitation & Export Co., who 
arrived here this week. Cold and snow 
earlier in the year curtailed logging opera- 
tions, and logs are reported scarce in the 
open market here. In fact, the local log 
supply is said to be lower than at any time 
in several years, although manufacturers do 
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m)| erica S Lumber enters 
while not expect a shortage that will interfere mand is somewhat above last year’s, with 
+ of with milling. prices a little higher and firm. 
eos 
will SHINGLE manufacturers declare both or- MILLWORK-—Building of individual homes 
. ad- ders and inquiries are on the increase and in San Francisco is progressing very satis- 
h $21 that mills are busy. The demand is par-_ factorily, with more building material con- 
leck- ticularly heavy for No. 1 grade shingles and veyances on streets than for some time, and ' 
four prices have stiffened aceordingly. Much of all dealers are looking forward to the best I 
iding this improvement is attributed to the fact spring in several years. ik 
up $1 that specifications on Government-financed 4 
rails projects call for the best grade shingles. . e . i CRATER LAKE 
iding Higher cedar log prices are in effect and Minneapolis, Minn. U 
xt be preceded the rise in shingle prices. The p / th P] / 
rices going prices now quoted here are $14 a NORTHERN PINE—The arrival of more ? s tne Fiace. 
thousand for cedar shingle logs; $20 for seasonable weather has already been re- { For stock that pleases 
nen good lumber grades. In some instances,even  fiected in more activity in the market, al- } customers — service that 
nae better prices have been reported. though the poor condition of country roads i permanently satisfies 
5 L rae = cine ig —— — an up- 4 dealers. 
urn in the number of orders, and shipments I - 
New Or eans, La. are well ahead of those for a similar period \4 Py 3 — ~ par nnd 
SOUTHERN PINE: demand is showing a_ in1935. Low grade boards are moving stead- Wi i pe , a. an 
little more strength than during the first part ily, and some items are in short supply. In- t erous percentage of high 
ndus- of this month. Mill stocks are badly broken, dustrial users are fairly active. Prices are }} grade lumber, producing 
vided. and manufacturers are limiting quantities firm at levels established some time ago, with g an excellent type of 
up to they will ship. Commission men report that bremiums being paid on scarce items. With i, Common. 
little prices are changed before they have time to no prospect of the Head of the Lakes region is Write NOW for quota- 
entine receive customers’ acceptances of quotations. mills reopening for several weeks, supplies a tions —or send a trial 
eeling Most of the demand is from retail dealers and are being sharply cut into, and there is a order for your needs in 
ise to for home building items. It is expected that likelihood that in the near future some manu- 
just as soon as weather conditions permit facturers will have difficulty in filling badly SELECTS and COMMON 
3; and building, rush orders will come in from all mixed orders of certain sizes and quality. ene ot Son 
erat- sections of normal pine sales territory, and oe eect . " om . 
also from the flooded sections. In many parts s NORTHERN Ww HITE CEDAR—T he poor 
of the producing area the woods are too wet C°Mdition of country roads is holding up busi- 
woods , ness. Small-sized posts, particularly 3 inch, 
nh now for logging. 7 foots, are in very short supply, for winter 
. there HARDWOOD demand, domestic and export, production was light. Poles are moving 
Both is a little quieter, but a considerable volume slowly, but the rural electrification program 
l to be is moving. The war talk in Europe has hurt assures a much better demand than last 
Manu- the business of mills that specialize in ex- year’s. 
2n tak- ports. The ground is so soft in many sections MILZWORIE—Dering the pont week a very RIVER, OREGOS?. 
des of on account of the rains that it is impossible : ~iieme y HUNTINGTON TAYLOR. MOK. 
g fac- to log, so there will be further depletion of Successful building show was staged at the 
dry stocks. Minneapolis auditorium, and sash and door 
. manufacturers report many inquiries. A fair 
* yard CYPRESS demand has been good. Orders’ business is reported from rural sections, de- 
lose of have been placed by all types of buyers. De-_ spite poor roads. Cc a F U 
y — mand for commons has kept prices —. ALCA$ 
as ant larly firm on grades that were advanced early 
ted to in the month. Some of the mills are taking Seattle, Wash. 43 LLOW cag ty & 
orders for deferred delivery of mixed cars. 
points All mills are reported operating. WEST COAST WOODS—A good many ob- 
trade. servers of lumber trends believe the West . P . 
*s good. San Francisco Calif. coast lumber industry is now in the best po- Complete line of kiln dried 
1 sition it has enjoyed for years. Prospects Yard and Shed Stock 
COASTWISE LUMBER SHIPMENTS—Fir [f0°r business are very good. Steady demand 
lumber deliveries for February from Pacific Sane ee ee ae a ae 
Northwest ports to California ports totaled yery ’ c ‘ : 
is fair, 48,185,000 feet, according to the PacificCoast- ‘Spring demand has not yet started. Belief Raned Edge Dimension 
Export wise Lumber Conference. Received at San od Seen ae 4 mc ihren ee 
ull log- i 8 feet; Monte- confined to loc reas or indivi 3; . . 
rict are phn Ang Bang Be veny 580,300; Ventura, ess apprehension is felt over the threat of Timbers, chemically treated to 
ntinues 777,000; Los Angeles Harbor, 32,503,300; San @ general shutdown such as occurred last prevent stain. 
ruce is Diego, 1,736,900; Stockton, 847,700. a 
; ng _ ae F 
‘rae RATES—Effective March 12, the freight Tego tg seg Pag a _— 
rn pine rate on lumber and/or lumber products from "s Be Se ean u 1 os _ ni " cen ct DUSTRIA 
ommon, Pacific Northwest ports to Santa Barbara, /8 hardly . = Ps a May pon & Poa ee LONG 
surplus. Calif., and all ports south, shall be open, —_ lg cong ste Sagi ge Petar oy —— LUMBER CO.,Inc. LEAF 
a s . . : {j- ¢ 7 ¢€ = 
ng well. Se Se SS pal find the mills unable to supply it, and ages ELIZABETH, LOUISIANA 
ber onference. he open rates do not are also scarce. The market is strong, an 
mr ee points mm of Sante Barbara, viz: advances are expected in prices of dry di- 
San Francisco Bay ports, Monterey, Moss mension and all uppers. Some say that the WHITE P| FE ldaho— 
- : Landing, Santa Cruz, points above Point San Market is suffering a little because bad N Pond _ 
‘ion 0 Pablo to and including Antioch and Stockton. weather prevents lumber from moving into erosa 
est has r = ion. Mills have good order files California White 
ond The open rates do not include hardwood and consumption ‘ ’ Also and Sugar Pine 
ig ia semi-hardwood lumber and logs, battens, and make concessions only where they want 
ulitorn broom handle stock, car strips, cordwood, to get rid of surplus items. Mill stocks are Fir Wallboar Cedar and 
nounce~ cross arms and braces, logs as defined under believed to be more balanced than they were West Coast Products 
tate Item 15 of the Conference, pickets, piling, tases aeedeedion tx uae Willi S h + C 
regon have 
; lumber POE, GOR, ST- Seeee extent that they have been forced to divert iam cnuetTe ompany 
j said to REDWOOD—Market demand is ahead of select-structural business to Washington New York 
he coast production in all grades. Stocks are low and mills, but these are unable to handle much Office—4i East 42d St. PITTSBURGH, PA. 
rmission the outlook bright, with prices firm. All up- of it. The Oregon mills get their select 
wn way, per grades are in demand and moving east structural stuff from small old growth while 
— r rapidly = ae ns ge the Washington mills cut mostly from large NOFMA —_ CERTIFIED 
ment. movemen o e as s by rail, lumber , from which a smaller quantit 
ess with being assembled in San Francisco for eastern of gtvctunal items la made, 7 . U. S. COMMERCIAL STANDARD, CS 56-36 
to M. E. shipment by car. All coastwise steamers are 
for the reported back in service. Tank and vat stock INTERCOASTAL—Shippers declare the de- OCKW OoD 
Co., who demand continues strong, with the industry mand is less than what they expected, but OAK FLOORING 
id snow hardly able to dry it fast enough. Current is fair. Ship space is still fairly tight, but 
g opera- conditions are expected to continue for some is not as difficult to obtain as it was two SOFT TEXTURE UNIFORM COLOR 
e in the time, with prices remaining steady. Foreign weeks ago. Prices are surprisingly steady. Ask for Stock and Price List 
ocal log orders are coming from Australia, New Zea- One shipper declares the steady movement GEO. C. GRIFFITH STAVE CO. 
any time land, South Africa, France, Germany, United by rail to the new 72 cént territory is hav- 1760 Ry. Exch. Bidg. ST. LOUIS, MO. 
‘urers do Kingdom, Panama, Salvador, Peru etc. De- ing a tendency to stabilize intercoastal 
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prices. Canadian competition is felt. A con- 
siderable quantity of lumber is being laid 
down at the principal east coast ports at 
figures lower than American shippers can 
quote. 


CALIFORNIA—Good quantities of lumber 
are moving to California by ship. One ob- 
server declares that there is a building boom 
starting; that for the first time in years 
there is great activity in selling lots and 
building homes in subdivisions. The $6 Con- 
ference rate blew up for Santa Barbara and 
points south, but other areas are still getting 
lumber on this rate. 


EXPORT—Japanese and Chinese buyers 
are not purchasing nor making inquiries. 
British Columbia is getting some China busi- 
ness on the inducement of 25 cent cheaper 
rate. Space is very firm; lumber to Japan 
moves at $6.25 and $6.50; to China at $7 and 
$7.25. War clouds have temporarily stopped 
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United Kingdom and Continent buying. Old 
clear orders are being shipped. Several 
large inquiries from South America continue 
to tantalize American shippers, but business 
consummated is small, 


SHINGLES—A fair movement of shingles 
continues. The surplus of No. 2’s and 3’s 
has increased, and some softening is no- 
ticeable in their prices. Royals and 18-inch 
shingles have strengthened; some quotations 
on royals are 10 to 15 cents higher. There 
has been little change in volume of North- 
west shingle production. British Columbia 
mills are oversold; contrary to expectations, 
they did not receive any additional American 
market allotment for the quarter. 


LOGS—Though truck loggers are active, 
increased input has not affected log prices, 
which, except on hemlock, continue strong. 
Weakness of hemlock is due to supplies be- 
ing almost twice normal. All kinds of fir 
logs are rapidly snapped up at $12, $18 and 
$25. No. 1 peelers bring $30@32, and No. 2’s, 
$26. Shingle logs, both on Puget Sound and 
in British Columbia, are very firm at $15. 
Cedar lumber logs are steady at $21. Spruce 
logs bring $12, $16 and $22. 


Spokane, Wash. 


INLAND EMPIRE PINES—Spokane lumber 
mills report the market holding steady, with 
prices about the same as two weeks ago. 
Volume of sales is fairly good. Stocks at 
mills are badly broken, however. Floods in 
the East are holding back demand, and bad 
weather here prevents logging and manufac- 
turing operations. 


Kansas City, Mo. 


SOUTHWEST MARKET—Wicth all indicat- 
ors pointing toward a sharp upturn in build- 
ing activity in the Southwest, lumber sales 
expanded substantially last week. Local lum- 
bermen were well pleased that advances in 
prices were gradual. Mills generally have 
heavy order files. They have had difficulty in 
accumulating stocks, because of the persist- 
ency of current demand from line yards in all 
sections, but particularly in the southern 
States. This was accounted for by activity 
in Kansas, Oklahoma and Texas oil fields, 
and by resumption of building activity in 
these States. Speculative builders report 
that sales of new homes, and inquiries, indi- 
cate a busy spring. A more favorable bal- 
ance between private and Government capi- 
tal in construction work was regarded as a 
favorable sign of sound recovery. 


INDUSTRIAL—Eastern floods caused a re- 
duction in orders from eastern centers. Au- 
tomotive bookings were somewhat curtailed, 
while furniture business also was hesitant. 
Millwork plants were in the market for scat- 
tered small amounts to fill immediate needs. 
There has been some improvement in re- 
sponse from the latter class of buyers be- 
cause of the upturn in building. Railroads 
were in the market for small amounts but 
generally most of them have virtually com- 
pleted their car repair programs and now are 
preparing for spring track maintenance 
work. 

SOUTHERN PINE—The market was char- 
acterized as brisk, although it is not be- 
lieved that retailers have yet purchased in 
sufficient volume to bring their stock up to 
normal. Revised price lists last week 
showed little or no change from the previous 
week, when Nos. 2 and 3 boards were ad- 
vanced another 50 cents. Demand for No. 3 
boards has been so strong during the past 
fortnight that the customary $6 to $8 spread 
between No. 2 and No. 3 has narrowed to 
about $3. Further advances are expected, al- 
though prices already are about 10 percent 
above 1935. 

WESTERN PINES—The price position of 
ponderosa pine has considerably improved, 
due to the removal of concessions rather than 
because of any advances, which, however, are 
anticipated. Nos. 3 and 4 boards, 4- and 6- 
inch, are in particularly good demand. 


DOUGLAS FIR—Some advances are re- 
ported on individual items, with the general 
market still maintaining its firmness. Vol- 
ume dropped off from the previous week, but 
a showing every indication of improve- 
men 


HARDWOODS—wWhile floods in eastern 
centers tended to curtail bookings by indus- 
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trial consumers, there was somewhat better 
demand from the building trades. 


SHINGLES AND LATH—tThe shingle mar- 
ket is showing signs of picking up, and 
prices firmed a little last week. Lath stocks 
are badly broken, and prices are firm. 


Warren, Ark. 


ARKANSAS SOFT PINE—Sustained de- 
mand has been enjoyed by Arkansas mills. 
New business continues to come in at a fair 
rate, and shipments absorb present produc- 
tion. Mill inventories average 10 to 15 per- 
cent lower than a year ago, while order files 
are 20 to 30 percent larger. Small-mill oper- 
ators report good order files, but complain 
about not having enough dry stock to make 
prompt shipment. Some operators have a 
good part of available stock already covered 
by orders. Reduction in large-mill stocks is 
more noticeable in B&better finish, casing, 
and base items, with 1x4-, 6- and 8-inch 


14&16 foot B&better casing and base in very © 


limited supply. Bé&better 12-inch in all 
thicknesses, along with 6/4x4-, 5- and 6-inch, 
14-foot door jamb stock, are also scarce. Most 
mills are unable to accumulate 3 and 4-inch 
edge grain flooring, in standard lengths or 
short-length end-matched stock, fast enough 
to fill current orders. Bé&better 3-inch flat 
grain flooring in random lengths is in very 
limited supply at some mills. No. 1 siding, 
pattern 116, is none too plentiful in 14-foot 
and longer. Stocks of Nos. 2 and 3 boards 
have been reduced 40 to 50 percent below a 
year ago, with none of the mills reporting 
a surplus, except an occasional car or two 
of 4-inch No. 3. Mills have cleaned up prac- 
tically all 3- to 6-foot No. 2 boards, which 
have been sold largely for box and crating 
purposes. The demand for No. 2 lath is in 
excess of available supply while few mills 
report small surpluses of No. 1. Demand 
from railroads is entirely satisfactory, stocks 
of surplus 6-inch 9 and 10-foot B&better car 
siding and lining having been cleaned up 
since the first of the month. Car siding, 4- 
inch, B&better, is scarce in all lengths. Sev- 
eral mills have sold all the 2x6-inch 18-foot 
Bé&better they can produce for the next 90 
days or more. Stocks of grain door lumber 
are considerably under last year’s with aver- 
age price around $12.50, mill. 


SOUTHERN HARDWOODS—Demand for 
most all items has been well in excess of cur- 
rent production. Several mills report having 
about all the business booked at current 
prices that they care to take on at present. 
Demand for 4/4 sap gum is fast clearing up 
available stock, especially of dry No. 2 com- 
mon; sales made this week were at $12 to 
$13, mill, which is several dollars under cost. 
Both 4/ and 5/4 FAS red oak are scarce. 
White 5/4 oak in good dry stock is none too 
plentiful. The flooring mills have bought up 
about all the rough flooring oak available. 
Holders of this item believe they will secure 
from $3 to $6 more within the next 90 days. 


Memphis, Tenn. 


SOUTHERN HARDWOODS.—A good de- 
mand from both foreign and domestic con- 
sumers continues, with prices on practically 
all items advancing. Orders have exceeded 
production, so there will likely be a scarcity 
of many items. Practically all classes of 
domestic consumers are in the market. The 
automobile trade continues to make large 
purchases. Furniture factories are also buy- 
ing regularly, and some, as well as other 
woodworking plants, are buying ahead for 
the first time since the start of the depres- 
ssion. Prices are gradually advancing as 
items become scarce, so some producers are 
not anxious to sell their stock. Box manu- 
facturers have shown some activity. Demand 
from manufacturers of oak flooring continues, 
and there is a scarcity of lower grades of 
rough oak, with its prices rapidly advancing. 
Retail yards, as well as millwork manufac- 
turers, are now coming into the market. Ex- 
port trade has shown decided improvement. 
A large volume of business is being offered. 
The majority of exporters are no longer will- 
ing to sell at low prices, and buyers see the 
necessity of paying more. Rains and cold 
weather have held down production all win- 
ter, and now the woods are so soaked that 
logging in many sections is impossible. Mills 
are not operating at an average of more than 
50 hours a week and there is but little pros- 
pect of production exceeding sales. 








Mai 


1936 March 28, 1936 AMERICAN LUMBERMAN 59 


etter 














mar- 
and 
tocks 


de- 


Time 
“i has marched on— 


per- 
’ files 


oper- _ and brought the current outstanding event in the 
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we 8 new issue of the Lumbermen's Credit Rating Book. 
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information right up-to-the-minute — will 
increase your sales and reduce your credit 
losses. 


Lumbermen’s 


Red and Blue Book Service 





os 





EXCLUSIVE 


Delinquent Unpaid 
Account Reports 


Thousands of Delin- 
quent Unpaid Account 
Reports are received 
monthly from members 
of the Associations of 
Lumber manufacturers 
and woodwork jobbers. 
Many of these reports 
flash the first warning 
of a weakened finan- 
cial condition and the 
net result of this infor- 
mation and subsequent 
investigation is re- 
flected in a concern’s 
rating and promptly 
reported to subscribers 
through the TWICE- 
A-WEEK Supplemental 
Sheets. 














Address Dept. "A" 


The complete service, of which the SUPPLEMENTED 
Credit Rating Book is the basis—consists of: 


@ Credit Rating Book—listing and rating all concerns that 
purchase lumber and allied products in wholesale quan- 
tities. 

@ TWICE-A-WEEK Supplements that keep listings and rat- 
ings right up-to-date, practically eliminating need for 
Special Reports. New concerns starting in business are 
also reported immediately —valuable “leads'’ for your 
sales department. 


@ More accurate ratings resulting from Delinquent Unpaid 
Account Reports—an exclusive feature.* 


@ Comprehensive Special Reports. 
@ Reciprocal Tracer Reports. 


You Can Try It 
On 3O Days Approval! 


If not acquainted with Red and Blue Book Service you 
are invited to use the New April 1936 Edition—and complete 
service—for 30 days on approval. 

Let this specialized industry service help 
solve your credit and sales problems. 


Send your order now! 
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Credit Association Inc. 
CHICAGO NEW YORK, 
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Mr. and Mrs. Milton McGoldrick of Spokane 
are on a month’s trip through California. 


L. H. Levisee of the company bearing his 
name at Oshkosh, Wis., was in Chicago a few 
days ago en route home from Detroit. 


P. A. Albertson, sales manager Pelican Bay 
Lumber Co., Klamath Falls, Ore., stopped in 
Chicago a few days ago while on a trip to 
visit trade in the East and Midwest. 


H. E. MacKinnon, president and general 
manager of the Hixon-Peterson Lumber Co., 
Toledo, Ohio, who has been enjoying a cruise 
to South America, is expected back about 
April 1. 

Clarence Hoover, formerly with the lumber 
sales department of the Wood-Mosaic Co. 
(Inc.), Louisville, Ky., recently joined the 
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lumber sales department of the Mengel Co., 
Louisville. 


Among recent visitors to Buffalo lumber of- 
fices were E. M. McGill, sales manager Sumter 
Lumber Co. (Inc.), Electric Mills, Miss., and 
Charles McDonald, St. Pacome Lumber Co., 
Quebec, Canada. 


Edward Greer, of Pardee & Curtin Lumber 
Co., Clarksburg, W. Va., who makes his head- 
quarters in Philadelphia, called on several Bal- 
timore distributors the past week. He reported 
a good inquiry for hardwoods. 


William G. McHugh, vice president Morri- 
son-Merrill & Co., Salt Lake City, Utah, vis- 
ited the offices of the AMERICAN LUMBERMAN 
en route home after visiting in Kalamazoo, 
Mich., where he formerly lived. 


Wesley W. Anderson, manager Anderson 
Lumber Co., Ogden, Utah, has been named a 
member of a committee of three prominent citi- 
zens of his city to represent Ogden in the for- 
mation of a State Chamber of Commerce. 


Charles N. Perrin of Buffalo, was in Chicago 
last week attending a meeting of the sub-com- 
mittee of the National Hardwood Lumber 
Association on the subject of structural grades. 
Mr. Perrin is chairman of the sub-committee. 


The Associated Cooperage Industries of 
America (Inc.) announce the appointment of 
James A. Gilmore as executive secretary, suc- 
ceeding T. H. Gaukel, resigned. Mr. Gilmore 
has a background of sixteen years’ experience 
as a trade association executive. 


R. H. Genrich has been elected president and 
manager of the Jacob Mortensen Lumber Co., 
Wausau, Wis., with the following associates: 
Ben Stone, vice president; R. A. Johannes, sec- 
retdry-treasurer. These three men and Fred 
Genrich, Jr., comprise the board of directors. 


John Goodwin, Tr., manager of the McGehee 
Lumber Co., McGehee, Ark., has been trans- 
ferred to headquarters office of the Barton- 
Mansfield Co., at Jonesboro. Mr. Goodwin 
will be succeeded by Claude R. Roach. who 
formerly managed a lumber yard at Walnut 
Ridge. 

W. Lloyd Hixon, of the Hixon-Peterson 
Lumber Co., at Toledo, Ohio, is locating in 
Chicago. where he will be associated with his 
uncle, Robert Hixon. of the Shevlin-Hixon 
Lumber Co., McCloud River Lumber Co., Alex- 
ander Lumber Co., Sumter Lumber Co. and 
other lumber interests. 


Frank E. Brown, for nearly twenty-two years 
residential manager John Schroeder Lumber 
Co., Ashland, Wis., has resigned to become 
sales manager Marathon Paper Mills Co., Iron- 
wood, Mich. Martin C. Kausrud, cashier of 
the lumber companv offices, has been placed in 
the supervisory position. 


Mrs. Irene S. Reed, widow of the late Mark 
E. Reed, prominent Pacific Northwest lumber- 
man, and herself interested in Pacific North- 
west lumbering and logging operations, has just 
been re-elected to her twenty-eighth consecutive 
term on the Shelton (Wash.) school board. 
She is the donor of the Shelton high school 
building and was unopposed at the school 
election. 


The memory of Robert Blackburn, prominent 
wholesale lumber dealer of Milwaukee, who died 
recently, was honored a few days ago when the 
spring class of the Wisconsin Consistory, thir- 
ty-second degree Masons, was named the “Rob- 
ert Blackburn Class.” Last fall Mr. Black- 
burn was nominated to receive the thirty-third 
degree, the highest honor in Masonry, by the 
Supreme Council at Boston this year, but death 
prevented his receiving the award. 
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The Indiana Lumber & Builders’ Supply As- 
sociation advises, through its secretary, R. W 
Slagle, that because of the necessity of larger 
office space, the headquarters of the association 
are now located at 309 Mutual Insurance Build- 
ings, 518 North Delaware Street; and all cor- 
respondence should be directed to that address. 
Lumbermen are invited to visit the new office 
when in Indianapolis, parking space being avail- 
able at all times within a block of the new 
location. 


Frank P. Borden, traffic manager for the 
Douglas Fir Door Manufacturing Association, 
was so busy preparing for the recent rate sus- 
pension hearing in Chicago that he didn’t have 
time to campaign before the municipal election 
in Tacoma, Wash., March 10. Nevertheless, 
he won handily in the race for the two-year 
term as commissioner on the civil service board, 
which directs the activities of the city’s hun- 
dreds of workers employed under civil service. 
He was elected, receiving more than half again 
as many votes as his opponent. 





Spring Credit Rating Book Is Out 

The spring edition of the Lumbermen’s Credit 
Rating Book has just been published by the 
Lumbermen’s Credit Association (Inc.), Chi- 
cago. The 109th edition of this credit guide 
has undergone thorough and extensive revision 
during the past six months, both in names of 
firms listed and their credit ratings. Of special 
interest to manufacturers and wholesalers, is 
the fact that it contains the names of hundreds 
of new buyers of lumber and allied products, 
who have started in business or resumed active 
operation during the past six months. The 
association issues supplements twice-a-week 
between the semi-annual editions. Information 
about a 30-day approval plan may be had by 
writing the head office at 608 South Dearborn 
St., Chicago. or to the office at 99 Wall Street, 
New York City. 





Furniture Makers Increase Ads 


Further proof that business is on the upgrade 
is seen in the extensive advertising campaigns 
being conducted by many of the furniture manu- 
facturers exhibiting at the American Furniture 
Mart, Chicago. The Kroehler Manufacturing 
Co., Naperville, Ill., is sponsoring its largest 
spring campaign in recent years in presenting its 
two-piece living room suites. Sleeper Products 
(Inc.), Chicago, has started a campaign two 


and one-half times greater than any previous 
one. 





Lumberman Arranges Memorial 
Services to War Dead 


Nearly eighteen years after the Armistice, 
the first official memorial to World War dead 
is now enshrined in the World War Room of 
the Chicago Historical Society, largely due to 
the efforts and work of a Chicago lumberman, 
Col. C. B. Cunningham, Commander-in-Chief 
of the Allied World War Veterans’ Council. 
On March 8, in the auditorium of the society, 
the “Golden Book of Cook County” was dedi- 
cated. This book contains the names of some 
4,000 men and women from Cook County who 
were killed in action overseas during the four 
years of the World War. Due to the wide 
interest in the ceremonies, admission was by 
invitation only and more than 10,000 requests 
for tickets were refused. There were numer- 
ous delegations from the surrounding States. 

Every U. S. and allied veterans’ organiza- 
tion in the State was represented on the plat- 
form by its ranking officers. Ten of the al- 
lied nations were represented by their ranking 
diplomats. Maj. General Frank R. McCoy, U. 
S. A., and Rear Admiral John Downes, U. S. 
N., were the representatives of the army and 
navy. 

As “Taps” was blown at the climax of the 
program, Col. Cunningham and seven State and 
national commanders of foreign allied veter- 
ans’ organizations dropped rose petals and 
flowers on the dais on which the “Golden Book 
of Cook County” rested, flanked by all the 
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medals of the United States. These flowers 
were brought from Belgium, France, Italy, 
Yugoslavia, England, Canada and Poland for 
this particular tribute. 

Col. Cunningham arranged and directed the 
program and presided at the dedication cere- 
monies. In recognition of his work in bring- 
ing the various State and national organizations 
of allied World War veterans together, he was 
recently elected Commander-in-Chief of the 
Allied World War Veterans’ Council. 


—_—S—aeaes 


Is Back in Retail Field 


EvANSVILLE, INp., March 23.—Paul R. Blood, 
of the Blood Lumber Co., has again entered 
the retail lumber business, being located at 4 
South Kentucky Avenue, which is on Federal 
Highway No. 41 in the center of Evansville. 
Mr. Blood formerly operated the Cash & Carry 
Lumber Yard here, and specialized in moving 
non-standard, weather-damaged and mis-man- 
ufactured items direct from the mills to con- 
sumer and carpenter trade. His new yard will 
be operated much on the same plan as the 


former one. 
—_—_—_—_——=—_ 


Will Handle Sheathing Sales 


MINNEAPOLIS, MINN., March 23.—The In- 
sulite Co., which has just introduced its new 
building material development, “Bildrite Sheath- 
ing,” announces the appointment of L. H. Somes 
as sales promotion engineer to specialize in 
that product. Mr. Somes has been identified 
with the building and construction industry for 
nearly fifteen years and is well known to the 
trade of the central and northwestern States 
as a capable sales executive. E. H. Batchelder, 
Jr., vice president of the company, in intro- 
ducing the new sales executive, said: “In the 
appointment of Mr. Somes, we feel that we 
have acquired experience and ability that will 
go a long way towards establishing Bildrite 
sheathing as one of the most successful build- 
ing materials our company has developed dur- 
ing its 23 years’ experience. He is not only 
fully qualified to render an important service 
to builders, lumber dealers, etc., but the trade 
will find him possessed of a likeable person- 
ality, with keen insight and an understanding 
of construction problems.” Mr. Somes will 
make his headquarters at the company’s main 
office here. 





Home Building Heavy in Spokane 


SPOKANE, WasH., March 21.—Home build- 
ing in this city continues to mount. Building 
permits for the first half of March this year 
were $41,050, compared to $14,000 for the same 
period a year ago. Up to the middle of March, 
1936, the new homes in Spokane amounted to 
$149,550, as contrasted with $48,350 over the 
same time in 1935. A report filed by the FHA 
shows Spokane County as being third in the 
State for borrowings to use in modernization 
and repair work. 


Construction in February 1936 in 
Chicago, Suburbs Above 
Year Ago 


Despite the fact that February 1936 broke all 
tecent sub-zero records, it is pleasant for the 
building industry to write that the month ex- 
ceeded the corresponding period in 1935 by over 
$200,000 in communities around Chicago or an 
increase of 67 percent. Thus, since February of 
last year, every month has shown a substantial 
gain over its companion month of 1935. The 
mild weather experienced so far in March is ex- 
pected to result in a strong upward trend in 
home building and other construction this spring. 
The figures on February outlying building to be 
compared are: 1936, $513,290, and $306,940 for 
1935; and in Chicago, $613,550 for 1936, against 
$278,295 a year ago. 

The outstanding figure reported for last 
month was from Wilmette which issued a list 
of building permits totalling $95,300. The cost 
of residences ineluded in this report ranged 
from $9,000 to $44,000, and there were three 
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alteration jobs amounting to $4,300. Most of 
the reports for February were weather reports! 
The complete inactivity in over half the fifty- 
three communities reported in this survey is 
blamed on the cold, but all expect an increase 
the balance of the year in new building and re- 
pairs. 


Heads Big Advertising Drive 


With the initiation of the biggest advertising 
program in many years, the Celotex Corpora- 
tion, one of the largest manufacturers of build- 
ing insulation and sound control materials, has 
appointed LeRoy Staunton, nationally-known 
advertising and merchandising man, as adver- 
tising manager. Mr. Staunton, who was for- 
merly merchandise advertising manager for the 
Westinghouse Electric & Manufacturing Co., 
and at one time advertising manager for the 
Kolster Corporation, is particularly interested 
in the co-ordination of Celotex advertising with 
the needs of the lumber merchant. 

_ “The traditional Celotex merchandising pol- 
icy—that our job is not finished until our 
products have been sold by our dealers to the 
ultimate consumer—exactly fits my convictions,” 
he declared. “The effectiveness of national ad- 








LeROY STAUNTON, 
Chicago; 
Celotex Advertising Manager 


vertising depends upon the results it brings to 
dealers. This year’s Celotex program should 
give every lumber merchant plenty to be en- 
thusiastic about. For instance, one of our major 
goals is to make Celotex lath and sheathing 
the prime profit items that they were for deal- 
ers during home building’s heyday.” Mr. 
Staunton believes that the practical experi- 
ences of dealers and suggestions from them are 
of prime importance in the development of na- 
tional advertising, literature and direct mail, 
and will be glad to hear from those who have 
such experience to relate. 
-_ 


German Studies Lumber Industry 


PorTLAND, Ore., March 23.—Richard Hugo 
Forchheimer, of Frankfort-on-Main, Germany, 
is in Portland this week looking over the lum- 
ber manufacturing industry to become more 
familiar with production methods, grades, and 
so forth. He is connected with the sales de- 
partment of a large lumber distributing con- 
cern which his father heads. He reports large 
quantities of spruce being imported from the 
Pacific Coast to Europe for airplanes, and also 
indicates that a prospective building boom in 
Europe should soon be reflected in a greater 
demand for lumber from the Pacific Northwest. 
From 60 to 70 percent of the lumber distrib- 
uted by the firm is said to come from this 
district. 
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él 
Finds Plywood Selling Itself 


Tacoma, WasH., March 21.—Hugh S. Mur- 
phy, exclusive distributor of Monarch fir doors 
and plywood here, has reported to the Amert- 
CAN LUMBERMAN that the Monarch factory is 
about ready to start work. The cutting tables 
are all installed, and the conveyors and new 
door machinery are being placed. He believes 
that operation will start in about thirty days. 

Mr. Murphy has recently returned to his 
office after spending two months on a trip 
through the country. He states that plywood 
is selling itself, and feels that 1936 will be a 
particularly good year in the sale of doors. 
Mr. Murphy got more than enough of the cold 
weather that gripped the Midwest and East 
on his trip, but felt that even considering it 
the months were well spent. 

—_—_——_ 


Two Assume New Positions 


Hammonp, La., March 23.—The Natalbany 
Lumber Co. (Ltd.) of this city announces the 
appointment of J. K. Pevey as assistant sales 
manager to succeed H. E. Reynolds, who re- 
cently became hardwood sales manager. The 
appointment was effective March 1. Mr. Pevey 
has been in the sales department many years. 
The position formerly filled by Mr. Pevey has 
been assumed by J. C. Williams, who has been 
connected with the shipping department several 


years. 
—_—S 


Returns to Lumber Business 


Detroit, Micu., March 23.—His host of 
friends throughout the lumber trade have 
learned with pleasure that after having been 
for quite a time disassociated with the lumber 
business because of ill health, A. E. Pope is 
returning and has opened an office in this city, 
where he will do a commission business. An- 
nouncing his new venture, Mr. Pope said: 

Trained as a manufacturer in the Black 
Forest region of Pennsylvania, missionary 
salesman introducing new woods from time 
to time, director for 15 years of lumber pur- 
chases and wood utilization for two of the 
largest automobile companies, and advisor 
to many others, I should be able to under- 
stand and appreciate the kind of service that 
the consumer expects from the salesman and 
the mill man. 

Mr. Pope was originator of the idea of mass 
production of automobile and furniture dimen- 
sion, both finished and semi-finished, and also 
of standardized crating. In this latter connec- 
tion he will be able to render much assistance 
to users of dimension in connection with many 
of their problems. Mr. Pope is located at 7338 
Woodward Ave. 


In Charge of Information Service 


SEATTLE, WasuH., March 21—The West 
Coast Lumbermen’s Association announces’ the 
appointment of S. H. Evans to take charge of 
the information department, succeeding J. B. 
Fitzgerald, who has been given a leave -of ab- 
sence to organize a local information service 
for a group of Puget Sound lumber manufac- 
turers. Mr. Evans has been connected with 
the association since 1927 as assistant to Mr. 
Fitzgerald. He is a graduate of the University 
of Oregon, has had experience as a newspaper 
man and is-a writer on technical subjects, spe- 
cializing in wood uses and construction infor- 


mation. 
Se ae 


Products Exhibit to Be in April 


St. Louts, Mo., March 23.—The St. Louis 
Purchasing Agents’ Association will hold its 
sixth annual “Members Products Exhibit” at 
the Jefferson Hotel, April 16-17. Previously 
this show was held only one day and one night, 
but this year plans are under way to make it 
the most successful exhibit in history. <A 
speaker of national prominence will address the 
gathering. Plant superintendents, engineers and 
representatives of purchasing departments are 
invited. A banquet will be held the night of 
April 16 in the Jefferson Hotel. 
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LUMBER MARKET REVIEW 


Southern Pine Sales Active in Home Territory; Floods 
Delay Demand from North and East 


Although southern pine production by identical mills in the 
two weeks ended March 14 was 31 percent larger than last 
year’s, bookings were a good deal ahead of it, as they exceeded 
last year’s by 66 percent. Order files are now being filled out, 
but stocks at mills are about 10 percent under last year’s. The 
bulk of the demand appears to be for construction uses in the 
southern States, where much activity in home building, oil-well 
development and Government construction is reported; while 
there has also been a decided pick-up in Island export trade. 
Railroad and other industrial consumption has been increasing. 
Trade with flooded sections of the North and East has been 
temporarily stopped, but some emergency orders are coming 
to the mills, and more are expected as rehabilitation work gets 
under way. Prices all the way through the list are stronger, 
and further mark-ups are likely, but the movement of prices has 
been moderate and gradual, held in check to some extent by 
the reluctance of buyers, and by reports that small-mill output 
has been increasing. 


North Carolina pine mills report an excellent demand in the 
South for home building items, but that trade with the North 
Atlantic States has been greatly curtailed by reason of floods. 
Kiln dried box has sold well, for production has been so 
hampered by bad weather in parts of the Southeast that air 
dried is scarce. But southern weather has so improved that 
shipments are more easily made, and small-mill output is on 
the increase. Prices are not so buoyant, and some are willing 
to concede a little from the more advanced levels. 


Arkansas Soft Pine shed stock has continued in good 
demand, and mill stocks are low. Dry commons can not be 
shipped by the small mills, and large-mill stocks have been 
greatly reduced. Car material is moving well, and much grain- 
door and box stock has recently been sold. 


West Coast Sales and Prospects Good; Mills Are 
Building Up Depleted Stocks 


New business of West Coast mills has been running 
about twenty-five percent ahead of last year’s, but output has 
been showing a larger increase and is considerably ahead of 
bookings. Mill stocks, however, have been about ten per- 
cent below last year’s, and there is a natural desire to round 
them out in view of improved sales prospects. So far this 
year, sales have exceeded the cut, for the mills have been 
under severe weather handicaps. 


Rail trade has begun to.open up, and many mills have 
found difficulty in filling orders for uppers, which are in 
short supply, with stock of dry commons also below re- 
quirements. Business from the 72-cent territory has suffered 
because of floods, but the mills have well-filled order files, 
and expect a heavy call from the flooded sections as they 
begin to repair the damages. Car material and clears are in 
good demand and strong. There have been advances in 
yard items, with more expected. 


The Atlantic coast market foresees a heavy increase in 
consumption this season, but uncertainty as to the inter- 
coastal rate, and prospects of larger arrivals of British Co- 
lumbia fir and Maritime spruce, make for caution as to for- 
ward commitments, and quotations are hardly as strong 
in the East as they are at the mills. Because of bad weather 
hindering building, there has been some accumulation of 
wholesale stocks, but retail holdings are believed to be 
small and are under an increasing drain. To southern Cali- 


fornia, Conference rates have broken down and there has 
been a big gain in shipments, and lower delivered prices are 
encouraging a resumption of buying. 


British Columbia got 70 percent of the February export 
orders. Japan and China are buying little; most Chinese 
orders go to Canada; European trade has been hurt by the 
war scare; Latin-American business is slow to materialize. 


Western Pine Business Feels Effects of Floods and Bad 
Weather in East and Middle West 


Western pine demand in the two weeks ended March 14 
was 9 percent above last year’s for the corresponding period, 
but business has recently suffered somewhat from floods in 
the important eastern consuming territory, from which much 
is expected this spring on the basis of the 72-cent rate. Middle 
West trade is also handicapped by bad weather. The items in 
best demand continue to be No. 2 commons and C selects. 
There has been further gain in the position of No. 3 commons, 
except the wider, with depletion of mill stocks, but Nos. 3 and 
4 are still comparatively weak, because of lack of demand for 
shook. Shop stock has been moving a little better of late, and 
there is no excess of this item. Quotations remain steady. 


Northern Pine and Hemlock and Eastern Spruce Sales 


Under Handicap of Bad Weather 


Northern pine demand in the Northwest has been improving 
with the weather, but country consumption is still under the 
handicap of poor road conditions. Trade in the East has been 
curtailed temporarily by floods, and output of Canadian mills 
has been reduced for the same reason. Though mill stocks 
are about even with last year’s, some items are scarce and bring 
premiums. Production has not yet started for the season. 


Northern hemlock business has been under the handicap of 
bad weather in Michigan-Wisconsin territory, for the yards 
have deferred buying, but industrial business is fairly good. 
The mills look for activity in yard items as soon as the weather 
improves, and are holding prices firm. 


Eastern spruce inquiry has increased, for although floods 
have stopped ordinary building and repair work in many sec- 
tions, they have been creating an emergency demand. There 
has been a considerable movement from the Maritime Provinces 
to North Atlantic ports, but it has not affected New England 
mill prices, these receiving support from the heavy curtailment 
of production by floods. 


Many Hardwood Buyers Seek to Cover Advance Needs 
as Floods Threaten Production 


Hardwood demand is good, but rather uneven as to territory 
of origin, because many plants in industrial sections of the 
North and East have suffered interruption from floods and are 
temporarily out of the market. All groups of domestic buyers, 
however, are increasing purchases—orders coming in good 
volume from furniture and automobile as well as flooring and 
millwork factories. European trade has been hesitant because 
of the war scare, but the inquiry shows that a larger volume 
of business is to be placed as this passes, and overseas offers 
are now more in line with the domestic market. A noticeable 
tendency of domestic buyers to provide for future requirements 
is accounted for by their expectation that southern production 
may be heavily curtailed as flood waters reach the lower river. 
Southern oaks, sap gum and ash show further advances, and 
No. 1 northern birch has been marked up. Many of those 
holding stocks are inclined to wait until the market has reached 
a higher level before disposing of them. 


Statistics, Page 52 — Market Reports, Pages 54-58 — Prices, Pages 63-64 
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THIS WEEK’S LUMBER PRICES 


East and west side mills have reported the following average f. o. 





SOUTHERN PINE 


mill sales prices on southern pine to the Southern Pine Lumber Ex- 


change, New Orleans, or sales made in the period acu 12-16, but, where prices for this period were not available, prices for 
the month to date have been inserted and starred (*): 
West East West East West East West East West East West East 
Side Side Side Side Side Side Side Side Side Side — Bide ee 
Fleoring, Standard Drop Siding, Standard No. 1 Shiplap and Ne. 2 Shortleaf oe 
Lengths Lengths, 1x6” Reng) Epes Boards, 10-20’ Dimension ox4” Dimension 
1x3” rift— No. 117 B&better— 1x8 ...... 35.11 365.45] 3x4" 12 & 14...*25.00 
Bébetter Bé&better.. 32.00 38.00] Inch thick— 1x5&10 «+» 37.64 40.83/12 & 14... 21.57 20.29]16 ....:: .*26.00 
Shortleaf.. 60.27 60.00 ie. rT 26.67 26.00 - Pakeisnes *39.00 38.04 Bree 50.26 50.50/16 ......- 22.38 20.38 2x6” 
Ma Sinn B&better.. 38.00 ....]8 vssseee *40.00 38.40| No. 2 Shiplap and | 2x6” 12 & 14...*23.00 
‘i No. 1 34.96 33.72)1x5&10 *45.00 47.00 Boards, Std. Lath. 12 & 14... 17.96 17.16116 -.cccecce 22.00 
GherHeet.. 50.71 ee — "TE .¢eekees 64.88 61.69] Shortleat— — targlieppebel 1833 18.00] 2x8” 

BO Bisscce s¢00 ° ae 5x6/4 thick— ee ‘ntens 13-38 Hee 2x8” 12 & 14. ..*24.00 .... 
1x3” flat B&better.. 35.32 36.36)4-8 ....... *55.25 53.75|1x12 °°°°° 95°67 21.94/12 & 14... 19.87 17.88 16. - *25.00 eee 
grain— No. 1..... 35.41 33.37) 5&1 +++. *59.75| Long —_ Sete 20.04 19.50 No. 3 Dimension, 
B&better. . 37.28 37.59 Sustnesd Finish, a sxchews *74.25 70.75 ar *22.50 -| 2x10" Random Length . 

ar 33.00 33.45 0-20’ 7 2x4 Sh’tl’f 15.09 12.5 
No. 2 1.122#23:75 ©2700 B&better | Ceiling. Standard No. 3 Shipiap, and ie 38... 15-3 42:22] Shortl’t & Longl't— a 
1x4” ritt— 4 seeeeees 44.85 43.33] 4xd"— en 2x12” $x8 121011.1400 12:07 
Bébetter | eae 44.63 42.73) Bé&better.. 28.25 26.28 1x10 eoceece er oe 12 & 14... 18.45 20.67|2x10 ..... *14.07 11.94 
Shortleaf.. 60.82 60.09 F ceeeee bee Moye es coeee cove 25.00 a -"""* 15.43 14,79|16 ....... 20.64 21.18|)2%12 ..... *14.84 12.50 
eocce ° . x4”"°— Cases . . 
No. 1— ixé cea ee 47.40 45.75) B&better.. 28.26 27.96 No. 1 Shortleat Her-y aes 
Shortleaf.. 48.75 *49.00|12 asses" 7.8 64.09] No. 1 ..... 26,08 25.35 , Dimension No. 1 Longleaf %xl%”, 4 
5&6/4 ee 2x4 Dim i No. 1..... 3.60 3.84 
1x4” flat 2 8. 59.25 55.66] No. 1 Fencing, 10-20’ |12 & 14... 25.33 20.32 pereeenens No. 2..... 3.26 2.82 
grain— 5&16 $4.59 C283 1x4 ...... 94.79 25.58|toes°°°°*° — ee Timbers, 20 & Under, 
cin. tom: oi? le -T2)1x6 ...... 35.19 35.91 12 & 14 2. 12 & 14... 30.00. .... No.1 
B&better.. 37.69 36.92 — a a £t ye OP airy 31.00 ....|/Longleaf— 
eocee ° . ne hick— o 2 Fencti mittee ° 
TB inves SEES SEED ..u.. 2s 1.33 *36.50| Standard 73.2 2x8 2x6” i tte ma * oe.08 
6 41.00 41.00 12 & 14... 23.28 23.14116 *29.00 ° 
B peavenas aes sage aa 17.64 17.64/16 ....... 24.02 2410|\--.°°°°°** . 3&4x10 ..*25.00 
Casing, Base & Jamb Sx&i0 ... 39:25 43.42 SD sasves 18.09 18.82] 9x10" 2x8” Shortleaf— 
nay it..." #6283 ; No. $ Fencing, ee 25.31 26.13/12 & 14...*29.00 .|3x4&4x4 .. 23.76 22.75 
B&better Partition, nine Standard Lengths “ ooenans oe.37 26.33 2x10” —— " 3-35 19.96 
1x4 50.35 50.07 Le 1x4 11.75 12.19 we teees 7.00 24.84 - x coo Be -00 
coccve b 3 J ececece 2x12 12 .......%33.00 ..../5x10-10x10 24.50 25.43 
1x6&8 .... 51.92 51.04] %x4&6"— a  @hewang 14.52 15.00)12 & 14 28.85 26.83114 ....... 32.00 ....|3&4x12 ... 30.67 25.00 
1x5&10 ... 56.40 52.08|B&better.. 39.82 38.75{1x6 CM... 14.88 14.94/16 ....... 0.10 30.33/16 ....... 33.00 ....|5x12-12x12 29.67 25.00 











WESTERN RED CEDAR 


Seattle, Wash., March 20.—Prices for red 
cedar siding in mixed cars, new bundling, 8 
to 18 foot, f. o. b. mill, are: 


Beveled Siding, %-inch 


Clear “ate “_B” 
M-inch ....0eeee00+ + $25.00 oss.ee $20.00 
5-inch ..... covcccee 29.00 00 22.00 
G-inch ..cceseeeeees 30.00 a 60 24.00 


Clear Bungalow Siding, %-inch 


8-inch stadia tke do Snip ch esas to ieee aati mata ec 
rr re -00 
EME. 606cencccesecectesncteveuseconc GE 
Finish, B&better, 82 or 48, 8-19’ 

82S or 84S 

or Rough 
Re psbb0esesesewksaasneee reneene $45.00 
Dt” varectasareiavacaee coeccccce coos GD 
Dn - sthenCeseraewnes EO 
SE. 60600600060604000u00s60e0R0000n—n 
1x16 no0060500b00K00000n00000000000Ne8 TET 
SE ssscnewené cectecescoevsceocscss+s BE 
1x20” Cocccceoveoocoocoooosooesooeoe Se 
ix22@24” cathneeebbaneekt seccesosccss SOO 


Ceiling or Flooring, B&better, 4-1 
1x3” Cocecvcccvccccoesoceoeecoccocoe cogs 
1x4” sovcceos Ge 
Discount on Mouldings 6-20, Odd Lengths 
Series 8000— 

Listing under $3.... 


errererrerer eer yy | 


Listing $3 and over....... eee 
Series 7000— 
Listing under $6....... ones enewew~osewel 


Listing $6 and Over........seeee. 
Clear Lattice, 5/16”, 
if: 
1 7” 
1 ” 


4 to 16’ 
100 lin. & 


CCST EH HH EHH EHH EEE 
SHC CSET SHEESH HEHEHE HEHEHE EEE EEE . 





WEST COAST LOGS 


Seattle, March 20.—Average prices of logs 
are as follows: 

Fir: No. 1, $25; No. 
peelers, No. 1, 

Cedar: Shin 

Hemlock: 


2, $18-20; No. 3, $10-12; 
30-32; “gis; i ber 1 $21. 
e logs, . er logs, 

oO. 283, 385 . 


Portland, Ore., March 21.—Log market quo- 
tations: 

Yellow Fir: No. 1, $24; No. 2 

Red Fir: pis, 

Cedar: Shingle logs, “x 

Hemlock: wee 2 and 3, $8@8. 

Spruce: No. 1, $26; No. 2, $18; Ne. 3, $10. 


» $16; No. 3, $9. 





NORTHERN HARDWOOD 


pumoutes: are prevailing quotations f. o. b. 
Wausau, is., on northern Dy ay 
No. 1 ye. 8 


No. 3 
Com 


Brown AsHo— FAS Com 
4/4 45.00 
De tcccvecwa Se 

ME ibaxmaaceue 
_ , SPR eee 


Basswoop— 
4/4 


5/4 .......- 65.00 
ee ee ee : 
8/6 2220. Thee bebe 


eS 90.00 


Key ‘stock, a A 


4 
Sees eccee 


46. 32. 0e 
No. 1 4 ‘Detter, ess: or on 


grade, FAS, $ 5: No. 1, 
Catece, $70; or on goeeak, Wi Ab, 406; 8 6; N %. 1, $00, 
os No. 3 
Harp MaPLp— vas Sel yaad Com Com 
Se <ccesees 00 47.00 40.00 30.00 14.00 
|, Beda 87:00 52.00 45.00 32.00 16.00 
6/4 .....++- 75.00 60.00 50.00 34.00 16.00 
7/4 e+eee 80.00 65.00 65.00 34.00 18.00 
8/4 “eee 80.00 65.00 55.00 34.00 18.00 
SN wanna 90.0 6.00 60.00 35.00 ..... 
10/4 ........ 90.00 75.60 60.0 mw e<cce 
EO Meares Ce 
DE Seswexns 0.00 135.00 115.00 .... wu... 
No.1Com No.3 No. 3 
So: ELm— ‘AS Sel om Co 
GFE cccvcoee Ge 30.00 22.00 17.00 
BIO conceses Se 32.00 23.00 19.00 
6/4 «see 48.00 33.00 23.00 19.00 
| | ees - 43.00 33.00 26.00 19.00 
19/¢ ee semnes 50.00 033 28.00 o0se0 
| Ieee 55.00 33.00 eeewe 
4/4 (Narrow) No. sets —$2 8. 
No.1 No.3 No.3 
Etm— FAS om Com Co 
Se vsageens GE 6<s 35.00 21.00 16.00 
GFE sccccose Ge e+e 40.00 23.00 18.00 
6/4 ~ 65.00 .... 45.00 23.00 18.00 
PD cwasean - 70.00 .... 60.00 28.00 21.00 
SETS. ccccccos BE sexs. SE SE avee 
12/4 . eee. 90.00 ~~... 80.00 45.00 26.00 
No.1 No.3 No.8 
— ‘AS Sel om Com Com 
eee 60.00 50.00 42.00 29.00 18.00 
eee 65.00 55.00 45.00 32.00 18.00 
SD Sire woléins 70.00 60.00 50.00 37.00 18.00 
|, eee 80.00 70.00 60.00 40.00 19.00 
Se - cccnecen: Ee 25-08 70.00 
CO eee 80.00 76.00 45.00. ..... 
16/4 ....+++-140.00 180.00 115.00 ..... .os-- 
DPE ccoccecese ME “SEE «DEED cesoe eeene 
BIO ccccescs Oe Gee Ge “stecc sees 
No.1 No.2 No.3 
Sorr Martze— FAS Sel Com Com Com 
4/4 .ccceees 50.00 45.00 39.00 26.00 16.50 
5/4 ..coceee 55.00 45.00 42.00 27.00 18.00 
6/4 ...+..+- 65.00 650.00 47.00 32.00 18.00 
BIS ccccecee OH 4 2.00 32.00 19.00 


DOUGLAS FIR 


[Special Air Mail to American Lumperman] 


Seattle, Wash., March 20.—Current quota- 
tions f. o. b. mill, on Douglas fir items in 
mixed cars for rail shipment direct to the 
trade appear below; and atraiget- car prices, 


depending on the items, are from $1 to $3 
ess: 
Vertical —. oa 
&btr. 
DE: ciciveiseentaenaneed Bit 00 $36, 00 $23. 00 
Flat Grain Flooring 
B&bt D 
Te cis ceeewbeseebuasonn $29.00 $25.00 $20.00 
DP bsictenauaraebaan soe eae 28.00 23.50 
Ceiling 
SE Sas eg ankle $25.00 $22.00 $17.00 
ESO os 27.00 25.00 17.00 
Drop Siding, 1x6” 
th: seknowndeoada oeenes $30.50 $28.00 $22.00 
rr eee ree 31.00 29.00 23.00 
Common Boards and Shiplap 
vl 8” > tine 
De © aecueanes $19.00 $19.50 $19.50 $22.00 
 } era 15. 15.5 x 16.00 
De © bvseccawons 11.00 12.00 12.00 12.00 
No. 1 Common Dimension 
12’ 14’ 16 18’ 20’ 
2x 4 ....$21.00 $21.00 $22.50 $23.50 $22.50 
Se 6 wccs Oe 20.00 20.50 21.50 21.50 
See os 19.50 20.50 21.00 22.00 22.00 
2x10 .... 21.50 22.00 22.50 24.50 24.50 
2x12 .... 23.50 23.50 23.50 24.50 24.50 
2x4, 8, $20.50; ane, Pa A eo .50. 
Random—No. 2, 2 . 3, $11.00. 


No. 1 Common pow ne Surfaced 
Timbers 


éxi0 9 plenks 20 foot and shorter and 
aha nimdine-< » awd .aaworen-ae ape 
12812 “os Ff eS jicpwdese Te 


Se, ee OO OO Rc a ho 0hn oe cnscccatbe «+ 18.50 


RED CEDAR SHINGLES 


Seattle, Wash., March 20.—Below are listed 
average prices received for red cedar shingles 





sold direct to the trade: 
Royals: 
a ss snk ei abe ee ek ae ee $4.00—4.25 
Dn be 6 sinad nan n066s0+ee 6 0d0o0e 2.80—2.90 
DT stttvaesiaswsdnie nee edke eoeeee 1.80—1.90 
Fertoctions: 
1-18" 6 ae: pbebneeeneseessenges sence 
2-18” » oF RE SAE veces 2.20—2.35 
eb conc tas ssaaamemae ++ 1.75-1.80 
fk. aaa rT waetenamis Sas i 7. x 00 
i anc nce ne hee aad eee eb eee ee 
Se” Be osevcrce RS § é A " B, a 60 



























































64 AMERICAN LUMBERMAN March 28, 1936 Marc 
F.O.B. MILL PRICES OF SOUTHERN HARDWOODS 
Following are f.0.b. mill prices of southern hardwoods, from mills in Texas, Louisiana, Mississippi and Alabama: 
Qtrd. Figured Red) 6/4 FAS..... 36.00 | Qtrd. Black Gum— | Plain White Oak— 5/4 FAS..... 58.00)10/4 No. 1 & 4/4.No. 2-A.. 19.50 6/4 ....... 30-20-12 
Gum— 8/4 sess 37.00 4/4 13" &@U 6/4 FAS..... 62.00] Sels ...... 40.00 4/4 No. 2-B.. 12.50,8/4 ....... 30-20-12 
4/4 FAS..... 82.00] 10/4 FAS 46.00] 4/4 FAS..... 31.00] “/E.¢ P 30.00 8/4 FAS..... 72.00|12/4 No. 1 & Ash— Hickory— 
4/4 No. 1 & 12/4 FAS.... 51.00] 8/4 FAS..... 35.00 | 4 0 Rag’'' 40,00 5/8 No.1&Sels 22.00] Sels ...... 47.00 4/4 FAS..... 47.0014 mas 42.00 
rere 40.00] 4/4 No.1&Sels 24.00 | 4/4 No.1&Sels 22.00/54; pas '*’ i790 4/4 No.1&Sels 30.00]4/4 No. 2Com 17.00 5/4 FAS..... saege/é ZAS..... 48.00 
5/4 No.1&Sels 25.00 | 8/4 No.1&Sels 26.00 | 9/5 Dag’ ** $708 | 5/4 No.1&Sels 33.00]5/4 No.3 Com 19.00 /8/4 FAS..... 55.008 tA Sigeis 27:00 
Qtrd. Red Gum— | 6/4 No.1&Sels 27.00 4/4 FAS... | 63,00] 8/4 No.1&Sels 39.00 6/4 No.2 Com 20.00 | 4/4 No.1&Sels 27.00 574 No1&Sels 36.00 
4/4 FAS..... 60.00] 8/4 No.1&Sels 28.00 | Tupelo— 5/4 FAS... 75,00 | 8/4 No.1&Sels 48.00/8/4 No.3 Com 21.00 | 5/4 No.1&Sels 29.00 4/4 No. 2Com 13.00 
5/4 FAS..... 62.00] 10/4 No.1& o/a Fas... 73:00 | 5/8 No. 2Com 17.00 8/4 No.1&Sels 37.00)4/4 No. 3 Com 1500 — 
6/4 FAS..... 62.00] Sels ...... 34.00] 4/4 13” & Up 8/4 FAS... 95.00 | 4/4 No. 2Com 22.00 4/4 No. 2 Com 15.00 o. : 
8/4 FAS..... 65.00| 12/4 No.1& | eats 34.001 1/5 No 1&Sels 21:00|5/8 No. 3-A.. 11.00] Poplar— 5/4 No.2 Com 16.00|\Soft Maple W. H. Abest 
4/4.No.1&Sels 34.00} Sels ...... 40.00 FAS..... 18.00] 5/8 No1Sels 26.00|4/4 No. 3-A.. 15.00 - N. D. Log Bun— Alder 
5/4 No.1&Sels 37.00 6/8 FAS 20.00 | 24 No1@Sele 28.00(4/4 No. 3-B.. 9.50]4/4 18° & Up Beech, Log Run—|4/4 ....... 37-27-17 Alli 
6/4 No.1&Sels 41.00] Plain Sap Gum— | 4/4 FAS....- 26.00) 7/4 NOiesels 31.00 P wag tT), ee rere 38-28-18 1s- 
8/4.No.1&Sels 44.00 5/4 FAS..... 28.00 | «4 No.1&Sels 37.00| Mixed Oak— BO, bo cooss oO ag 3.22 39-24-18,6/4 --- 000 38-28-18 Allitl 
4/4 13 to 17 6/4 FAS. -.- 28-00] 6/4 No1&Sels 44.00| 4/4 Snd Wy. 17.60|*/FAS © Box 5/4... 2. .41-26-19|8/4 ---eee- 39-29-19 Ames 
Plain Red Gum— FAS & Box 38.00 | 4/4 No1&Sels 18.00 8/4 No.1&8els 55.00 “ = 76. —s DK. sacs 75.00 4 seeeees $2-35-38 Qtrd. 8 angi Amer 
4/4 FAS..... 53.001 5g FAS..... 24.00 | 8/4 No.1&Bels 20.001 174 no. 2 Com 23.00 tien, $74 FAS... —. 5/8 .ee0ee 88-28-15 Ame! 
4 FAS..... . AS..... 29.00 . . sage be , gnolia— voeee 17. 
6/4 FAS..... 58.00| 5/4 FAS. 2... 32.00 | 4/4 No.2 Com 12.00 ry a Sa°° 3a6014/4 BAS..... 42.00 a4 —T Penge Figin Greamere, 
b/4 Noda&Sels 36.00] 0/4 NS atie 34.00 | 8/4 No.2 Com 12:60 | 4/4 No. 3-B.. 9.50|5/4 FAS..... 43.00 e. 35.00| “Box ‘Bds.. 55.0015/8 % ...- 72-19-10 Amet 
o. els 36.0015/8 No.1&Sels 17.00 ‘ j i ees | ae 45.0018/4 Saps & “UY Box Bds.. 55.00/5/8 ....... -19- 
6/4.No.1&Sels 38.00] 4/4 Nol&Sels 21.00 |4/4No.3Com 7.50] otra Rea Oak— [8/4 FAS... 46.00] “Sein... 46.00 | 4/4 BAS. 3: seams °°7*"9* as-is Co 
4/4 No.2 Com 17.00 5/4 No.1&Sels 23.00 4/4 FAS . 64.00 10/4 FAS.... 54.00 4/4 No. 1 Com 27.00 7 age yo 22.00 Yr eeeeeee 33-23-13 Ame! 
£43 ao een Stee Qtrd. White Oak— | 4/4 No.1&Sels 44.00 1A RAS sein 97:00) 8/4 No. 1 Com 87.00 dpieoplieamcetacuass ~x media Anac 
°o. om . + oO. els . % — 
Qtrd. Sap Gum— |°/4 No.2 Com 12.50| 4/4 FAS..... 76.00 | Plain Red Oak— |, No.1@Sels 30.00] (Bung) 40.00 (°°, eam Loe = VON _ Ange 
4/4 FAS..... 32.0016/4 No. 2 Com 12.50 / 4/4 No.1&Sels 52.00 5/8 FAS seeee 38.00 6/4 No.1&Sels 3$1.00]4/4 2-A Co a 0-20-1014/4 No.1&Sels 28.00 Ange 
6/4 FAS..... 35.0014/4.No.8Com 7.60 4/4No. 2Com 26.00!4/4 FAS..... 55.00'8/4 No.1&Sels 32.00! (Bung) 30.00 \5y4 1.1122: 30-20-11'4/4 No. 2 Com 15.00 Aad 
Arch 
ARKANSAS SOFT PINE WESTERN PINES OAK FL Arka 
OORING Arka 
Following are average sales prices, these Following f. o. b. mill prices on actual j me 
f. o. b. mill figures being based on_shortleaf | sales were reported to the Western Pine As- | a yuaowing are cuvent quotations om cam Assov 
weights, obtained by Arkansas Soft Pine | sociation by members during the period Feb. ooring in carlots, f. o. b. logical points of Atki 
mills during the week ended March 21: 17 to Feb, 29, inclusive. Averages include | origin—Memphis and Johnson City, Tenn., Atlar 
wa wn both direct and wholesale sales, and are and Alexandria, La. 
' cP ooring based on specified items only. Quotations Bab 
Edge grain— $-inch 4-inch js 24," ” ” ~ abc 
B&bett $62.00 $60.50 follow: 38X2%4” 38x14” %x2” %x1% Bals: 
y gerofnentetereneneees, = Ponderosa Pine Cir. atd. wht....$90.00 $70.00 $65.00 $47.00 Barb 
DEE ccbshatdentouunvindsdeed 36.00 34.00 ssens”— oyeum” | Gar SiS SORes-:> TSS bees oakee ake B 
wiBatetter " L “saccade $43.82 #3494 “s03.26 Sel. ata. red..... 57.00 47.00 45.00 43.00 ng 
ee ° i . . . eeeee ° . . . a 
Bare seatsveeseovessseces RE ES - eG cossnasscaes 32.67 "45.00 45.00 | Clr. pin. wht.::. 68.00 58.00 55.00 40.00 B.C 
Ceiling & Partition SHop, S2S— No. 1 No. 2 Clr. pln. red..... 61.00 54.00 48.00 40.00 Bell 
B&better No.1 Dr Gutbeatssenntseccesseesel $28.24 $20.91 eel. pin. wht.... 55.00 46.00 43.00 38.00 ted 
Ceiling, %ex4 giicieestessesess $29.00 $26.50 DE aittamedreiesedduenns ne 28.20 21.84 | Sel. pin. red..... 55.00 46.00 40.00 38.00 — 
AItitiON, %X4 ce ceeeeeeeveees 36. . > 2 a ‘ , ’ : . € 
Boston Partition, }#x4......-... 31.00 28.00 | COMMONS, S2 or 4S No. 2 No.3 | No. 1 com. red.. 47.00 38.00 36.00 31.00 Biles 
i Ee Kinipntiensavadens $23.88 $18.74 me, 3 COM. cece. 28.00 27.00 20.00 19.00 B 
Drop Siding, 1x6 1x12 RL 28.15 19.13 loe 
No. 117 No. 116 No. 4 4/4 RWRL Dy tee él $14.16 %x2” %x1l%” $x2” Boot 
BEDOtteP ccccccccccvcccccovscss $31.50 $36.00 a ee ee ete eee eee ee oe . Clr. qtd. wht....$67.00 $65.00 Brad 
kc saeeennsesdeeennecnesseeenes 30.00 33.00 Idaho White Pine 5&6/4x8”" | Cir. gtd. red..... 62.00 60.00 
MO. B ccccccscccccesescecccceses 26.00 26.50 | Seuects, S2 or 4S— 1x8”  & wdr. | Sel: qtd. wht.... 57.00 54.00 Brov 
Finish, Surfaced, B&better IN in kts es sian gt ak al Mecca smc hal $56.47 $77.33 Sel. qtd. red..... 57.00 54.00 ayia Bruc 
4 5 8 10 12 TL sie peice ita nha kina 42.66 57.00 | Cir. pln. wht. 60.00 57.00 $62.00 Buel 
4/4 ...$43.00 $51.00 $44.00 $45.00 $52.00 $71.00 a oo oo 5500 64:00 55:00 Buel 
5/4 ... 62.00 68.00 63.00 63.00 68.00 80.00 | Commons, S2 or 4S— _ ~ pin. aoe . . . uc 
Casing & Base, B&better Colonial Sterling Standard Sel. pln. wht.... 54.00 50.00 52.00 Buile 
4 5 8 eS crtascesaeken $36.53 $29.96 $23.21 | Sel. pln. red..... 53.00 50.00 47.00 Burt 
OE asicnnans $50.00 $56.00 $52.00 _.... ite teen eee eee 63.78 39.55 27.06 | No, 1 com. wht.. 48.00 42.00 44.00 
WN ho ee necna aa ae 52.00 $52.00 ee Gre, De i veccteeeeneetac awe 17.55 No. 1 com. red.. 48.00 42.00 39.00 ais Cadc 
Moldings Discount Sugar Pine No. 2 com...... 25.00 24.00 a . a Cone 
Listed at $3 and under.........+++eeeee 45% 1&8” 5/4x8” 6 ” New York delivered prices may be obtaine lo 
SOU cso, ccsdabesanasacs seneapitnede 40% | Seuecrs, S2 or 4S— & war. & war. & war. | bY adding to the above the following itier~ Cert 
Boards and Shiplap B&btr RL $74.94 $72.00 $72.00 entials figured on Johnson 3 ¢ ve n: . Cha 
1x6 1x8 1x10 1x12 Banat ase 67.71 62.95 60-14 | igcinch stock, $8; for %-inch, $4; for %- an J 
Boards, S48, No. 1..$36.00 $34.00 $36.00 $50.00 tama anaaierce 53.02 52:50 46.67 | te7inch, $4.50. cnt 
No. 2.. 19.00 ° 20. eS aire. F " 23 s b obtained ey 
No. 3.. 14.00 15.00 15.00 15.50 | SHop, S2S— No. 1 No. 2 No.3 | ,,Caicnse Sirens, pees ee oe Se Chet 
Shiplap, No. 1.. 36.00 33.00 36.00 so08 OO eer $42.98 $27.25 one entials figured on Memphis origin: For #i- Ci 
No. 2.. 19.00 20.00 20.50 26.00 NE iach acoind mike sca 41.42 26.83 $20.00 | inch stock $6; for %-inch, $3; for %- and inc 
No. 3.. 14.00 15.00 15.00 15.00 SE cskeentendunne 54.88 29.56 22.63 | ¥-inch, $3.50. Cisa: 
Dimension, 84S, i 1 No.2 Larch—Douglas Fir Clan 
“St ean eee. <b. $26.00 $22.00 le ee $21.48 Clay 
iE sdaincebatenesedniueingcen 23.00 19.00 | Dimension No. 1, 2x6&8................ 21.72 Clov 
EE ec sladeainunteonsuatecetns $6.00 S200 | Dieses te ae medio bb aero "8° rr istical F + S . Colf: 
SE Nettusadagasasasecanseake 27.00 22:00 | Flooring, vert. gr. C&btr. 4” RL....... 39.52 | Statistical Fores urvey tor * 
BEE C6 0eeeecdsenencesseseesees 30.00 23.00 
Lath, S%xiti, étect Klamath County, Oregon, Colu 
No. 1 ied eeeeReab nee Sudden caNeeAE ee $3.75 Co lated a 
i D -dhewecbdecaveskssscdveteccacnvesens \ ° m on 
Buys 12,000 Acres Timber P eee Corc 
RE, h 21.—The forest sur- 
Rossinsviiie, N. C., March 23.—After weeks Rag pone Bayo eae eastern Washington Coat 
of negotiations, the Bemis Lumber Co., has | YSY eg Cros 
| A purchased all the timber in Graham County made by the Pacific Northwest — Le aye Cros 
i ion Station, is now nearing completion an 
Portland, Ore., March 21.—The following are | North Carolina that belonged to the Carolina a fc agate Prosar nd ' joo sing he as 
prices for mixed carlots prevailing today: Aluminum Co. All the merchantable saw ata, DO ‘abl a a a tee Aantal a m f 
Finish— Factory stock— timber, chestnut acid wood, pulpwood, dog- | made available. report wi prep . Cun 
BRIS” ccccccce $71.00 wood and chestnut oak bark is to b ‘4 | each county; that on Klamath County was is- Cur 
1xa" wgtttte 51.00 Sabet $36.90 see ae d Feb. 1. Information on the amount of B 
ix5—11" 60.00 | eapeeeeet 29.00 | from all the tracts. There is some 12,000 | SUe¢ ED. 2. | decuet tale. Ot ene 1 
Bevel Siding— yy tte teeeee 32.00 | acres involved. Practically all of it is virgin saw-timber, area of fores Py = , =~: 
%x4”—B 10/4 |.....221 36:00 | timber. The lumber company has been receiv- | Of the immature vee tb m a a be - 
sa ngiter a 24.00 SEE cneasvess 36.00 | ing bids and proposals for delivering the forest | Site quality is accompanied y — —_ ype 
gp th a 4.00 | Products to its mill or to Graham County | maps on a scale of one inch to the sma vert 
iD cescaawamed 32.00 Green railroad. Merchantable timber will be sawed | various distribution charts. Colored lithograp 
© isseseeeeers 25.00 box... .$12.50@13.00 | at the band mill. The extract wood, pulp wood | maps will be available shortly, the one on the K 
and oak bark will be shipped and the dog- | northwestern quarter of Oregon being already thirt 
wood will be manufactured into shuttle blocks | completed and may be had on application to the have 
MA APLE FLOORING at a local plant. All of the timber products | office of the director. Of particular interest to oad 
will have to be delivered by trucks, a job that | lumbermen in this Klamath County report ye put - 
Michigan and Wisconsin flooring mills | will call for several hundred men. The Bemis | the statistics on active sawmills, production 0 oan 
report the following prices realized f. 0. b. | Lumber Co. has received a contract for 2,000 | Ponderosa, Douglas fir and other kinds of lum- tore: 
flooring, mill basis, during the week ended | cords of chestnut oak bark to be shipped from | ber, and of other forest products; also number whe 
First Second Third | here via rail, and the work will be started | of workers; stream, recreational and grazing past 
E. sicicctntecns $65.65 $57.50 | $45.62 | as soon as the bark will peel. reserves; water power facilities etc. floor 
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A New Deal in Dancing 


Kansas City, Mo., March 23.—For the past 
thirteen years, members of the University Club 
have been listening to complaints of lame ankles 
and sore feet after wives and sweethearts had 
put in a strenuous evening dancing on the hand- 
some, but rather rough and exceedingly hard 
terrazzo floor in the club’s big dining room 
where its dances are held. Now that is all 
past. Work is in progress on a new hardwood 
floor, and it will be in readiness for a cele- 


bration dinner-dance on the evening of 
March 28. 

Invitations to the dance, printed on cards of 
wood veneer, read: “A New Deal in Dancing. 
Under the HPA (helping poor ankles) project, 
the old terrazzo floor has been buried—and you 
can now dance on a new, cushioned hardwood 
floor in the main dining room.” The solid oak 
block flooring being laid was supplied by 
the Frank Paxton Lumber Co. of this city. It 
is being laid over the terrazzo and will provide 
an ideal floor for the popular club dances. 


Installs New Equipment 


SPOKANE, Wasm., March 21.—The Spokane 
Woodworking Co. has installed new equip- 
ment to meet an increase of business. “Present 
unfilled orders are greater now than they have 
ever been before at this time of year,” said Her- 
man Person, president of the company. “Interest 
in building is on the upgrade. Home builders 
are in the majority, but they are not the only 
ones by any means.” 
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A—Northern Pine 
B—Northern Spruce 
Bl—West Virginia Spruce 
C—Northern Hemlock 
Cl—West Virginia Hemlock 
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Antrim Iron Co......... abc 
Bay De Noquet Co........ ed 
Christiansen Co., C. M...acd 
Hines Lbr. Co., Edw....abe 
Holland Lbr. Co., E. M..acd 
Holt Lumber Co.......... cd 
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Kerry & Hanson, Flooring 
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Binsel Ide. Cerccccccccece ac 

Mathieu, Ltd., J. A...... abk 

Menominee Bay Shore Lbr. 
GO ccccccceevcoceseses acd 
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i Ceeperage, A. 


Be. Ceri, TROcccccces bede 
Oconto Company.......... cd 
Rib Lake Lbr. Co.. --acd 
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GE. 65600060006000006 ajlmrs 
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Co. ecedcccceseseoe -acd 


seesccenecsenndes -— 
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E—Southern Yellow Pine 
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Alderman & Sons Co., 

D. W. 
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Angelina County Lbr. Co....e 
Arkansas Lumber Co...... e 
Bell Libr. Co...cccccccccces e 
Bentley Lbr. Co., J. A..... e 
Bradley Lbr. Sales Co...... e 
Bruce Co., EB. Linccccccces e 


Buchanan, Wm. 
Burton-Swartz Cypress Co..f 
Chapman & Dewey Lum- 
ber Co. 
Clancy Co., Leon.......++. -@ 
Capen Lbr. & Creosoting 





senenceneeseresceesens e 
Conroe Lumber Co........-. e 
Crosby Lbr. & Mfg. Co..... e 

Crowell & Spencer Lbr. 

Co., LtG., THE. -cccccccces e 
Ethel Lumber CO. ccccececcs e 
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CO. ccocccccccccsecsccceses e 
Fidelity Lumber & Timber 

GE. cccecesteccocesesneees e 
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Cypress CO...--seeeeeeees ft 
Frost Lbr. Industries, Inc..e 
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HARDWOOD LUMBER 


eeeeeee 


eeeeee 
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dD. W 
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Br. CO. ceoccee eocccce sD 
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J—Fir 
K—Spruce (Engelmann) 
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L—Spruce (Sitka) R—Redwood 
PM mee ae ag Clover Valley Lbr. Co..... P 
—Western Hemioc Hill-Behan Lbr. Co........ r 
O—Port Orford Cedar Michigan-California 
BE Gi cecesceece ---Pq 
B C Spruce Mills, Ltd..... k Red River Lumber Co..... pq 
Bloedel Donovan Lbr. Mills.j — Lbr. Co., Ralph 
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les-C 
Mumby Lor. & Shingle i oleman Lbr. Co. 
eee eccereceseceses n Exchange Sawmills yey 
RB Ws i arhatade SB  ————_ OA, ccc cece ccc evece eeee St 
Timber Co..... is j Hill-Behan Lor. Go2/12222! t 
Polson Lumber & Shingle tye Pe Cais” Gots. 
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Smith Lbr. Co., Ralph L.jlno Mauk Seattle Lbr. Co...... st 
Southwest Lumber Co....jkt Michigan-California 
SOY DOs oc ccccesesee 
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Weyerhaeuser Sales eee Pine Products 
I intel a hi as at da ins intl jmst eee ee sree eresssesees 
White River Lumber Twin City Lbr. & Shingle 
itneent cede e jkmn Weyerhaeuser ‘n° **** 
Winton cetionepyrdheensesca:s OO, — EEE jknst 
ee ee ee ee) Wwi “ F 
Willapa Harbor Lbr. Mills. J _-gplheeecanlennak em 
BD. ccaetcienctdbesddewend a Kneeland-McLurg Floor- 
a a b Me GO ctccnvesunesonsces ce 
FE reese c Northwestern Cooperage & 
Ml. itheccndesne aennee soe Lumber Co., The...... bce 
BR ‘sessnnendnques sovces® Ozark Oak Flooring Co. 
GE. - dsccedeasins neneseneee f INC, cccccccccccccccccces 
Alderman & Sons Co., Peavy-Moore Lbr. Co...... f 
a ae Se ei def Robbins Flooring Co....bcef 
Bradley Lumber Sales Co.bf Roddis Lumber & Veneer 
ane Ce OE... bef CE. cescaces Coereceewn coe® 
Chapman & Dewey Lbr. Southern Pine Lumber Co..f 
CO, ceecceccccscccceens adf Stephenson Co., I.......+- bee 
myhenge Sawmills Sales e Tremont Lumber Co....... f 
KE cnabiennenne eee eee neta Ramee Ob. 
Por Lumber Industries...f bag A eT ee 


Fordyce-Crossett Sales Co..f 
Griffith Stave Co., Geo. C...f 
Holt Hardwood Co....... cef 
ar & Hanson Flooring 


Wells Lumber Co., J. W..ce 
Williams & Voris Lbr. Co..f 


Ween Land & Lbr. 
nbeeenee ees cnneneesee 


Kneeland-Bigelow Co......¢e Piacaaerine Lbr. Co..cef 


MILLWORK, FRAMES, SHINGLES, PACKAGE TRIM, ETC. 


SASH, DOORS, COLUMNS, 
MILLWORK 


Curtis Companies Service 
Bureau 


Hill-Behan Lbr. Co. 

Kinzua Pine Mills Co. 
Marquart Frame & Sash Co. 
Pacific Mutual Door Co. 
Red River Lbr. Co. 


WINDOW, DOOR FRAMES 
Biles-Coleman Lbr. Co., Inc. 


Kinzua Pine Mills Co. 
Spokane Pine Products Co. 


PACKAGE TRIM 


Biles-Coleman Lbr. Co., Inc. 
Bradley Lbr. Sales Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co, 
Southwest Lumber Mills, Inc. 
Weyerhaeuser Sales Co. 


SHINGLES 
Northern Cedar ............ a 
Western Red Cedar..... coe! 
Cypress .. eascccccccscec® 
PEE kiveccwececcesene -d 
Bay De Noquet Co..... coo et 
Holley Terrell Lbr. Co..... c 
Holt Lumber Co........... a 
Mauk Seattle Lbr. Co...... b 
Menominee Bay Shore 

BE. GOcccocccccccccovces a 


Menominee Indian Mills....a 
Mumby Lbr. & Shingle Co..b 


Winton Lumber Sales Co. 


Northwestern Coo 
’ y See & Wisconsin Land & Lbr. Co. 2 


Lumber Co., The....... +8 
Oconto Company........... a 
WOOD FLOOR BLOCKS, 

ree Lumber & Pepepend FLOOR PLANKS 


Rib Lake Lbr. Co. acai Bradley Lbr. Sales Co. 
Bruce Co., E. L. 
Sawyer Goodman “ae Robbins Flooring Co. 
Stephenson Co., I........-- a Wisconsin Land & Lbr. Co. 
Twin Ci 
1. br, & Shingle TRELLIS, LAWN AND 
GARDEN FURNITURE 


Weyerhaeuser Sales Co.....b 


Biles-Coleman Lbr. Co. 
White River Lbr. Co.......b 


Kinzua Pine Mills Co. 
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Chemist Sees Opportunity in 


Lumber Products 


SPOKANE, WasH., March 21.—H. G. Barnard 
of Dearborn, Mich., and head of the Farm 
Chermurgic Board, had an interesting word to 
say to Spokane lumbermen when in this city 
recently. “You are not getting enough money 
out of your lumber and by-products,” said Mr. 
Barnard. “Lumber is your big crop out here, 


because your big wheat crop has very little 
utilization other than for its basic purposes. 
You are developing a vast amount of cheap 
electrical energy, which, when coupled with your 
lumber, will mean a big development. You are 
creating a situation that is ideal for the chem- 
ist. Your wood waste must be converted into 
products. I am pleased to see the development 
of briquettes and predict that production of 
these | will become a real and profitable busi- 
ness. 


Alabama Mill Spends $100,000 


on Improvements 

Brewton, Ata., March 23.—Improvements 
at the T. R. Miller Mill Co.’s plant, now under 
way, include a new automatically-controlled dry 
kiln, a new tube boiler plant, a larger sawmill 
engine, and conversion of the present plant into 
the band saw type mill. Almost $100,000 is be- 
ing spent on improvements. Increased efficiency 
is reported in handling, stacking and drying. 
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Directory of Products Advertised in American Lumberman 


If page number does not appear in Alphabetical Index, advertisement will be found in a previous issue 








BUILDING PAPER 

Barber Asphalt Co., The 
Graham Paper Co. 

Ruberoid Co., The 

Sisalkraft Co., The 
Thilmany Pulp & Paper Co. 
CEDAR CLOSET LINING 
Bradley Lbr. Co. of Ark. 
Brown & Co., Hee. Cc. 

Bruce Co., E. 

Frost Lumber ; Ine. 
CEMENT REINFORCING 
Pittsburgh Steel Co. 
CEMENT - 
WATERPROOFING 

Abesto Mfg. Co. 

Ranetite Mfg. Co. 

COLORS IN OIL 

National Lead Co. 
DOORS—Combination 

West Coast Screen Co. 
FENCE AND FENCE POSTS 
American Steel & Wire Co. 

(U. 8. Steel Corp. Subsid.) 
Columbia Steel Company 

(U. 8S. Steel Corp. Subsid.) 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 
Tennessee Coal, I. & RR. Co. 

(U. S. Steel Corp. Subsid.) 
U. S. Steel Products Co. 

(U. S. Steel Corp. Subsid.) 
Wheeling Corrugating Co. 
GATES 
American Steel Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 

Rowe Manufacturing Co. 


GLASS 


Libbey-Owens-Ford Glass Co. 
Pittsburgh Plate Glass Co. 


ACCOUNTANTS 
Nelson & Co., Gilbert 


APPRAISERS AND TIMBER 

ESTIMATORS 

Lacey Co., The James D. 

Sewall, James W. 

Spain & Co., H. M. 

CASH REGISTERS 

National Cash Register Co., 
The, 

FINANCIAL 


Builders Commercial Agency 
Lumbermen’s Credit Asso- 
ciation 


AXES AND LOGGING 
TOOLS 


American Logging Tool Co. 


BATTERIES 
Firestone Tire & Rubber Co. 


BELTS AND ACCESSORIES 

Flexible Steel Lacing Co. 

Goodyear Tire & Rubber Co., 
Inc., The. 


BRAKE LINING AND 
ACCESSORIES 

Firestone Tire & Rubber Co. 
CUTTER HEADS 

Shimer & Sons, Inc., Sam’l J. 
DOGS, SET WORKS, ETC. 
Kent Machine Co. 


BUILDERS’ SPECIALTIES, ETC. 


GLASS EDGERS 
Lange Machine Works, 
Henry G. 


HARDWARE—Builders’ 
Allith-Prouty Mfg. Co. 
Stanley Works, The 


INSULATION 


Armstrong Cork Products Co. 


Celotex Co. 

Certain-teed Products Corp. 
Insulite Co., The. 
Johns-Manville 

Milcor Steel Co. 

Ruberoid Co., The 

Standard Lime & Stone Co. 
Wood Conversion Co. 


KITCHEN UNITS 

Curtis Companies Service 
Bureau 

LADDERS 


Babcock Co.. W. W. 
Rowe Manufacturing Co. 


LINSEED OIL 


Archer-Daniels- “ee Co. 
National Lead Co 


LOG CABIN SIDING 


Frost Lumber Industries, Inc. 


Kinzua Pine Mills Co. 
Red River Lumber Co. 


METAL ACCESS DOORS 
Milcor Steel Co. 


METAL CEILINGS 
Milcor Steel Co. 


METAL CORNER BEAD 
Milcor Steel Co. 
Pittsburgh Steel Co. 


METAL LATH 
Continental Steel Corp. 
Milecor Steel Corp. 
Pittsburgh Steel Co. 


NAILS 

American Steel & Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 
Wheeling Corrugating Co. 


OVERHEAD DOOR 
EQUIPMENT 
Allith-Prouty Mfg. Co. 
Stanley Works, The 


PAINT, ENAMEL, 

VARNISH 

Glidden Company 

Lowe Brothers 

Marietta Paint & Color Co., 
The 

Parker & Sons Co., Ira 

Sherwin-Williams Co., 


PLASTER BOARD 
Certain-teed Products Corp. 


PLASTER LATH 
Johns-Manvilie 
Milcor Steel Co. 
Pittsburgh Steel Co. 


PLYWOOD AND VENEERS 

Aberdeen Plywood Co. 

Hill-Behan Lbr. Co. 

Mauk Seattle Lbr. Co. 

Northwestern Cooperage & 
Lbr. Co., The 

Pacific Mutual Door Co. 

Red River Lbr. Co. 

Sawyer Goodman Co. 


Roddis Lumber & Veneer Co. 


PRICE CARD MOULDING 
Zimmerman, F. M. 


PUTTY 
Parker & Sons Co., Ira, 


ROOFING CLIPS 
Seal-All Clip Co. 


ROOF Sesame 
Abesto Mfg. Co. 

Barber ra Baa The 
Barrett Co., 

Certain-teed | Corp. 
Ruberoid Co., The 


OOFING, SHINGLES, 
SIDING Asbes , Asphalt 
Barber Asphalt Co., The 
Barrett Co., The 

Carey Co., The Philip 
Certain-teed Products Corp. 
Johns-Manville 

Ruberoid Co., The 


ROOFING—Slate 
North Bangor Slate Co. 


STEEL SHEETS, Plain or 
Corrugated 


American Sheet & T, P. 

(U. 8. Steel Corp. Subsiay 
Columbia Steel Company 

U. S. Steel Corp. Subsid.) 
Continental Steel Corp. 
Edwards Mfg. Co., The. 
Milcor Steel Co. 
Tearoms Coal, I. & RR. Co. 


(U. S. Steel Corp. Subsid.) 
Wheeling Corrugating Co. 


SASH-CORD 
Samson Cordage Works 


MISCELLANEOUS SUPPLIES AND SERVICES 


FOREIGN BROKERS 
Richard Shipping Corp. 


GLASS HOLDERS 


Marvel Rack & Mfg. Co., Inc. 


HOTELS 

Benson 

Davenport Hotel Co. 
Hollenden 

McAIpin 
Pennsylvania 
Stevens 

Whitcomb 

William Taylor 


INSURANCE 
Associated Lbr. Mutuals 


Lumbermen’s Mutual Cas- 
ualty 


Co 

Rankin- Benedict Underwrit- 
ing Co. 

OFFICE BUILDINGS 

Metropolitan Building Co. 


OFFICE SUPPLIES 
Buck & Co, Frank R. 


SAP STAIN ee 
Chapman & Co., A. 
— de Nemours a. 


E. I. 
Grasselli Chemical Co. 


PURCHA 
Lacey Co., The James D. 


TEPEE CABINS 
A. Drabek. 


TERMITE 
EXTERMINATORS 
Bruce Co., E. L. 


TREATED PRODUCTS— 
Railroad Ties, Poles, Piling 
Timber Products, Lumber, 
Fence Posts 


American Creosoting Co. 


TIMBER SALES AND 
SES 


MACHINERY AND EQUIPMENT 


DRY KILNS AND 
ACCESSORIES 

Moore Dry Kiln Co. 
National Dry Kiln Co. 
DRY KILN CONTROL 
INSTRUMENTS 

Moore Dry Kiln Co. 
National Dry Kiln Co. 
ELECTRIC MOTORS 
Allis-Chalmers Mfg. Co. 


bwirt WIRE 


BLE 
American .Steel & Wire Co. 


ENGINES AND BOILERS 
Enterprise Co., The. 


FILES 
Nicholson File Co. 
FIRE EXTINGUISHING 


CHEMICALS 
Solvay Sales Corp. 


ren, VALVE 


UMPS, PIPING 
Soule Steam Feed Works 


LOAD BINDERS 
American Logging Tool Co. 


LOGGING EQUIPMENT 
American Logging Tool Co. 
Lindsey Wagon Co. 

Love Wagon Co. 


LUMBER LIFTS 
Moore Dry Kiln Co. 
National Dry Kiln Co. 


MOTOR TRUCKS 

Chevrolet Motor Co. 

Dodge Div. of Chrysler Corp. 
Ford Motor Co. 

General Motors Truck Co. 
International Harvester Co. 
Studebaker 


PORTABLE SAWMILLS 
Kent Machine Co. 

Miner Saw Mfg. Co., J. H. 
Enterprise Co., The. 


POWER PLANT EQUIP- 
MENT 


Allis-Chalmers Mfg. Co. 


SAW FILER 
Foley Mfg. Co. 


SAWMILL MACHINERY 
Allis-Chalmers Mfg. Co. 
Cunningham Machinery Corp. 
Enterprise Co., The 

Kent Machine Co. 

Miner Saw Mfg. Co., J. H. 


SAWS, RuIVES. Zo0rs 
Atkins & Co. 

Disston & oa a. Meety 

Miner Saw Mfg. Co., J 

Nicholson File Co. 


SCREENS—Window 
Cincinnati Fly Screen Co. 


SCREEN CORNERS 
Micklin Mfg. Co. 


SINK-TOPS 

General Porcelain Enameling 
& Mfg. Co. 

SOUND-DEADENING 

MATERIAL 

Celotex Co. 

Certain-teed Products Corp. 

Insulite Co., The. 

Johns-Manville 

Wood Conversion Co. 

STAINED SHINGLES 

Weyerhaeuser Sales Co. 


WALL BOARD 
Certain-teed Products Corp. 
Insulite Co., The. 
Johns-Manville 

Wood Conversion Co. 
WALL PAPER 

Lennon Wall Paper Co. 


PRIMERS 


Marietta Paint & Color Co. 
National Lead Co. 


WHITE LEAD 
National Lead Co. 


WINDOW FRAMES—Metal 
Clay Equipment Corp. 


INDE We —CombMantion 
Storm Sash and Screen 


Marquart Frame & Sash Co. 


WINDOWS— 


Insulated 
Curtis Companies Service 
Bureau 


Ametee Lumber & Treat- 
& 
os Lumber & Creosoting 


Crosby Lbr. & Mfg. Co. 
Crossett-Western Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Hill-Behan Lbr. Co. 


a Bridge Sup. & Lbr. 
Southern Pine Lumber Co. 
WIRE SCREEN RACKS 
Marvel Rack & Mfg. Co., Inc. 


WOOD PRESERVATIVES 
Parker & Sons Co., Ira 


SPARK PLUGS 

Firestone Tire & Rubber Co. 
STEAM FEEDS 

Soule Steam Feed Works 


TIRES 
Stecsteue Tire & Rubber. Co. 
Goodyear Tire & Rubber Co., 
Inc., The. 


TRACTORS 

Allis-Chalmers Mfg. Co. 

International Harvester Co. 
VENEER DRYING 

MACHINE 


INERY 
Moore Dry Kiln Co. 
WAGONS—Log 
Lindsey Wagon Co. 
Love Wagon Co. 
WELDING WIRE, WIRE 
ROP FITTINGS AND 
American Steel & Wire Co. 





Giant Stand on Vancouver 
Island to Be Logged 


Vancouver, B. C., March 21.—A giant stand 
of timber on Vancouver Island is to be opened 
up. Construction of a 15-mile logging railway 
westward from the Coast to the timber will 
Its construction and log- 
ging operations will be carried out by the Co- 
mox Logging & Railway Co., 
Canadian Western Lumber Co., under its man- 


start early in April. 


town. 


subsidiary of the 


feller interests. 


ager, R. J. Filberg, last year’s president of the 
Pacific Logging Congress. The company plans 
to center its operations directly in Ladysmith 
Mr. Filberg states he expects to be 
putting logs into Ladysmith Harbor by autumn. 
The timber was purchased from the Rocke- 
Many of the trees had been 
blown down in a storm two years ago, and 
must be harvested soon, or they will deteriorate. 

In addition to this development, the Mayo 
Singh interests, controlling large Hindu lumber 
operations will erect a sawmill at Ladysmith. 





Feb. 1, 1942. 


Registers Issue With SEC 


Wasuincton, D. C., March 23.—The Rogue 
River Timber Co., Klamath Falls, Ore., has 
filed a registration statement with the Federal 
Securities & Exchange Commission covering 
$415,900 first mortgage 6 percent sinking fund 
bonds due Feb. 1, 1942, under a plan by which 
the date of maturity of presently outstanding 
bonds is to be extended from Feb. 1, 1937, to 
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Ss. A. WILLIAMS, 70, president Williams & 
Voris Lumber Co., Chattanooga, Tenn., whose 
death from a heart attack Feb. 27, was men- 
tioned in March 14 issue of AMERICAN LUMBER- 
MAN, had been engaged in the lumber busi- 
ness since 1890 and was an important factor 
in the hardwood industry. His first con- 
nection was with John Maley, Franklin, Ind., 
a brother of Henry Maley, to whom many old 


Indiana lumbermen refer as the “dean of 
Indiana quartered oak manufacturers.” Mr. 
Williams later was connected with Ferd 


Brenner Lumber Co. and with Leland G. Ban- 
ning in Cincinnati, but established himself 
in Chattanooga in 1900 as S. A. Williams 
Lumber Co.. In 1902 he and M. J. Voris, of 
Franklin, Ind., became partners and have 
since been closely connected in all the de- 
velopments of the Williams & Voris 
branches, including band mills at Birming- 
ham and Dothan, Ala., and Jackson, Miss., 
and Chattanooga Handle Co., Chattanooga, 
Tenn. Always deeply concerned for the wel- 
fare of his employees, an interesting feature 
of his career was that during the 33 years 
he operated in Chattanooga his plant was 
never closed, regardless of business condi- 
tions. He found it necessary at times to cur- 
tail, but there was never a week that his 
plant did not provide some work for his 
employees. Mr. Williams was essentially a 
friendly person and one of the greatest 
pleasures he had enjoyed for a long time 
was meeting and reminiscing with old 
friends at the banquet held at the annual 
meeting in Chicago of the National Hard- 
wood Lumber Association, for the “old 
timers,” those who had been connected with 
the association for 30 years or longer. He 
was a deacon and treasurer of Central Pres- 
byterian Church, and member of Mountain 
City Club. Surviving are his widow, one son, 
S. A., Jr., one daughter, Mrs. Ruth Carter, 
and other relatives. His son for several 
years has been connected with his father in 
the lumber business and is vice president of 
Williams & Voris Lumber Co. 


WILLIAM OWEN GOODMAN, 87, retired 
Chicago lumberman and philanthropist, died 
March 22 in his home at Chicago. Mr. Good- 
man became ill of pneumonia three days be- 
fore, after being in poor health for a year. 
He was born in Wellsboro, Pa., and at 18 
started working for his uncle, who was a 
prominent lumberman of Athens, Pa. For 
two years he gained practical knowledge in 
the Quaker yard, and, then, went to Chicago 
where he was employed by Spalding & Por- 
ter, (after Sawyer, Houghteling & Johnson), 
lumber dealers. The firm later became the 
Menominee River Lumber Co. Mr. Goodman 
served as a bookkeeper for a year, and was 
promoted to the position of buyer and sales- 
man for the mill. A short time afterwards, 
he represented the extensive interests of Sen. 
Philetus Sawyer of Wisconsin. In 1878, the 
two organized Sawyer-Goodman Co., which 
was incorporated two years later with Mr. 
Goodman as treasurer. The business gained 
rapidly, and became one of the largest lum- 
ber operations in the Midwest with head- 
quarters at Marinette, Wis. Mr. Goodman 
retired from the partnership in 1883. He was 
associated with various lumber companies 
for many years, and served several terms as 
a director of the Lumbermen’s Exchange. Mr. 
Goodman was honorary vice president of the 
Art Institute of Chicago, a trustee of the 
Chicago Orchestra Association and a mem- 
ber of many other civic organizations. The 
Goodman theater was built by him in memory 
of his son, Kenneth, who died in 1918 while 
serving as a naval lieutenant. His widow, 
and two granddaughters survive. Mr. Good- 
man was the uncle of R. B. Goodman, and 
J. F. Goodman, both prominent in national 
lumber circles, and C. A. Goodman who died 
a few months ago. 


NELSON H. WALCOTT, 71, one of the best 
known producers and distributors of hard- 
wood lumber in the eastern section of the 
country, died at his home in Providence, R.I., 
March 18, following a long illness. Born in 
Providence in 1864, he was graduated from 
the Eastman Business College at Poughkeep- 
sie, N. Y¥. For a year he worked in the 
lumber yard of Henry M. Angell & Co.. and 
in 1882 went with the veteran Providence 
firm of Burrows & Kenyon. Four years later 
he was buying hardwoods in the South and 
West and selling at wholesale through New 
England for the firm of Slocum & Gage. In 
1882 he organized the L. H. Gage Lumber 
Co. at Providence. Later he developed an 
oak sawmill enterprise for the Crittenden 
Lumber Co. at Earle, Ark., and when the 
timber in that section was exhausted he 
formed the Bonita Lumber Co., at Bonita, 
La., from which point many million feet of 
oak was shipped. He served as president of 
the National Wholesale Lumber Association 


in 1913. In the Providence district he was 
regarded as a wise and generous counsellor 
by all who were faced with difficult commer- 
cial problems. In many of his lumbering 
enterprises he was associated with Charles 
Cc. Gardiner, of the C. C. Gardiner Lumber 
Co., Providence, and on the death of the 
latter in 1918 he purchased and had since 
managed that important yard. He is sur- 
vived by a daughter, and three sons, Howard 
N. with Lawrence R. McCoy & Co., whole- 
salers at Worcester, Chester L., resident 
manager of Mr. Walcott’s sawmill interests 
in the South, and Ralph A. There are four 
grandchildren. 


FLORENCE ELIZABETH FLEISHEL, 89, 
died March 7 at Tyler, Tex., in the home 
in which she had lived for 65 years. She 
was the mother of Mare L. Fleishel, presi- 
dent, Putnam Lumber Co., Shamrock, Fla., 
who with five others of the seven children 
survive. The other surviving children are 
Fred Fleishel, De Land, Fla.; Travis Fleishel, 
St. Louis; Mrs. Pauline Cooley, Tyler; Mrs. 
James Seale, Houston, Tex.; and Miss Nelle 
Fleishel, Tyler. This pioneer was born on 
her father’s plantation near Iuka, Miss., Jan. 
2, 1847. After the death of her father and 
elder brother, her mother with the children 
emigrated to Tyler, the long journey through 
the war-smitten South being made by cara- 
van. On Nov. 11, 1868, she was married to 
Mare L. Fleishel in Tyler, who had come to 
that place in his boyhood from Dadeville, 
Ala.; who had served with distinction in the 
Confederate Army, and was a leading mer- 
chant of Tyler. In years and in communion, 
Mrs. Fleishel was the oldest member of the 
First Baptist Church of Tyler. In addition 
to her children, she is survived by five grand- 
daughters, one great granddaughter, and six 
grandsons. 


JOHN F. ROSS, president Brooks & Ross 
Lumber Co., Schofield, Wis., died March 23 
at Honolulu of a heart attack after an oper- 
ation. He had been in poor health for many 
years, but remained active in the lumber bus- 
iness and his financial interests. With him 
on a vacation tour were Mrs. Ross and his 
sister and brother-in-law, Mr. and Mrs. M. P. 
McCullough. Mr. McCullough has long been 
an officer in the Ross companies. Mr. Ross 
was the son of John D. Ross, lumber pioneer, 
who left lumber mill operations at _ Ford 
River, Mich., in 1883 to join E. W. Brooks 
of Chicago in establishing their company at 
Schofield. During 52 years of operation, the 
concern cut over a billion feet of logs at 
the Schofield plant. In 1910, Mr. Brooks re- 
tired and sold his interest to Mr. Ross, who 
served as president of the company from its 
organization until his death in 1917. John F. 
Ross has been president since his father’s 
passing. Last November, the Brooks & Ross 
Co. sold its Schofield mill, but continued in 
the nee business. A widow and one sister 
survive. 


COL. JOHN B. NALTY, 78, president Ham- 
mond Lumber Co. (Ltd.), Hammond, La., died 
March 16 after an attack of influenza. He 
was a business leader whose outstanding 
ability had carried him up the ladder to suc- 
cess in the lumber industry of his State and 
he was widely and favorably known through- 
out the industry. A native of Brookhaven, 
Miss., Col. Nalty went to Hammond where he 
purehased the holdings of the Hammond 
Lumber Co. (Ltd.) in 1903. He had operated 
a planing mill at Brookhaven the previous 
three vears. Under Col. Nalty’s guidance, the 
capacity was increased from 30,000 to 75,000 
feet daily, and planing mills were erected to 
take care of the cut. He guided the company 
for twenty-six years. His associates were 
two sons: William H. Nalty, vice president 
and manager, and Louis D. Nalty, secretary. 
Col. Nalty retired from active work fifteen 
years ago. He had traveled extensively in 
the United States, Canada and Mexico. He 
leaves his widow, six sons, one daughter and 
eleven grandchildren. 


HENRY J. ADAMS, 78, widely known in the 
retail lumber trade of Michigan, died March 
13 at his home in Jackson. At 14, Mr. Adams 
left school to enter the employ of a saw mill 
operator, and after several years of scaling, 
tallying and grading white pine at Saginaw, 
he went to Ogemaw where he had charge of 
a large white pine logging project. About 
1885, Mr. Adams returned to Saginaw and 
joined the Charles Plummer Lumber Co., 
which operated saw mills and several retail 
lumber yards. He went to Jackson in 1887 
as manager of a yard, and five years later he 
and William Smith of Eaton Rapids formed 
a partnership and purchased the C. C. Pond 
lumber firm. Mr. Smith was killed later, and 
Mr. Adams bought his interest. The firm 
continued until 1928, when he sold the busi- 
ness. Mr. Adams was a director in Michigan 
Retail Lumbermen’s Association many years, 
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and served a term as its president. His 
widow, three sons, a sister and six grand- 
children survive. 


CHARLES R. HALLER, 71, a member of 
the firm of the Youngwood Lumber & Supply 
Co., Youngwood, Pa., for many years and a 
stockholder in the Mt. Pleasant Lumber Co., 
died March 5. Mr. Haller taught school be- 
fore entering the lumber industry. He con- 
tributed to many young peoples’ organiza- 
tions, and loaned money to college students. 
His widow and distant relatives survive. 


BEN LOGAN, 47, son of the late W. S. Lo- 
gan, wealthy Paris (Ill.) lumber dealer, was 
shot and killed March 7 by his brother-in- 
law, Arthur Reese, who, then, drove to his 
home and fatally wounded himself. The 
shooting occurred in the offices of the lum- 
ber company, which Mr. Logan had inherited 
upon the death of his father whose obituary 
appeared in the March 14 issue of the 
AMERICAN LUMBERMAN. The estate, valued at 
a large sum, was left mainly to Mr. Logan, 
who was also named executor and trustee for 
most of the heirs. His mother and three sis- 
ters are among the survivors. 


DON E. SAUNDERS, 65, senior member of 
Saunders Bros. Cos., Billings, Mont., died Feb. 
25 at San Antonio, Tex. He began his lumber 
career in the 1890’s as a teamster for the John 
M. Byrne Lumber Co., Kansas City, Mo. Later 
he worked in the office and as a salesman for 
the E. P. Cowen Lumber Co. In 1905, with 
his brothers, he bought a yard at Red Cloud, 
Neb., and formed the Saunders Bros. Lumber 
Co. They increased their interests until at 
present they operate lumber yards and hard- 
ware stores in Montana, Wyoming and Ne- 
braska. He was a lover of outdoor sports, 
and was senior State golf champion in Mon- 
tana at his death. Mr. Saunders belonged to 
many fraternal societies. His widow, a 
ee two brothers, and a half-brother 
are left. 


EMILE F. ROEMER, 75, lumberman for 
nearly thirty years at Bowling Green, Ky., 
died March 10 at his home. Mr. Roemer had 
engaged in the lumber business in Bowling 
Green with his brother, Charles, establishing 
the lumber and contracting firm of Roemer 
Bros. He was active in the concern until 
1925, when the firm was taken over by his 
two sons, C. Steve and William L. Roemer. 
He was a member of the Kentucky Retail 
Lumbermen’s Association, belonged to many 
organizations, and had served as a city coun- 
cilman for sixteen years. He leaves his 
widow, four daughters, two sons, four broth- 
ers and eight grandchildren. 


EDMUND G. POND, 89, who had operated 
the E. G. Pond Lumber Co. (Inc.), Boston, 
for sixty-seven years, died in his home, 
March 19. He was born in Vermont, and 
when 21 moved to Boston and established 
the lumber business which has since borne 
his name. Mr. Pond retired three years ago, 
and the business has been under the man- 
agement of his only son, George. He was a 
lover of outdoor life, and his 300-acre estate in 
Needham was stocked with deer and other 
animals. He is survived by his widow, two 
daughters, a son, five grandchildren and two 
great-grandchildren. 


HERBERT W. BROWN, 44, president of 
the H. W. Brown Lumber Co., North Lake, 
Wis., was shot fatally by the blast of a ban- 
dit’s shotgun during an attempted holdup 
in a North Lake tavern, March 10. Mr. 
Brown attempted to grapple with the thief, 
and was instantly killed when the charge 
from both barrels struck him in the back. 
Companions of Mr. Brown beat the killer 
into unconsciousness and later captured his 
partner, who escaped during the confusion. 
Survivors are his widow and son. 


RONALD A. McDONALD, 78, pioneer lum- 
berman and resident of Green Bay, Wis., died 
at his home in Green Bay, March 18, follow- 
ing a stroke suffered several days before. 
He was a native of Ontario, Canada, coming 
to this vicinity 60 years ago to engage in 
the lumbering and logging business here and 
in upper Michigan. He was the founder of 
the McDonald Lumber Co., which still main- 
tains headquarters in Green Bay. His widow, 
a daughter and four sons, survive. 


ANDREW J. BRADY, 48, wholesale lum- 
berman of Buffalo, N. Y., and vice president 
of Palburn (Inc.), Buffalo, died March 16. 
For many years he was associated with 
Brady Bros., North Tonawanda, N. Y., as a 
salesman, but since 1928 had been with Pal- 
burn (Inc.). Mr. Brady was a member of 
the Buffalo Lumber Exchange, active in the 
Hoo-Hoo organization, and was formerly 
president Empire State Lumber Salesmen’s 
Association. Surviving are his widow, three 
sons, two daughters and five brothers. 


DAN W. BUSH, 66, one of the organizers 
of the Chehalis Mill Co., died in a Chehalis, 
Wash., hospital, March 7, following an auto- 
mobile accident a week earlier. He was born 
in Kansas, and attended the University of 
Nebraska. Mr. Bush had lived in Chehalis 
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March 28, 1936 


since 1890. He was a pioneer Pacific North- 


west newspaperman, and president of the 
Chamber of Commerce in his city. He leaves 
his widow, and two daughters, 

T. H. NELSON, 77, pioneer Aberdeen 
(Wash.) mill man, died in Seattle, Feb. 25. 


He entered the lumber industry on Grays 
Harbor fifty years ago, and for a long time 
was prominent in the production end of the 
lumber business in Aberdeen. He built the 
planing mill of the old West & Slade mill at 
Aberdeen. His widow, two sons and two 
daughters survive. 

ROBERT HALLAM PAUL, for many years 
vice president and general manager East 
Coast Lumber Co. and prominent in the de- 
velopment of the yellow pine and cypress 
industry of the Southeast, died at his home 
in Watertown, Fla., March 22. Before going 
to Florida he was vice president John Paul 
Lumber Co., LaCrosse, Wis. 


HIRAM EARL ROSS, 63, well known lum- 
berman of Minneapolis, died March 12 at his 
home. He had been vice president and treas- 
urer H. W. Ross Lumber Co. Mr. Ross was a 
graduate of University of Minnesota. Sur- 
viving are three sons, a brother and four 
grandchildren. 


CLARENCE VanETTEN, 70, associated with 
the Michigan interests of Blodgett Co. (Ltd.) 
at Grand Rapids for forty-five years, died 
March 18 in his home at Grand Rapids. He 
had been secretary-treasurer of the firm 
since 1904. Surviving are his widow, two 
daughters, and two grandchildren. 


W. E. SATTERWHITE, 46, owner of New- 
ton County Lumber Co., Bon Wier, Tex., and 
formerly connected with the Vaughan Lum- 
ber Co, of Texas, died March 8 at his home. 
ne are his widow, his father, and two 
sisters. 


COLUMBUS C. KNOWLES, 65, who was well 
known in lumber circles of Utah through 
working for the Utah Lumber Co., Salt Lake 
City, for twenty-five years, died recently. 
Five sons and a daughter are left. 


WALLACE R. CANFIELD, 57, operator of 
lumber yards in Holton, Mayetta, Denison 
and Circleville, Kan., died at his home in 
Holton, March 10. He leaves his widow and 
a daughter. 


LYMAN MATTHEWS, 75, head of Matthews 
Lumber Co., North Somerville, Mass., died 
March 21 at Stamford, Conn. Mr. Matthews 
was in poor health for several years. 


7 


MULFORD E. PARKER, 82, owner and op- 
erator of several sawmills in Mississippi, died 
March 4 in a hospital at Laurel. He leaves 
his widow, five daughters and a son. 


MRS. EMMA C. SANBORN, 83, widow of 
Joseph W. Sanborn, Kansas City, Mo., lum- 
berman, died recently. She left three sons 
and a daughter. 





Second Growth Cypress 


New Orveans, La., March 23.—Many lum- 
bermen and foresters have been wondering 
whether there would be any cypress lumber 
available to the generations living when the 
last of the virgin stand of cypress is marketed. 
If the same conditions exist in the cut-over 
cypress swamp lands that were found by the 
Southern Forest Survey in Colleton County, 
South Carolina, three and one-half miles west 
of Rantowles Creek, there is promise of a per- 
petual supply of cypress lumber. This country 
was abandoned at about the time of the War 
between the States, or shortly thereafter. The 
Forest Survey discovered a good stand of sec- 
ond growth cypress in the old rice field coun- 
try, that was growing in moist, rich, black 
soil, with old rice levees at intervals. The trees 
are 50 to 60 years old. Four consecutive one- 
quarter acre plots at eighth-mile intervals gave 
an average acre containing 150 cypress and 
hardwood trees of saw-log size, with an esti- 
mated volume of 12,199 board feet for cypress 
and 2,628 board feet for hardwoods. Trees 
between 17 and 25 inches in diameter 2% feet 
above the butt swell included 3,189 board feet 
of cypress and 1,686 board feet of hardwoods 
an acre. Another quarter-acre plot, not included 
in the plots mentioned, gave an estimated gross 
volume of 5,199 board feet of cypress and 1.127 
board feet of hardwoods. These trees are re- 
markably straight and clean stemmed, and are 
capable of producing a large proportion of 
select lumber, principally sap. Estimates were 
made on the Scribner Decimal “C” rule, diam- 
eter (2% feet above the butt swell) of nine 
inches for cypress and 13 inches for hardwoods. 
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| How to Figure Costs for Advertising 
: In Classified Department 








Two consecutive issues.......... 55 cents a line i 
Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
| Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 
Seven words of ordinary length make 
one line. 
Count in the signature. Heading 


counts as two lines, 
No display except the heading is 


permitted. 

Extra white space figured at line 
Tate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 








Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO. Inc. 
Minneapolis, Minn. 











WANTED 


Employees 


mame ~ 


WANTED: EXPERIENCED YARD FOREMAN 


For retail lumber yard handling lumber, millwork, 
builders’ supplies and coal. Must be thoroughly 
familiar with all kinds of lumber and grades, also 
ether materials handled. Must be capable and ex- 
perienced in supervising labor and deliveries. Reply 
in own hand writing giving required details and 
complete record. State age, amount of education, 
number of years experience and kinds, names of 
firms by whom employed during past 15 years, how 
long employed by each, references, salary wanted 
Address “S. 89,” care American Lumberman. 


WANTED: MAN FOR SALES PRODUCTION 


And collections, in a good Iowa point. 
Address “S. 96,” care American Lumberman. 


WTD.: EXP’D GENERAL BUSH & MILL SUP’T 


For cut of five to ten million feet, operated from 
same location—25 years’ supply, and also planing 
mill superintendent capable of looking after band 
saws and usual equipment, both for Northern opera- 
tion. State experience, salary expected and refer- 
ences. 

Address ‘‘S, 99,”" care American Lumberman. 


WANTED: PRODUCING SALESMANAGER 


Well-rated Chicago Wholesale Company, amply 
financed, has immediate opening for experienced 
producing sales manager. Wide acquaintance is 
essential with Yard and Industrial trade, Central 
States, and with producing mills. Must know where 
and how to sell and procure. Give complete quali- 
fications, experience and personal references. 
Address “V. 36,” care American Lumberman. 


WTD: YOUNG MAN WHO CAN HANDLE STOCK 
And special sash and door orders and bill stock 
trim into factory. 

Address “V, 39,” care American Lumberman. 


DO YOU WANT EMPLOYEES? 
Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 8S. Dearborn St., Chicago, III. 
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WANTED 











Employees 


WANTED 
Thoroughly experienced retail lumber salesman and 
estimator. State age, experience and salary expected. 
Address “‘V. 27,” care American Lumberman. 








EXCUTIVES—IF YOU CAN QUALIFY FOR 


Positions earning $3,600 or more, our personal and 
confidential service quickly locates suitable open- 
ings. NATIONAL EXECUTIVES ASS’N, 423 Ven- 
dome Bldg., Nashville, Tenn. 


EXPERIENCED DRAFTSMAN WANTED 
By large Southern mill; first class detailer and 
biller for high-class special millwork. 
Address ‘“S. 71," care American Lumberman. 


HARDWOOD GRADERS WANTED 


Experienced at northern mills and under fifty years 
of age. Steady work. 
Address “V. 41,” care American Lumberman. 











‘ Salesmen 


WANTED—COMMISSION SALESMEN 


Now calling on lumber yards and the better type 
of hardware stores, to sell a nationally advertised 
product known to the building trade for 30 years. 
An essential part of every building. Fills a definite 
need. A winner for the aggressive salesman with 
a successful selling record. Full cooperation from 
factory including advertising and other sales assist- 
ance, assured. Give references, lines now handled, 
complete territory covered and at what intervals. 
Confidential. 
Address “S. 49,” care American Lumberman. 


WANTED—SALESMEN 


To sell all species of Mahogany Lumber. 
Address ‘“‘S. 54,’ care American Lumberman. 











SOUTHERN MANUFACTURER & WHOLESALER 
Desires connections with reliable commission sales- 
men. Replies confidential. 

Address “‘S. 95,’’ care American Lumberman, 





WANTED: SALESMAN TO SELL 


Termite Control Solution to retail yards. 
TERMITE CONTROL CO., New Albany, Ind. 





WANTED: A HUSTLING YOUNG SALESMAN 


For Chicago territory, industrial and yard trade, 
one who knows hardwoods. Give qualifications, ex- 
perience and personal references. 

Address ‘‘V. 34,” care American Lumberman. 





WTD: EXPERIENCED LUMBER SALESMAN 


By well established wholesale and retail Chicago 
lumber yard.—Position permanent with prospects 


of share in ownership.—Salary and commission. 
Give age, sales experience in Chicago and salary 
expected. 


Address “V. 40,"" care American Lumberman. 





WANTED SALESMAN 


To cover southern Wisconsin and Fox River Valley 
on hardwoods and softwoods for reputable whole- 
saler on split profit arrangement. 

Address ‘“V. 42,” care American Lumberman, 





Employment 





LOGGING SUPT.—17 YRS. EXP. 


Low cost operator; excellent record; references. 
Address “R. 72," care American Lumberman. 


EXECUTIVE ACCOUNTANT, OFF. MGR. OR 


Kindred. Long exp. large operatiens, all depts. 
Address “S. 72,’’ care American Lumberman. 


EXP’D RETAIL LUMBER & MILLWORK MAN 


Desires position as manager, assistant to owner 
or department head. 16 years’ practical experience. 
Over 12 years present employer. Married. Oppor- 
tunity for advancement essential. East only. 
Address ‘“‘V. 43,” care American Lumberman, 











SALES POSITION WANTED 


Years of experience selling industrial trade in 

middle West, as sales manager and operating own 

company. Wide acquaintance; good producer. 
Address “‘V. 44,”" care American Lumberman. 











OS SY} 


a Se AS sir TEON 5 


SRNR ORE GETITE P 








WANTED 
Employment 


WANTED SALES CONNECTION 


Lumberman 18 yrs., broad exp. All phases lumber 
selling—saw mill, mfg. sales, comm. bus. and road 
—So. Pine, Fir, Western & Calif. White Pine. Pre- 
fer Hdqtr. K. C. Also know Detroit, Chicago, Ohio 
trade. 
Address 














“S. 82,” care American Lumberman. 
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WANTED 








FOR SALE 











Timber and Timber Lands 


WANTED: SEVERAL TRACTS 


Virgin hardwood timber, rich in white oak, yellow 
poplar, and such woods of large size, long bodied, 
healthy, and well located. One boundary of 10,000 
acres, another of 25,000; another of 50,000 and 
another of 100,000 and last one of 250,000 acres. 
Address ‘‘S. 91,"" care American Lumberman. 








SAWMILL BOOKKEEPER-ACCOUNTANT 
And genera! office man, employed at southern mill, 
desires permanent position. 

Address *’S. 97,"" care American Lumberman. 





PRACTICAL & COMPETENT LUMBERMAN 


And millwork estimator, now employed, would like 
to negotiate for responsible position requiring man 
with many years’ experience in position of capacity 
in all phases of the lumber and woodwork indus- 
try. Would consider investment. Age, early 
thirties; location Chicago or vicinity. 

Address ‘'S, 90," care American Lumberman. 





THOROUGH LUMBER EXECUTIVE 
Lifetime experience manufacturing, selling, buying, 
wholesaling West Coast and Inland Forest Products. 
Large acquaintance all over U. 8S. Now employed, 
20 years with present connection, wants change, thor- 
oughly reliable, go anywhere at reasonable salary. 

Address ‘‘'S. 100,’ care American Lumberman., 


POSITION WTD.—24 YRS. BROAD EXP. 


As Genl, Supt., yard foreman and hardwood inspec- 
tor; also some logging exp.; thorough study of pro- 
duction costs, faculty of getting results; competent, 
reliable, married, 39. years old, best of reference. 
Address “‘V. 28,"" care American Lumberman. 








LUMBER SALES MANAGER 
Experienced in Southern Hardwoods, Cypress and 
Pine, desires position in sales department of larger 
mill, 


Address “V. 32,’ care American Lumberman. 





THOROUGHLY COMPETENT LUMBERMAN 


With training, ability and energy to get out or- 
ders, wants to make change. Present position past 
10 years with large southern pine mill cutting both 
long leaf and short leaf. Have experience as yard 
foreman, shipping clerk and timber dock foreman. 
Good handler of labor, understand the grade and 
mfg. of both long leaf and short leaf timbers and 
lumber. Some experience with Douglas fir. Would 
consider Pacific northwest or western pine if the 
prospects for the future were good. Can give good 
references. 
Address “V. 37," care American Lumberman, 





JOB WANTED AS MANAGER OR ASSISTANT 


Middle aged, years exp. in all lines of lumber and 
building materials. Capable to handle any size 
yard. Honest, teetotaler, churchman, hard worker. 
Prefer Chicago or llilinois but free to go where 
opportunity is. 


Address ‘“‘S. 85," care American Lumberman. 





Lumber and Dimension 


WOULD LIKE TO CORRESPOND WITH PARTIES 


Owning 20 to 30 M. capacity circular mills with 
edger and trimmer; preferably with ample logging 
equipment, trucking equipment and financial abil- 
ity to operate on thirty day settlement. Want con- 
tract 25 million feet at once. 

Write P. P. BREECE, Alamogordo, N. M. 








WANTED TO BUY: 4/4, 5/4, 8/4, 10/4 & 12/4 


Log run Plain or Quartered sawn Sap Gum. AMA- 
ZON LUMBER CORPORATION, 44-72 Eleventh 





Street, Long Island City, N. 
MILL CONNECTIONS WANTED 
Want Fir, Shingle and Plywood mill connections 


for Wichita territory. 
Address ‘‘V. 38," care American Lumberman. 


Retail Lumber Yards 


WILL, EXCHANGE LARGE FARM 
Mostly in pasture or meadow for a lumber yard 
or for lumber. 

Address “R. 79," care American Lumberman. 














WANTED: LUMBER AND COAL YARD AT ONCE 


Pootes Minnesota or Wisconsin. Advise full partic- 
ulars. 


Address “S. 61," care American Lumberman. 





Used Machinery 


WANTED: GRAVITY CONVEYOR 


Must be complete with stands. 
Address “S. 98,’’ care American Lumberman. 


WANTED: ONE 1,000 K. W. 60 CYCLE 


3 phase mixed pressure Turbine Generator. 
Address “V. 25,’”’ care American Lumberman. 


| FORSALE | 
Retail Lumber Yards 


MEDIUM SIZE—LOCATED METROPOLITAN 
District St. Louis—City of 70,000—Best Located in 
City—Coal Could Be Added. 

Address ‘“‘S. 63," care American Lumberman. 


FOR SALE—ONLY YARD IN RURAL NO. ILL. 


Village for cash to settle estate. Low investment. 
Handle Lumber, Coal and Building Supplies. 

HOLCOMB-DUTTON LUMBER CO., Headquar- 
ters, Sycamore, Ill. 


FOR SALE OLD ESTABLISHED 


Retail Lumber, Fuel, & Building Material yard. 
Central Illinois town, population 20,000. Low in- 
ventory, low plant investment, clean competition. 
Owner has other interests. 

Address “R. 89," care American Lumberman. 


RETAIL LUMBER YARD FOR SALE 


In town of about 7000. Two Yard town. Business 
on good paying basis. Best of reasons for selling. 
Location Central Illinois. 

Address “S. 70," care American Lumberman. 


FOR SALE: LUMBER YARD 





























With carpenter shop & planing mill in S. D. town 
of 3,500 with large trade territory. 
Address “S. 92,” care American Lumberman. 





LUMBER YARD FOR SALE 


Old established location in Chicago metropolitan 
district. 
Address “S. 93,"" care American Lumberman. 


FOR SALE: LUMBER BUSINESS 


Only yard in county seat; good volume; good profits. 
Owner retiring. No trades. 
Address “‘S. 94," care American Lumberman, 


—_ 


FOR SALE: SMALL COMPACT MODERN RETAIL 


Lumber yard located in best town in Blue Grass of 

Kentucky. Made nice profit last year. Owner 

quitting business. Will require $15,000 investment. 
Address “V. 33,’ care American Lumberman. 











HAVE YOU SOMETHING TO SELL 


Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago, III. 





FOR SALE: LUMBER YARD, REAL ESTATE 


Stock, and equipment, price $15,000.00. Now earn- 
ing 25% on this investment. Investigate it. 


ELK LUMBER CoO., Charleston, W. Va. 


FOR SALE: RETAIL LUMBER YARDS 


At Scandinavia and Amherst, Wisconsi 
oan CONNOR COMPANY, Box 191, 
is. 





n. 
Marshfield, 





LUMBER, COAL & MATERIAL YARD 


In Illinois, one yard town, at a bargain. Money 
maker, low overhead, big trading territory. Good 
opportunity. 

Address “S. 84,’ care American Lumberman. 





Retail Lumber Yards 


FOR SALE: RETAIL LUMBER BUSINESS 


On East Coast, established 1872, center of 2,000,000 
population. About two acres of land in commer- 
cial district, opposite R. R.; 200 ft. water frontage 
(14-18 ft. water). Very good shed room, large 
garage. Would make an excellent wholesale dis- 
tributing yard. Interested only in communications 
from organizations financially able to handle a 
$150,000 investment. This is an unusual market 
offering in every respect. 
Address “‘V. 30,” care American Lumberman. 


FOR SALE: AN OLD ESTABLISHED 


Lumber yard, mill and all conveniences, doing a 
good business, well located in a growing suburb of 
Chicago. Reason for selling; getting along in years 
and would like to take it easy. Full particulars 
to bona fide buyers. Principals only. 

Address “S. 37," care American Lumberman. 











Business Opportunities 





OWNERS OF RED CEDAR TIMBER 


In Western Washington will pay 6% and give first 
mortgage plus part interest or percent of net 
profits for $20,000 loan to build shingle mill. Se- 
curity 20 million feet of red cedar timber worth 
$3.00 per M feet or $60,000 and the mill. Timber 
supply good for 15 years operation. 

Address A. R. McCRACKEN, 400 Skinner Build- 
ing, Seattle, Washington. 





FOR SALE 


Old est. small millwork and wood working plant, 
fully machine equipped, electric power, lumber 
sheds and yard; also suitable and good location 
for retail lumber yard; location N. West section 
Chicago; price very reasonable. 

Address “S. 27,’" care American Lumberman. 





VERY UNUSUAL BARGAIN 


Band mill, shingle mill, planing mill, hardwood 
flooring plant all nearly new with 100,000,000 feet 
best southern hardwood, $445,000. 

Box 1231, Memphis, Tenn. 





BARGAIN: 
MRS, F. M. 


WOODWORKING SHOP 
LE PLA, Palatka, Fa. 





Lumber and Dimension 


WALNUT CONTRACT WANTED 


Will cut to your specifications 100M to 150M feet: 
Shipment green from Vats, or cash when placed on 
Sticks. 
Band Sawn, Gang Edged and Double End 
Trimmed. Good Widths, Lengts and Quality. 
Address “S. 73,” care American Lumberman. 


PILING AND DIMENSION LUMBER 


800 Pcs Norway Piling, 40’ to 70’; 80M’ Oak Di- 
mension for June delivery. All sound live timber. 
WEBBER LUMBER YARD, Porterfield, Wis. 











MAPLE HEARTS—10,000 FT. 3x6 x 8 FT. 


15,000 ft. 4x4—4 to 8 ft.; 30,000 ft. 3x4, x 8 ft.; 
10, 000 & 4x6, x 8 ft.; other sizes and lengths. 
ROS BY HARDWOOD LUMBER co., 
Rhinelander, Wis. 


FOR SALE: 20,000 FT. WHITE PINE LUMBER 
Can deliver by truck, Wis. and Northern Ill. Make 


cash offer. 
Address “V. 





26,” care American Lumberman. 





BUYING CONNECTION WANTED 


Thoroughly experienced wholesale and line yard 
buyer on Pacific Coast desires buying connection 
with reliable company in East or Midwest. Best 
references. 

Address “V. 31,’ care American Lumberman. 





FOR SALE 


Thoroughly air dried 4/4” Birch 42M’ FAS, 12M’ 
Selects FOB Wausau rate. MAISLEIN-DAWSON 
LUMBER CoO., Sheboygan, Wis. 


DRY WALNUT & ELM-—3/4 COM.-BETTER 
Good lengths & thickness. HILL, Adrian, Mich. 
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